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| on 

. Quality 

This advertising is creat- 

ing a demand for you to 

supply—all you need is a 

q suitable stock of 

Kwiklite 

‘ THe QUALITY FLasnuGHT 


No other line offers you 
the possibilities for talking 
quality that you will find in 
KWIK-LITE Cases and the 
unique achievement known 
as ‘Seamless One-Piece 
Batteries.” 


Send for full information and the 


“Bie Book’’ to-day. 
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The Usona ba eck Co titd 


One Hudson St 309 S St Clair St. | 
New YorK City Toreoo, OHI0 


at 


National Advertising 
in the Saturday Evening 


Post, Literary Digest- 
and other National 
Papers. Effective 
Window Displays, 
Booklets, Sales Helps 
and the LOCAL 


CONTEST FEATURE 
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lipped 
Pattern 


1847 ROGERS BROS. 


SILVERWARE 


The appearance of 1847 ROGERS BROS. Silverware, as A 
shown in the “Tipped Pattern” of seventy years ago, is as 
different from the present-day styles as the military figure of 
the Mexican War soldier is different from the khaki-clad 
fighter of 1917. But the quality of 1847 ROGERS BROs.- 
the silverplate that has proved itself by a seventy year test-is 
as sturdy as the spirit of Americanism that fires the heart today. 





Oth 9 preces m proportion 
Send for catalog "K oF" 


leaspoons $6.00 a dozen 
Sold by leading dealers 


INTERNATIONAL SILVER COMPANY, MERIDEN, CONN. 
The Morlds Largest Makers of Sterling and Silver Plate 


NEW YORK 





CHICAGO SAN FRANCISCO Canadian Branch, MERIDEN BRITANNIA CO., Ltd., HAMILTON 








This advertisement will appear in colors on the back cover of the Saturday Evening Post, September 2gth, 
and Collier’s, October 20th. 
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Why YOU Should Sell 
The PITTSBURGH Door Hanger 


Sliding doors which balk, stick and jump 
the track—barn doors which blow down in 
heavy storms—hangers and track which 
quickly rust and break—which freeze up in 
winter and refuse to budge—these have been 
sources of nuisance for years. 


With the PITTSBURGH Door Hangers 
and Track none of these things can happen. 
They put an end to sliding door troubles. 
And the easy-running hanger is the easy- 
selling hanger. 


Bringing the Farmers 
into Your Store 


Our advertising in the leading farm papers is 
teaching thousands of farmers every week the ad- 
vantages of having their sliding doors hung with 
the PITTSBURGH Door Hanger and Track. In 
order that McKinney dealers may make the most 
of this advertising we have prepared a number of 
sales helps consisting of store signs, counter cards, 
attractive folders and a series of electrotyped adver- 
tisements for use in local newspapers. 


Now, when farmers and dairymen are getting 
ready for the storms of winter, is just the time to 
call their attention to this strong, dependable door 
equipment. Write for folder giving full explanation 
of our dealer proposition. There’s business to he 
had—let’s get together and get it. 


McKINNEY MFG. CO. 


Makers of Hardware 
PITTSBURGH 

































An Easy-Running Door— 
Even in Winter 
Even in winter, when ice and snow 
cover the track of the average door, your 
barn or garage door positively will not stick 
if it is equipped wah 
McKinney-Pittsburgh 
Door Hanger 


McKinney-Pittsburgh tracks are cover- 
ed on top, sides and ends. Snow and ice 
cannot reach the track or rollers. More- 
over, your door can never catch on the 
floor. There is a vertical adjustment which 
takes care of that. It can never scrape 
against the wall and stick, because there is 
a lateral adjustment by which you can in- 
crease or decrease the space between door 
and wall. And it can never jump the track 
because the two pairs of roller- bearing 
wheels, joined by strong axles, fit snugly 
into deep grooves on both sides of the 


track. All metal is heavily galvanized. 


McKinney - Pittsburgh Door Hangers 
and track can be used on any type of iid. 
ing door, are quickly and easily installed, 
and are sold under a guarantee which fully 
protects you. If your dealer does not have 
them, send us his name. Also give the width of 
‘our door opening, the 

ight of your door, and 
whether double or 
single; and we will tell 
you what it will cost to 
equip it. We will 
send full description. 





)McKi Mfg. Co. 
Makers of Hankoare for the Farm 
Locust St., Pittsburgh, Pa. 


Newspaper Advertisement No. 2. 
Dealer's name appears instead of 
ours, and the last paragraph is 
changed to meet local conditions. 
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THE GENUINE WALWORTH STILLSON WRENCH 


THE 


UNDISPUTED WORLD'S CHAMPION 


a 


THE 


PARMELEE BRASS 
PIPE WRENCH 











PERFECT FOR 
BRASS PIPE AND 
COIL WORK 


THE WALWORTH CRAFTSMAN 


WALCO ADJUSTABLE HEX WRENCH 


FOR 


HANDLING HEXS WITHOUT DAMAGE 


Ci. 7, 


WALWORTH MAKES THEM ALL 


WALWORTH MFG. CO. 


BOSTON 
New York Branch: Chicago Branch: 
19-21 Cliff St. 218-220 No. Desplaines St. 
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By Recommendation 


There is no surer way for the sale of a wrench to grow 
than by recommendation. 


Confidence is a plant of slow growth—you've first 
got to win it—then hold it by a policy of unvarying 
good quality. 


When you consider that the sale of 


The 
Coes Wrench 


is now considerably over one 
million a year and growing Steel Handle 
steadily and rapidly, you will 
agree that it’s pretty strong evi- 
dence that the Coes Wrench 
has won the lasting confidence 
of wrench users and been well 


recommended. 








Many years ago a man 
bought a Coes Knife-Handle 
Wrench—tried it—liked it— 
told others about it, and so the 
fame of the Coes Wrench 
spread. 


The Coes Steel-Handle 
Wrench got its start in about 
the same way. Today these 
two popular wrenches lead all 
others. 


Knife Handle 


There's an old saying, “You can't keep a good man 
down"’—nor a good wrench—don't forget that. 


It’s easy to sell wrenches that most everybody knows 
about—hard to introduce and sell those that have not 


demonstrated their real value. 


Which kind are you handling? 


ESTABLISHED 1841 


Coes Wrench Company 


WORCESTER, MASS. 


J.C. McCarty & Co. J.H. Graham & Co. 
29 Murray Street, New York 113 Chambers Street, New York 
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The Stewart Handy Worker 


FOR THE FARM, SHOP, GARAGE AND HOME 


The ne 
Six- In-One 
Tool Weight: 
85 pounds net. 
y 100 pounds 





Comprises a two- boxed. 

speed drill press, < 

grinding outfit, . ° 
powerful vise and ” Price: 
pipe vise, heavy ; Complete with 
anvil, metal cutter { all tools, grind- 
and a sturdy three- ? , ing wheel and 
speed machine with ' attach ments 
clamp spindle for shown. 
attaching and oper- 

ating emery wheels, , 

scratch brushes, : as $14.00 


buffing wheels, etc. 
f. o. b. 


Chicago 








GRINDING ~ POWERFUL VISE 
Tool and knife sharpening; axe, scythe and sickle grind- Vise jaws are 4 inches wide and faced with steel. They 


er ew cee: Re A a open up to 4% inches and are operated by hand wheel. 








DRILLING — ~ PIPE VISE 


Square shank drills fit into a socket in upper spindle. Work The all-steel pipe vise is of special design a 
is fed to the drill by turning hand wheel as illustrated. me —— strong. Pp & nd very 


The Stewart Handy Worker is one of the most useful and best selling 
devices we have ever placed on the market. The field for its sale is almost unlimited 
and dealers that stock and display the Handy Worker are well repaid in profits. 


Chicago Flexible Shaft Company 


606 North La Salle Street, Chicago, U. S. A. New York Branch: 16 and 18 Reade St. 
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“ There’s a big demand 
for machinists’ tools in 
general and B & S 
Tools in 


particular’’ 











CUSTOMER>- CONFIDENCE 


can be gained in one way only. “Value for value received” 
will always be the standard by which your customers will 
measure their satisfaction. Their confidence in you and 
your store is limited to the satisfaction they find in the 
goods you sell them. ' 


BROWN & SHARPE TOOLS 


is one line that can be depended on to gain the confidence 
and good will of machinists, toolmakers, apprentices, and 
manufacturers. The buying power of this class is particu- 
larly great at the present time and their trade is not limited 
to machinists’ tools either. They are good prospects for 
nearly all your lines of merchandise and are at the present 
time spending liberally. Have you a catalog? 


BROWN ¢6& SHARPE MFG.CO. 


PROVIDENCE RHODE ISLAND U.S. A. 
Astock of our tools is carried at our Chicago Office and Store,626-630 Washington Blvd., Chicago 
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The Sermon of TRI MO im is bem 


Its text is Value. 
lts morals are Economy, Strength, Durability. 
Its summing up is Work Made Easy. 


The story of the discouraged mechanic and the rusty pipe 
has become a fable. 


Sample our commercial religion and be convinced. 


NUT WITH Pa NUT GUARDS 


WITH FLAT-LINK OR CABLE CHAIN 
TRIMO CHAIN WRENCH 





TRIMO MONKEY WRENCH 





Send for Catalog 133 


Made by 


TRIMONT MFG. COMPANY 


55 Amory Street -:- ROXBURY (BOSTON), MASS. 








September 20, 1917 


HARDWARE AGE 


leas that sold the goods 


No. 2 of a Series of 
Prize Stories by 
Men Behind the Counter 


A customer entered our store and purchased a 
box of cigars. 

I asked him if he was buying someone a present. 
He replied that he was going on a vacation up 
in the mountains to hunt and fish. 


I suggested that he take an Eveready DAYLO 
along as he surely would need it. He replied 
that he didn’t think he would need one and 
that he already had too much baggage. 

‘An Eveready DAYLO doesn’t take up much 
room,” I said. : 

“Put it into a corner of your suit case. It will 
be of great service nights hunting and fishing 
and around the tent for reading, writing or 
picking up. Buy this small one for $1.00. You'll 
be amply repaid. It’s a mighty handy thing to have 
when you make camp after dark or break camp 
before daylight. And you won't have to clean it 
and fill it as you do an oil lantern. Remember, 
too, that in buying an Eveready DAYLO you 
are not only buying it for this trip, but for years 
to come.” 

He answered: ‘“You have a pretty good line of 
argument, Keyser, but I don’t think I’ll invest. 
You see, what you are trying to sell me is like 
an automobile—the first cost is the smallest. If 
I bought an Eveready DAYLO I would be 
continually buying batteries.” 

I asked him: “Are you going to let your beard 
grow all the time you are up there?’’ 


“‘No,” he replied, “I am taking my safety razor 
along.” 


No experienced salesman ever attempts to cross-examine a 
customer, but often a little tactful inquiry will open the way to 
asale. Mr. L. H. Keyser, a live wire druggist, whose store is 
located at 48 E. Market St., Blairsville, Pa., relates the fol- 
lowing interesting story of how a casual inquiry developed 
that his customer was about to leave town for a vacation in 
the mountains. Mr. Keyser is a firm believer in the old 
adage of making two sales grow where only one grew before. 


“You bought it for convenience, didn’t you?”’ 
“Ta” 


“You have to buy new blades for it when the 
old ones wear out, don’t you?’ 


“Yes >? 


“Then you are satisfied that it is a convenience 
and that renewal blades are a necessity and not 
to be figured as an added cost ?’’ 


“Yes.” 


“Now compare the razor to an Eveready 
DAYLO. You will find more use for a DAYLO 
than for a razor, and the battery that is supplied 
with this light will last you practically two 
months with ordinary use. The cost of oper- 
ating will be about half a cent a day, for when 
you need a new battery, it will cost you only 
30c. New razor blades cost $1.00. Three 
batteries at 30c each cost less than a dozen 
blades and will last as long, if not longer. The 
initial outlay for an Eveready DAYLO is $1.00. 
Your razor costs you $5.00. You use the 
Eveready DAYLO many times every night and 
seven nights a week. Probably you won’t use 
your razor more than three times a week. 
*‘Another thing, suppose you want to shave some 
night while you are in camp? You can’t do it by 
the light of your camp fire and it is risky to trust 
to the flickering light of an oil lantern. Just 
switch on an Eveready DAYLO and you have 
all the light you need. What do you say?’’ 
‘Well, wrap it up.” 

“‘Thank you. Good luck and a pleasant journey.” 


__ EVEREADY 


AMERICAN EVER READY WORKS 
of National Carbon Co., Inc. 


Long Island City New York 


CANADIAN NATIONAL CARBON 
Company, Limited 


Toronto Ontario 





HARDWARE AGE September 20, 1917 


How As Stoves 


First—keep them 
clean. It’s hard to clean 
stoves when they stand against 
partitions, or walls, or in dark corners. 
Second—Move them out where customers 
can see them and inspect every part. But says 
one: ‘That's harder still—stoves are heavy and 
unhandy to move!” That’s just why you should 


MOUNT THEM ON 


“Universal” 3.3, Stove Trucks 


Then with a slight push (due to their BALL BEARING CONSTRUC- 
TION) you can move them from place to place, and “‘position’’ them 
so customers can step around and scrutinize them, inside and out- 
side. ‘‘Universal’’ Stove Trucks can be used under any style 
of stove—a square base range without legs or a stove with 
legs. Try them—you'll notice a big increase in sales. 

Stoves well displayed are half sold. “‘Universals”’ 
come packed in crates of 6 sets (24 pieces), 
weight, 52 pounds. Their moderate cost 

will surprise you. 
We'll send prices and full details 
on request. 


Universal Caster 3) & Foundry Works 


DIVISION OF THE BASSICK CO. 


574-600 Perry Street, Newark, N. J. 


Also makers of “Universal” Ball Bearing Grip Neck, Oblong Plate, Piano Truck, and Metallic Bedstead Casters 
Catalog No. 105 H. A. Shows the Complete Line 
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The Imprint of 
File Quality — 


Shrewd merchants find it wise to feature the 
NICHOLSON imprint at the very commence- 


ment of the sale. 


They discover in this familiar stamp a means 
whereby they can gain instant recognition and 
approval resulting in a saving of time and selling 
expense. 


The NICHOLSON trade mark stands for over 
fifty years of specialized experience ; stands for 
a guarantee of shape, cut, quality and temper ; 
for maximum ser- 

vice and positive 

file satisfaction. 


Have you read our book- 
let File Filosophy? If not, 
byall means getit at once. 


Nicholson File Co. 


Providence, R.1., U.S. A. 
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s“Dyes 


ln all mechanical work, 
in machine shops, black- 
smith shops, garages, 
repair shops, etc., taps 
and dies are required for 
threading nuts and bolts 
and for thousands of 
special threading jobs. 


Mechanics, blacksmiths, garages and repair 

men are among your best customers. Please 

them! Cater to them! Sell them the best of 

BRANDS everything—screw cutting tools included—and 
hold their trade! 


The trade mark G.T.D. is being standardized 
f and dealers who sell G.T.D. products will not 
Gross River only get the benefit of our advertising to millions. 
Smart but they. will cash in on the accumulated prestige 
Reece for the famous G. T. D. brands. 
Hercules ° 2 
was Greenfield Tap & Die Corpn. 


O. K. GREENFIELD, MASS. 


NEW YORK, 28 Warren St. [CHICAGO, 13 So. Clinton St. 


LONDON, 149 Queen Victoria St. 
Canadian Factory, Wells Brothers Co. of Canada, Ltd.,—Galt, Ontario 


Little Giant 
Lightning 
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otAMOND 


VELVET 


ASTORE 


Noiseless! 


“Silence is golden."’ That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless. bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 
rivets used in other casters—built extra strong to 


stand a heavy strain. 


They Sellas Easily 
‘as They Roll 


And that is saying a whole lot. 
Tell your customers how easy- 
running and noiseless the Dia- 
mond Velvet Casters are, and 
they will be interested. Just 
examine a sample Diamond Vel- 
vet Caster. It will appeal to 
you. We will send that sample 
on request. 


M. B. Schenck _ Vulcanized cotton bearing, weight 


Company ’ No "ane ‘aaieticie No wearing of 


metal against metal. 


4 . Hub shape bearing distributes friction. 
Meriden, Conn. . Vulcanized cotton bearing. 
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“"Yes-You Can Buy 


A Standardized Waste’ 


Write today (on your business letterhead) for the book—**Pro- 
ducing the Fittest in Waste.” Jt teaches Waste Economy. 


ROYAL COTTON WASTE 


is guaranteed for 


Quality—Uniform as per sample. ‘*Tare’’ Wrappings—only 6%. Weight—even—as ordered. 
Twelve Grades 


SIX WHITE SIX COLORED 
Baron ° WR}: King 
Count STE Marquis 
Czar ast Mikado 
Duke : Prince 
Earl \ Rajah 
Emperor SJ Sultan 


A Grade for Every Need of Service or Price 


Ask your jobber or write for Royal Sampling Catalogue; 
ask for samples of Royal Wool Waste 


ROYAL MANUFACTURING Ce 


GENERAL SALES OFFICES AND PLANT 


New York Office—2 Rector Street RAHWAY, N. J. Pittsburgh Office—Oliver Bldg. 
St. Louis Office—Pontiac Bldg. Chicago Office—People’s Gas Bldg. San Francisco Office—Wells Fargo Bldg 


LOOK FOR THE BRAND ON EACH STEEL BAND 
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The cream of the 


cream separator 
trade goes to the 


De Laval Agents 


THE DE LAVAL SEPARATOR COMPANY 


165 BROADWAY 29 E.MADISON ST. 
NEW YORK CHICAGO 


61 BEALE STREET 
SAN FRANCISCO 
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Three Staple Products 


Here are three staple products made by the 
Wright Wire Company. 


The first — Excelsior Poultry and Rabbit Fence is a 
popular seller to farmers and poultry owners who want 
a fence they can depend upon absolutely for the 
purpose intended. It will not only confine and 
protect pets and domestic animals, but is made 
extra strong and durable and will give long, 
satisfactory service. 

















The meshes are graduated just right at 

the bottom and top and the Wright 
Patent Lock holds every insertion 
slip-proof. Furnished in 3, 4, 5 
and 6 ft. heights and in rolls of 
10 rods each. The light weight 
pattern is made of No. 19 

wire, and the heavy weight 
of No. 17 wire. 













Excelsior. Poultry and 
Rabbit Fence, Galvan- 
ized Before Weaving 










The second— 
Worcester Brand 
Screen Cloth is an 
acknowledged leader 
everywhere. A big 
seller to people who de- 
mand the best. Furnished 
in all standard widths and 
in Black, Galvex and Bronze 
Finishes. Look up your stock 
and get your order in to your 
Jobber for your next season’s re- 
quirements. 


The third—Excelsior Brand Poultry Net- 
ting is unquestionably the greatest value 
on the market. The fact that this netting 
answers all ordinary requirements and sells 
at a reasonable price has made it a wonderful 
seller—a steady seller the year ‘round. 




















Screen Cloth, Worcester 
Brand, in Black, Galvex 
and Bronze Finishes 
























If your stock is low ask your Jobber to supply you. 
Send for the Wright Catalog. It shows a complete line 
of reliable wire products 






Wright Wire Company 
WORCESTER, MASS. 


Branches at Boston, New York, Philadelphia, 
hicago, San Francisco 

















Poultry Netting, Excelsior Brand, 
Galvanized After Weaving; 
Western Brand, Galvan- 
ized Before Weaving. 
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Wickwire _[itasints Cortland 
Brothers ee bee New York 


Inc. 


There’s more. than one reason for the popularity and selling strength of Wickwire product, but all 
of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, etc. 
In short, we control every step in the manufacture, and therefore can regulate the quality from the 
beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Roller Skates 





No. 5 Adjustable 


The Fall Roller Skate Season is here. We 
anticipate at least a normal business on roller 
skates, especially the regular ball bearing 
models 4, 5 and 6. 


SELF-CONTAINED 


BALL BEARING ROLLER SKATES 


VUDGUERAUAUNULEEAEGDEMAEAEAUOUUAADALOGDENDGUDALURUOAGOEAUEADOOUGADAOUROOOREGUNUUANONGDALOOUONAEOONUAAL 


After many months of experimenting we have perfected a self-con- 
tained ball bearing roll which we believe serviceable, the construction 
being such as to overcome certain objectionable features found in 
other rolls of this style. Several thousand pairs of skates have been 
equipped with these rolls and severely tested. The results have been 
highly gratifying and we are now pleased to offer our numbers, 4, 5 
and 6 with self-contained rolls. Considering manufacturing conditions 
the prices are extremely low. 





This proposition is worth your prompt and careful attention and if 
you have not already received quotation we suggest that you write 
us at once for prices. 


AAA fH 





UNION HARDWARE COMPANY 
TORRINGTON, CONN. New York Office, 99 Chamber St. 
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Prepare now for a big fall business 


The merchant who supplies the needs of the community and who gives quick 
service at a fair profit is “doing his bit.” 







He is serving the public interest and is entitled to the patriotic support of those 
who do the buying. 


An electric National Cash Register and the new N. C. R. Credit File give 
the retail merchant a complete storekeeping system to meet war-time conditions. 
This system — | 












(4) gives the merchant an accurate record of 





(1) enables the merchant to give quick service. 
every transaction, cash or charge. 





(2) protects him against the mistakes of inex- 
perienced clerks taking the place of those 
who have gone to the front. 







(5) protects his customers. 





(3) forces his new clerks to be accurate, and (6) gives a receipt or sales-slip which says 
enables them to start right. “Thank you” to every customer. 

























Dept. 141 National Cash Register Co., Dayton, Ohio 


Please send me full particulars of the up-to-date 





sei ig Bako gga National Cash Register and the new N. C. R. Credit File. 
rebuilt and taken in ex- Name 











change for new registers. fe 














D...: 
DvD a 

















Merchants: install this up-to-date N. C. R. System at once and share in the present prosperity 
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TEST IT WITH A HAMMER 


Hammer a Sheet 


of Rubber- 


You may dent 
the wood but 
id atomtceluaticia’ 
wont 

crack’ 


NOTHING- - your hammer leaves no 
impression— why? Because rubber is e/astic. 

And it is the elasticity of ‘‘61’’ Floor Varnish 

that makes its life so ong. Send for a sample 
panel. ‘Test it yourself. Examine the dented 
wood and the unbroken varnish film. Then think 
of the heel-blows that your fluur is called upon to 
endure, and you will understand why “‘the varnish 
that can stand your hammer can best endure your heel.”’ 


Demonstrating to the 


’ American 





WRECKAGE — the 6 is shivered 

into a thousand pieces — why? Because 

glass is brittle. And this in a lesser degree 

is exactly what happens to countless floors 
finished with ordinary varnishes which crack, 
check and chip off. A good varnish doesn’t break 
off — it wears off — s/wily; but the costly oils and 
gums used in ‘‘61’’ preserve its toughness far longer 
than the cheap ingredients used in ordinary varnishes. 


Continent 


ONE VITAL VARNISH FACT 
The Durability of 


’ ‘HE forceful pic- 
ture shown above, 
with the two ex- 
planatory sketches that 
go with it, will be re- | 
peated more than — 
EIGHTEEN MILL ION TIMES 
as the keynote of the great Pratt & Lambert 
Advertising Campaign in the big national mag- 
azines this fall. This campaign will be backed 
up and hitched closely to your store by the 


WRITE TODAY FOR THE 
PRATT & 
VARNISH 


New York Buffalo Chicago 


Factories: 


Bridgeburg, Ontario 


most complete system 


YRLOOR of dealer co-operation 


we have ever offered ina 


single season. ‘This mas- 
V RNISH: sive advertising effort 
will mean /arger sales than 


ever before for P&L Dealers. Your customer 
will want ‘‘61”’ Floor Varnish — the one that 
stands the ‘‘Hammer Test.’’ This will help sell 
all other P&L Varnish Products. Have you a 
stock of P&L Varnish Products on your shelves? 


PRATT & LAMBERT DEALER PROPOSITION 


LAMBERT-InNc 
MAKERS 68 YEARS 
114 Tonawanda St., 


Buffalo, N. Y. 


London Hamburg 


Paris 
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Delivery 


We can make prompt shipment 
on practically any goods shown in 
our catalog. 

With conditions as unstable as 
they are at present we believe that 
this ability to deliver the goods will 
be appreciated by dealers. 

We have insured a steady supply 
of the wire used in our products by 
ordering far in advance. 

Parker Service on wire goods 
means quality, delivery.and satis- 
faction to both dealer and cus- 
tomer. 

Send for complete catalog and 
see the many staple and special 
wire goods we make. 


Parker Wire Goods Co. 


Worcester Mass. 
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DEFENCI ‘ 
Work With Us 


In every city, town and hamlet in America defence is the 
issue of the home. Naturally at this time men turn to the 
question of whether their own homes are properly protected. 
This means an enormously increased demand for safe re- 
volvers—for Iver Johnson revolvers. 


y IVER ~ 


JOHNSON | 


Sites REVOLVER y 
per" 


We have started a big advertising campaign in the Satur- 
day Evening Post and other leading magazines with adver- 
tisements featuring home defence, reminding men of the 
duty of home protection and of the famous “friendly” Iver 
Johnson Revolver as the safe weapon for the home. 


The hardware dealer in every town who links his store 
with our advertising will reap the profits of this demand for 
safe revolvers. Be that dealer. Order a complete stock now 
of Iver Johnson Hammer and Hammerless models with 
Regular, “Perfect” Rubber and “Western” Walnut grips. 
Send for free booklet “A” on firearms. 


Iver Johnson’s Arms and Cycle Works 


332 River St., Fitchburg, Mass. 
99 Chambers St., N. Y. 717 Market St., San Francisco 


HAMMER THE 
HAMMER 
Iver Johnson “Western” Walnut Grip Revolver 
with = barrel shown here is a real man’s 


has perfect balance and is a dead shot. 
Shecnent discharge impossible. 
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FOSTER BROS. 
BRAND 


OR real work where 
men are needed, only 
those who measure up 





to a standard are ac- 





cepted. The same 





is true of tools. 

































As you sur- 
vey your needs 


of ENIVES, 
TBE AVERS. 
STEELS, etc., and 
remember that the 
FOSTER BROS. 
BRAND have not yet 
been surpassed in their uni- 
formly good quality. They 
command continued patronage 
by sheer worth. 












Sole Distributors 


JOHN CHATILLON & SONS 


NEW YORK, U. S. A. 
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GreatGuns'! 
What a Mess 


Just what every car owner is trying to get away from. 
Just as sure as he needs an oil can for his oil he must 
have a grease gun for his grease. 


Here they are. 


The Rose 
Grease Guns 


Rose Shop Gun 24% x 14, List $3.50 each 
Rose Auto Gun 1214 x 1%, List $1.80 each 


ROSE GREASE GUNS ARE THE BEST GREASE GUNS 

Because—they are Self-Loading, Clean, Quick and Service- 
able. Made from heavy steel, are indestructable and fill by 
suction like a syringe. 

FOR SALE BY MOST JOBBERS 

If your jobber don’t handle them send us his name and we 
will send you samples of the Rose Grease Guns post paid at 
the regular dealers’ prices. 


J. H. Haney & Co., Hastings, Neb. 


MANUFACTURERS 
CR a ee eee ROSE PUMPS GREASE GUNS AND FAN BELTS 


The Old Dirty Way 





























EBA SIC OPEN HEARTH 


Have not yet been 
Surpassed in their 
Uniformly Good Qualities 


INLAND STEEL COMPANY 
First National Bank Bld6. Chicago. 


Works, Indiana Harbor, Ind. and Chicago Heights, Ill. 
Branch Offices. ST.LOUIS-ST.PAU I: MILWAUKEE: DENVER-DALLAS. 





September 20, 1917 HARDWARE AGE 








More Profit 


Because of 


Less Sales Expense 


“Anchor Brand” Wringers 


They are their own silent salesman 
—because they look their quality 


Lovell Manufacturing Company, Erie, Pa. 


The World’s Largest Manufacturers of Clothes Wringers 

















Mr. Dealer: 


You are losing sales by not handling our “On in a Minute Upholstered Chair 
Seats.” It is a household necessity. 


Get in touch with our nearest distributor. 


The W. Bingham Co., Cleveland, O. Lussky, White & Coolidge, Chicago, III 
Butler Bros., Chicago, Ill. Miller Sales Co., Albuquerque, N. M. 
Curry Woodenware Co, Cincinnati, O. Pieper Brothers, Lincoln, Neb. 

The Dearborn Co., Chicago, IIl. L. Rosenbaum & Co., New York, N. Y. 
Ralph C. Duncan, Winnipeg, Canada. Pierre L. Russell, Inc., Dallas, Tex. 
Marshall Field & Co., wholesale, Chicago, III. Sickels & Preston Co., Davenport, Ia. . | 
C. H. & E. S. Goldberg, New York City, N. Y. Van Camp Hdwe. & Iron Co., Indianapolis, Ind. 
L. Gould & Co., Chicago, Il. Wm. Volker Co., Kansas City, Mo. 

The Helmers Mfg. Co., Kansas City, Mo. D. N. & E. Walter Co., San Francisco, Cal. 
Hibbard Spencer Bartlett Co., Chicago, III. Isaac Walker Hdwe. Co., Peoria, IIl. 

W. T. Hight & Co., Boston, Mass. Woodward Hdwe. Co., Cairo, Il. 

H. Leonard & Son, Grand Rapids, Mich. Wright & Wilhelmy Co., Omaha, Neb. 


The new “ON-IN-A-MINUTE®” seat can be securely attached on to any chair 


having an open seat frame, such as cane, cobbler or Vienna Bentwood chair, 
IN A MINUTE. 


MAKES OLD CHAIRS LOOK LIKE NEW 
For free sample write direct to 


Economy Seat Company, Inc. 
Makers of Upholstered Chair Seats 


owtn Office and Factory 
“eat fo seat frame. Very = 911-913-915 West 31st Street, Chicago, Ill. Guaranteed not to-ahift, allp 


simple; stays on. or move when attached. 
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Up to quality, 
not down to price! 


Black Silk Products 


Stove Polish 
Metal Polish 


Iron Enamel 








Black Silk Stove Polish goes farther, lasts longer, and makes a more brilliant 
shine. It does not dry out or rust thru the cans; is good until used. Use it on 
your sample stoves. The superior finish it gives will help sell the stoves and make 
for you life long customers. 

Our Iron Enamel and Metal Polish are in the same quality class with Black 
Silk Stove Polish. Try them and be convinced. 

Our products are put up in all sizes, both for dealers’ use 

and for retailing, Ask your jobber. 


Black Silk Stove Polish Works :: Sterling, Illl., U.S. A. 




































































The Signs of The Times 


point to a big increase in the number of peo- 
ple who will use gas heaters this Fall. For 
these very sensible reasons: Fuel will be high 
in price; coal fires are expensive because 
many times only a little heat is needed and 
people don’t like to bother to make up fresh 
fires so often. With 


Ironton Bunson Heaters 


it's different. Turn on the gas when you want 
heat—turn it off when you don’t. No heat is 
wasted. Ironton Heaters have a reputation for 
burning only half of the gas required by other 
heaters due to their improved Bunson Burner 
and scientific construction. Not only is the com- 





. bustion perfect, but they burn cleanly and with- 

Is Made Right out smoke, soot or odor. 
. Not sold through Jobbers. Apply for the 
And Heats Right agency in your territory. We've got a propo- 


sition worth sending for. 





Ironton Incandescent Light (2 Supply Co. 


IRONTON, OHIO 
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Modern Fixtures 


for the Up-to-date Merchant 


See how Warren’s Standard Hardware Store We design and make Hardware Fixtures to 
Fixtures take a stock and display everything tee ee i individual requirements—we know 
right in plain sight where customers can’t heip tow to do it. 

” hom th . ak. aal . at nies : tec Designed and planned by people who have had 
oe ae ee ew See Gey Sommer years of experience in the retail Hardware Busi- 
of articles they otherwise would not have ness and made in a real Store Fixture Factory. 


thought of. Full details and catalogs sent on request. 


J. D. WARREN MANUFACTURING COMPANY 


Masonic Temple, CHICAGO, ILLINOIS 

















ENAMELED WARE 
TUMBLERS 


White & White 


34%4x3%—% qt. 
35x3%—% at. 


THE VOLLRATH CO., Sheboygan, Wis. 


TORONTO 
CHICAGO W. E. Bulmer NEW YORK 
167 W. Lake St. 32 Front St., W. 121-3-5 W. 17th St 
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WMiiicoR’ Quality and Service 4 


Complete High Grade Stock to Meet All Your Requirements 


“Milcor”’ Ends and Drops 


1 J 


“Miicor”’ One-Piece Mitres 








‘*Milwaukee” Flat Crimp 
Elbows and Shoes 


uehn’s 
K resi 
utoffs 


“Direct Drive” Prompt Shipments on Conductor, Eaves Trough and 


Wrought Iron : s s Wire Eaves 
Pa a a Trimming Orders. We fill orders complete Treugh Mangere 


MILWAUKEE CORRUGATING CO. 
Branch at Kansas City, Mo. MILWAUKEE, WIS. 
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OSDHE Circulation of Hard- 


ware Age is over 17,000 
copies weekly, a circula- 
tion which represents in 
one grouping the largest number of 
intelligent, discriminating, wide- 
awake hardware retailers, whole- 
salers and salesmen enjoyed by any 
publication in the hardware field. 
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Stanley Plumbs 
and Levels 


All numbers are made of thoroughly 
seasoned selected stock. They have 
many special features which will appeal 
to CARPENTERS, MACHINISTS, 
MASONS, PLUMBERS, MILL- 
WRIGHTS, in fact, to every workman 
who has occasion to use a Plumb and 
Level. 

Those dealers who carry Stanley 
Plumbs and Levels have no trouble in 
complying with the requirements of 
their most exacting customers. 


Manufactured by 


STANLEY =i & Lever Ca. 


New Britain, Conn. U.S.A. 


WARE 1 THAT WEARS 
ANDg » SELLS 




















‘NESTABLE 1. 
GARBAGE 
CANS 


Light, though strong 
enough to put up 
with unusual abuse, 
these cans are just 
the sort of kitchen 
friends Mrs. Average 
House-Wife is look- 
ing for. 





me 
mre 





NESTABLE 
GARBAGE 
CANS 


Are made in four 
sizes, each slightly 
over 4, 6, 8 and 10 


__ il gallons. Both cans and 


deep covers nest per- 


Whitaker-Glessner Company fectly for shipping and 
WHEELING CORRUGATING DEPT. displaying in small 


W we sey space. Look for the 
Bran ces an tores 
New York St.Louis Philadelphia KansasCity © CORCO Label. 


Chicago 


Richmond 


Chattanooga 





‘ 
\ 
HOCUEEOEOEEOUOLENDEROROGDUEUCDONDROEUEDERGOEED ORDER EOEDEDUEEUANDGORODEEREGAOEODOEOESTEEEEDREEREOUEERUDULERDRERGROEOELDOGEOR TORO ROT EDEREGEO UNECE RRETOEERUOODULAOCERDEDERTEOECE BOE ENORE DNS 


GOAETLELUDEDAUUEE RAGED TERED OOUTEEEDORDRROCEDUGUAREHROUALEDCRRUAEOR GORGE RRGOAERRA ROEDER GROEEDORDOLONS 
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A Stream, a Farmer, a Ram and a Sale 


That’s the winning combination. Wherever there’s a spring or stream with mod- 
erate fall, a Goulds Hydraulic Ram provides the ideal equipment. Requires no 
expense, labor or attention. Runs continuously day and night, winter and 
summer. Goulds Rams are equipped with impetus valve of improved 
design which gives increased efficiency and dependability. Strongly 
built throughout and scientifically proportioned. Look up the farmers 
in your territory that have running water at hand. They’ll be 

interested in Goulds Hydraulic Rams. 


Couns PUMPS 
FOR EVERY SERVICE 


are made in nearly 400 styles and sizes, operated by hand 
and power. Each one guaranteed to perform satisfactorily 
athe work for which recommended. Backed by 69 years 
ean tionally advertised to 
" over TOO B00 farmers—many, no doubt, in your 
territo: If you haven't already taken on the 
Goulds line, now is the time to do so. You'll 
find a lot of sales-making facts in our free ; 
‘Pumps for Every Service." Write wit) HINT 
for copy today. wnt ULI 
Hill 


The Goulds Mfg. Co, Mt 


























T 
a Unusually Neat Designs with an Attractive Finish That Is Above the 
>, Average—Substantial and Practical Construction for Long Time Service— 
Many Modern Features That Lessen Pumping Labors and Increase the 
Volume of Water—Telil the Story in a Few Words Why 


MYERS HOUSE PUMPS 


are so acceptable to the housewife or to anyone who needs a pump of this 
kind for either inside or outside installation. 

Then, too, the Myers method of display is a telling one when sales 
are considered. It adds selling prestige to the Myers Line. of House 
Pumps because it keeps them in ae where they "ana help be seen 
and create inquiries from day or. 

i ' The time to get nouniiahed with yers House Pumps and what they 
have to offer you in the way of selling advantages is now. Some of the special features include patent 
Glass or Brass Seat, Reversible Spout and Handle, Interchangeable Plain or Cock Spout, Easy Operating 
Extra Long Stroke Cog Gear or Plain Handle, Practical Pipe Connection permitting use of either lead or 
iron pipe without solder, and the Styles include Single and Double Acting Force or Lift Pumps with or 
without Set Lengths and fitted with Brass, Brass Lined or Polished Cylinders. 

Dealers, Plumbers, Pump Men, Write Us—Colored Circular on Request. 


‘ve E. MYERS) & BRO. ASHLAND, OHIO 


UMPS, HAY TOOLS, DOOR HANGERS, ETC 


<-PATENTED 
* COG GEAR > 


PATENTED PATERTED 


FIG.1676 





MYERS HOUSE PUMP DISPLAY—A Neat, Attractive Exhibit for Floor, Counter, 
Window or Sidewalk—iIT HELPS SELL MYERS PUMPS 























September 20, 1917 HARDWARE AGE 









































CX 





2 





A a pS 45) 4S U7) 8 


Actual Service to Carpenters 
Sells Pexto Squares 


All squares look alike to the carpenter to get his measurements at 
novice, but when the carpenter a glance. The Pexto Rafter Framing 
; ; Square is a time and labor saver. It is 

mana RTOS the actual service in sure insurance against costly mistakes. 
a of speed and ee Our booklet, ““How to Use the Rafter 
there's the greatest difference Framing Square,” packed with each 
imaginable. square, gives simple instructions which 
are invariably appreciated by the ap- 

“What makes the difference?” you prentice as well as by the more exper! 
may ask. It lies largely in the extremely enced workmen. It’s another Pexto 
practical marking which enables the silent salesman. Write today for a copy. 


THE PECK, STOW & WILCOX CO. 
Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma 
chines, Builders’ and General Hardware 
Southington, Conn. Cleveland, Ohio 


Address correspondence to 210 W. Center St., Southington, Conn 
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RAFTER FRAMING STE 





'y hirty five Years Service 
is the record of this Pump 


r 


Almost any pump will last for a 
number of years, if it is repeatedly 
patched and made over. 


tut this one has given the owner no expense or 
inconvenience whatever in thirty-five years, and the 
prospects are bright for many more years of service 
in the same well. 


This particular pump (Fig. 220) is installed in a 70 ft. 
well at the home of A. L. Taylor, Washingtonville, 
Ohio. A next door neighbor of Mr. Taylor’s installed 
the same kind of pump on his place at the same time 
and has had the same experience. 


When you sell 


you will have no dissatisfied ‘‘come backs.” Neither will 
your profits be eaten up by frequent trips of your 
repair man to do “no charge” work. 


Deming Pumps are the logical pumps for the dealer 
to handle. They are well built; well known; and may 
be sold at a substantial profit. 


Our 360 page General catalogue contains complete de- 
tails of our entire line of hand, windmill, power, 
and spray pumps; also complete hydro-pneu- 
matic water systems. A copy will 
be sent to any hardware or 
implement dealer, ~ 


The battle scarred veteran after thirty-five 
years of constant service. The paint is gone 
and the ravages of rust are evident, but the 
working parts are as good as ever. 


THE DEMING COMPANY, Salem, Ohio 
ae: Hand and Power Pumps for All Uses 
olie: Crane Co. Richmond: Syiner Press an ee Supply Company, Indianap- 


Company. Denver: Hendrie & Boith ; ¥ rise y 
Portland: Crane Go, olthof! Mfg. & Supply Co. San Francisco: Crane Co. 
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WiC agg “What An 
c Improvement!’ 


That's what every 
carpenter says when 
& 2 hanging doors with 
Potent applied for i ; ‘Katz’ Floor Hinges. 
The old way it was necessary to mortise before applying the top pivot to the top casing 
—the new way saves the time formerly required, as the top pivot can now be applied with- 
out mortising. And as pivot and socket are invisible when applied, we've named it 


“KATZ” 
INVISIBLE TOP PIVOT AND SOCKET 


and it’s made quite a hit. We've applied for 
a PATENT on this improvement, which is 
much appreciated by all Dealers and Cus- 
tomers. 


With the ‘Katz’ Surface Floor Spring 
Hinge which holds and locks doors securely 
open at 90 degrees and this new feature 
added, ‘‘Katz’’ Hinges will be in greater de- 
mand than ever. 








How’s your stock? 


LAWSON MFG. CO. 


CHICAGO, ILL. 

















COAG 


SelllTihem 
by the Set . 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are 
not dependent on a center or a level to 
oa them. They cut from the outer rim. 

¢ entire surface is at work all the time; 
no jagged ends; every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, i ee eee 
pet a smooth hole and clean, polished tee ae er 
s ¢. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE MANUFACTURING CO. 


TORRINGTON, CONN., U. S. A. 








WH i HAHAHA NTT 
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AMERICAN 
ScrREW 
CompPaNy 






WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 















































Flat, Round, Oval Heads Any Length, Any Diameter 















WOOD 
SCREWS 


We are manufacturers— 
that is our business. Quality 
is our aim. Wecarry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


- Write for price lists and discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 
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&. The Calipers 
You Sell 


The Starrett Calipers you sell are more than ‘‘—just 
calipers.” They have many valuable talking points. 


Machinists and toolmakers buy them because they are 
stiff and enduring, the tempered and hardened contacts 
are reliable and the joints are of even tension and adjust- 
able to personal tastes. These little things count when 
calipering many pieces to a size or in transferring meas- 
urements from a scale or micrometer. 


Starrett Calipers 


are aiso chosen because of the sensitive adjust- 
ment on the firm joint calipers and the spring 
nut on the Fay, toolmaker’s and other spring 
calipers and dividers. These advantages speed 
up work and make accuracy certain. 


Our Catalog describes the complete line from the 2% 
inch Yankee to the 24 inch Lock Joint Transfer Caliper. 
In addition it describes the 2,100 styles and sizes of 
micrometer calipers, vernier height gages, vernier caliper / 
squares, rules, tapes, combination sets, and other tools. / 


Ask for catalog No. 21A. 


The L. S. Starrett Company 
THE WORLD’S GREATEST TOOLMAKERS 

ATHOL, MASS. 42-792 

NEW YORK LONDON CHICAGO 
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Point 
Out 
The 


Savings 


to contractors and gar- 
age owners that are ef- 
fected through the use 
of the New National 
Garage Door Sets. 





These new door sets we have been telling you about for several 


weeks save time, labor, money, space and materials. 


They are so simple that they can be applied very quickly. They 
require but little space in opening, as they are hung on the inside 
and allow the doors to fold and slide against the inner wall. The 


New National Garage Door Sets 


have an adjustable feature which prevents the doors from sagging. 
The doors are easily adjustable in case of swelling or raising of 


cement floor. 


Equipped with these new sets, doors swing into the jamb against 


the stops, the same as in high class house construction. 
friction are unknown with them. 
































Binding and 


Now look at the top cut 
and see how snugly the doors 
hug the inside walls when 
open — allowing maximum 
space in the garage. The 
bottom view shows the neat 
appearance of the garage 
from the outside — no struc- 
tural iron work. Observe 
also how the one door opens 
without disturbing the others. 


Our SPECIAL FOLDER 
gives full details. Our low 
price will surprise you. Buy 
direct and save money. 


National 
Mfg. Co. 


Sterling, Illinois 


—————. 
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A COUPLE 
MORE COAtTs 
1. ae AND THEY ‘LL 
HOHENZOLLER NG ee BE INVISIBLE 
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Boosting Motor Oil Sales 


Why You Can Do It and How You Can Do It—The Can Dis- 
play and the Four-Barrel Assortment — Brass 
Tacks Talk on Motor Oil Profits 


By Pau. ROsE 


From data furnished by the Vacuum Oil Company 


Last year 70,000 trac- 
tors were in use in the 
United States 


LL day long au- 

tomobiles pass 

your store. 
Every one of them is 
devouring lubricating 
oil. 

Are you, as a hard- 
ware retailer, getting 
your share of this lu- 
bricating - oil busi- 
ness? 

Do you want it? 

Here’s “How.” 


The Market 


There are over 
4,000,000 automobiles on the road in this country. 

Last year 70,000 tractors were in use on the 
farms of the United States. The 1917 sales of 
tractors, it is estimated, will bring the total in use 
to 150,000—an increase of more than 100 per cent. 

These figures are not the product of guesswork. 
They are based on careful analysis by competent 
authorities. 

Five years ago—even three vears ago—figures 
like these would have provoked ridicule. To-day 
they are facts. 

And to the automobile and the tractor, with their 
marvelous development, we must add the motorcycle 
and the motorboat. Every one of these machines 
uses lubricating oil constantly. 











This year’s sales will 
more than double that 
number—otl—nuff said 


A worth-while pro- 

portion of these 

4,000,000 automobiles 

are in your sales ter- 

ritory. The same is 

true of the motor- 

cycles. If you are lo- 

cated in a farming 

country, a certain pro- 

portion of the trac- 

tors may also be in 

your territory. The 

tractor is by no means 

confined to the West, 

Middle West and 

South, but is fast 

making its appearance on the farms of New York, 

New Jersey, Maine and other Atlantic coast states. 

And in the territory of some hardware dealers the 
motorboat offers another market. 


Local Possibilities 


Let us suppose you are a dealer in an average 
town with a prosperous surrounding country. You 
probably have within a business radius of your 
store 500 automobiles to say nothing of any trac- 
tors, motorcycles, or motorboats. 

These automobiles, on an average, will use 15 to 
20 gallons of lubricating oil a season. They pro- 
vide a possible market of from 6000 to 8000 gallons 
of oil, or about 120 to 160 barrels, not counting 


Each motor boat is good for from 10 to 15 gallons of oil a season 
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The trucks, commercial and vie pan are doing more on oil and gas than 





the horse and mule on corn and grass 
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tourists or other more or less transient business. 
Of this market you can probably secure 50 per 
cent by actively soliciting the business of these 
car owners. That will be 60 to 80 barrels. 
Hustling retailers are getting as much as 75 per 
cent of this business in some communities. 
What does this mean in dollars and cents? 


Is This Profit Worth While? 


List prices for oil vary. Different manufacturers 
have different prices. Prices of different grades of 
oil also vary. . 

It is impossible to give exact figures, but the av- 

erage list price of five of thé best known and most 
popular oils, however, is 60 cents per gallon, per 
barrel, 
_ The trade discounts on these oils are sufficiently 
generous to allow the dealer a profit of at least 40 
per cent. This is conservative. Figuring at 60 
cents per gallon, 50 gallons to the barrel, your profit 
on the sale of 60 to 80 barrels of oil would be $540 
to $720. And that is not all, by any means, for oil 
is a good business builder. It brings new faces to 
your store. Motorists whom you have never sold 
before come in for oil and buy other articles. 


How to Handle Oil 


There are many different methods of handling 
lubricating oil. They vary according to the store 





and storage facilities of the individual hardware 
man. 

For the average dealer, however, two methods 
have been proven best by experience. They are most 
convenient, most economical of space, cleanest and 








A Selling Plan 


1—Make up a mailing list of car owners in your 
community. 


2—Start a mail campaign, with a letter or 
card mailed each week for six weeks. The 
oil manufacturer will co-operate with you. 

3—Back up this campaign by advertising in 
your newspaper. 

4—Mail copies of manufacturers’ literature in 
bills and statements. 

5—Put an oil trim in your window. 


6—Get posted on oil—falk oil daily—and you'll 
swell your bank balance. 




















satisfactory in every way. They are known as the 
four-barrel battery and the can display. They are 
both widely used by hardware dealers throughout 
the country. 

The four-barrel battery consists of four barrels 


Commercial cars work all the tume eyerywhere—and they eat up a lot of orl 
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More than 4,000,000 automobiles are on the road to-day. 
This particular car is being temporarily deserted by the 
world-famous dancers, Florence Wal- 
ton and Maurice. They all buy oil 


or drums placed side by side on a low platform or _ the dealer is able to supply his needs, whatever they 
resting on small built-in racks. may be. Beside the drums or barrels, or on a sheif 
above them, may be piled small size cans of trans- 


Why “Four Barrels?” mission and differential lubricants. 


Four barrels are necessary because different cars The illustration at the top of the next page sug- 
demand different oils. A Ford or Locomobile, for gests one attractive arrangement. 
example, demands a light oil. A 
Packard or Cadillac demands a A rack that beats the old way of piling them up on the floor where the 


medium-bodied oil. The Buick, store springling can and the dust that follows soon make sales as slow 
Maxwell and Peerless demand a 8 the system. Note the charts 

light medium oil, whereas motor- of recommendation 

cycles and tractors, as a rule, 

need a heavy oil. With these 

four grades the dealer is 

equipped to supply any make of 

car that may draw up to his 

door. 

Each barrel or drum should 
have a faucet and separate meas- 
ures. The advantage of the fau- 
cet is that it enables the dealer 
or his clerks to draw off just the 
amount of oil required without 
waste or trouble and the rest of 
the oil is kept clean. 

Separate measures are neces- 
sary because it does away with 
the possibility of the residue of 
oil in a measure from becoming 
mixed with another grade of oil. 
Motorists appreciate attention 
to details such as these and.are 
quick to patronize the dealer 
who guards the buyer’s interest 
as well as his own. 

The four-barrel method is an 
ideal way of handling oil for the 
dealer who sells by the quart as 
well as in tin cans. The battery 
is clean, it takes up little room, 
is handy and convenient and of 
considerable display value. As 
most oil manufacturers label the 
ends of their drums and barrels 
with their name, trade mark and 
grade of oil, this lettering in it- 
self has display value. At a 
glance the motorist-can see that 
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Can Display Takes Little Floor 
Space 


' For the dealer who is up 
against the problem of display- 
ing a large number of lines on a 
small floor space or who, because 
of high rent, is forced to econo- 
mize in space, the can or rack 
display is ideal. This display is 
made by constructing a series of 
shelves, one above the other, in 
the form of a floor rack and by 
placing a different grade of oil 
on each shelf. One oil manufac- 
turer has a special metal rack 
which is sold to dealers at cost 
price. It consists of five shelves 
for one-gallon cans of oil, four 
compartments for five-gallon 
cans (1 of each of 4 grades of 
oil), and two special holders on 
top for packages of grease. 

Though the rack stands more 
than 5 ft. high it occupies but 
4% sq. ft. of floor space and 
gives a striking, compelling dis- 
play of the dealer’s complete line 
of lubricants in a remarkably 
small space. 

The can or rack display will 
hold all the oil the dealer need 
have on display. His shelves are 
not burdened with cans. There 
is no dirt or confusion. “Where 
is that light oil that was here yesterday?” is never 
asked. The remainder of the dealer’s oil stock 
may be kept in the cellar or store room and from it 
the rack can be replenished as fast as the cans are 
sold. 

The Display Sells Oil 


A display of this sort is also a good invest- 
ment even though you may have plenty of room. It 
centers attention on the oil. It tells every motorist 
who enters your store that you sell oil. 

The experience of hundreds of dealers who are 
using rack displays shows that when a motorist 
spots a rack display he invariably goes over to it 


Such a display as this is 
a mighty good investment, 
it centers attention on oil 


The Warner Hardware Company of Minneapolis trimmed a sales-pulling motor oil Window recently. 
way they connected the story with the can 
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Note the four barrels, 
each with a full battery of 
measures—the cans and 
» samples speed up sales 















































and starts examining the containers, reading the 
labels and asking questions. 

This gives you an excellent lead to make a sale 
and build new business. 

There are many instances where a rack display 
has increased the dealer’s oil business from 20 to 


100 per cent. Many retailers say that their oil dis- 
plays have increased business on a number of other 
lines as well, proving to their complete satisfaction 
that the display brought new trade to their stores. 


How to Go About It 


“How can I direct lubricating oil business to my 
store?” 









Note the 
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The question is easily answered. 

Be careful in selecting the kind of oil you intend 
to carry. The roads are toured nowadays by motor 
veterans. The day has passed when strong claims 
alone make strong impressions. Motorists know 
that any old oil won’t lubricate their engines cor- 
rectly any more than the thin light oil for a sewing 
machine will properly lubricate a locomotive. 

It has cost them many dollars in avoidable repairs 
and excess gasoline consumption to learn this and 
the dealer who today attempts to sell oil haphaz- 
ardly finds to his sorrow that lubrication is a mat- 
ter of science, not guesswork. 

Buy from a reliable manufacturer—one who has 
a standing in the business, who sells service not 
merely oil, whose reputation and guarantee mean 
something, who trademarks his product and adver- 
tises it extensively. 

In oil as in most other lines, the trademarked, 
well advertised article is a quality product and one 
that sells well. 

Don’t handle too many different makes of oil. 
The fewer the better. The man who handles one or 
two good brands and pushes them is the man who 
makes money. 

Take care in selling oil to the motorist. See that 
he gets exactly the oil he needs for his engine. The 
motorist may not be able to tell a substitute, but 
the engine can. Establish your reputation for ac- 
curacy and reliability as an oil dealer. 


A Selling Plan 


Here are a few suggestions that will help you. 
Experience has proved them valuable sales stimu- 
lators. 

1: See that the oil manufacturer’s sign that 
bears his trade mark is conspicuously displayed on 
your store. It ties up his national advertising with 
your place of business. 

2: Make up a mailing list of all the car own- 
ers in your vicinity. Keep out dead wood and 
add new names promptly. There are a number of 
concerns who sell lists of the automobile registra- 
tions in the various states. From these the name 
of the owners in your locality can be obtained. 

3: Start a systematic direct-by-mail campaign 
covering every name on your list. Send out one 
strong letter or mailing card a week for six weeks. 
The oil manufacturers, as a rule, will be glad to co- 
operate with you in this. Some of them supply both 
letters and mailing cards. 

4: Back up this mail campaign with a six weeks’ 
campaign in your local newspaper, using one or two 
ads. each week. Here again you will have the co- 
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operation of the manufacturer, who, if he is a 
large national advertiser, generally gets out good 
electros which are sent you gratis. 

5: Mail copies of the manufacturer’s booklets or 
literature with bills and statements. 

6: Arrange an attractive window display of the 
different grades of oil you carry. Try to get away 
from the “pile of cans” idea. Cans in themselves 
are not particularly impressive. Make your win- 
dow tell a story. If one grade of oil is correct for 
a Packard car, say so. Put a cardboard sign on the 
can marked Packard. If another oil is correct for a 
Ford label it Ford. Every Fordite and Packard 
owner who sees the window will be interested. 

The idea can be carried out in many ways which 
will readily suggest themselves. Make the window 
say something. 

7: Make a good store display. Here a rack dis- 
play will help put punch in your oil campaign. 

8: If you handle oil in drums, call up some of 
your customers on the ’phone and explain to them 
the advantages of buying their entire year’s supply 
in a single container—economy of price, conveni- 
ence, utility. You will be agreeably surprised at 
the number of drums that can be sold over the 
‘phone. Shrewd hardware men all over the country 
are making their telephone a powerful sales stimu- 
lator. 

The cost of such a campaign as outlined above 
will be small compared with the profits you will 
make from the sale of even a few barrels of lubri- 
cating oil. 

If you are going to sell oil determine upon a plan 
now. Ideal motoring months remain. Thousands 
of barrels of oil will be sold between now and the 
time when snow flies. 

And, what is most important, you now have an 
excellent opportunity for getting a good grip on 
next year’s business. 

A well planned, systematic sales campaign (per- 
sonal salesmanship backed by advertising) put into 
effect in the fall and carried out persistently during 
the winter months will give you a grip on your local 
lubricating oil market for next season that no com- 
petitor will be able to break. 

The fall and winter months give you your best op- 
portunity to sell the motorist who keeps his car at 
home a drum or barrel for his private garage use. 

' When you have sold a motorist his year’s supply 
in a single container you forestall competition. 

There is a big opportunity in lubricating oil for 
the hardware man—if he will grasp it and hustle. 

Why leave this business to some one else? 








Then— 








Put Mr. Rose’s Pointers into practice— 


Write Hardware Age about your oil system and your oil profits. 
We want to tell the other fellows about it. 


under a bushel—or an oil measure. 


Don’t hide your light 





















HEN Bill Stokes was young his competitors 

said his selling strength lay in his ability 

to rebound, and when his hair turned iron 
gray and his shoulders took on the natural hump 
that comes from years of packing heavy sample 
cases, they were wont to remark that brains are 
sometimes packed in queer containers. 

The truth of the matter was that Bill was cour- 
ageous and persistent. He sold his initial order to 
old Simeon Blake, who ran a hardware store in Fort 
Wayne, Ind., because Sim’s abuse of the young 
drummer spattered away like water off a duck’s 
back. Sim was the tartest Tartar in the whole 


WHY, You WAM ST ; 
SON- OF -BEEZLE BUB, ETC.” 








“When he couldn’t get ‘a traveling man’s goat, there 
wasn’t any nanny to be gotten” 


Hoosier State, and when he couldn’t get a traveling 
man’s goat there simply wasn’t any “nanny” to be 
gotten. 

A Warm Reception 


Young Bill came into his store one October morn- 
ing and leisurely walked back to the dingy little 
office in the rear with an expression on his face that 
was both calm and complacent. 

Old Sim stood waiting for him. Over a pair of 
horn-rimmed glasses, which hung perilously near 


“22 BIRDS ARE p 
~~ TWITTERING -TRA-LA-LA" 















“Old Sim was waiting for him” 


the end of the big Roman nose through which he 
sang on Sundays, Simeon sized him up. “Green at 
the job, I calculate, but not a bit worried about him- 
self—too durned sure—needs a squall to break that 
calm. I’ll blow him a trade wind that he’ll remem- 
ber, by cracky.” 

“T’m Bill Stokes,” said Beecher’s new man, as he 
offered Simeon a business card on which the ink 
was scarcely dry. “I have taken Burt Williams’ ter- 


Inside History of Some Little Events Which Branded 
Stokes a Star in His Line 


By THE ASSISTANT MANAGER 






ritory, and came in to-day to sell you the best line 
of pocket cutlery in America.” 

“Oh, you did,” said Simeon. “Well, ain’t I for- 
tunate? All I got to do to make a livin’ is to take 
the advice of every cub travelin’ man that comes 
along, buy what he says, send it out with a rush 





















“His one observation, ‘The card has cost the house 
good money’” 






and live happy ever after. You’ve got a heap to 
learn, young feller—a heap. You’ve got to learn 
first that I am too far north to deal with Beecher. 
You ought to know that I sell Slick-Edge cutlery 
and that I don’t want to make no change. You’ve 
got to learn that I have been in business in this 
town nigh forty year and that I don’t hanker for 
the advice of any selling genius that ain’t cut his 
eyeteeth yet.” : 

As he finished this sarcastic observation Sim’s 
long fingers were busy tearing up Bill’s card. It 
was engraved, but Sim didn’t seem to mind. 

Bill’s face didn’t change a muscle. His eyes 




















“ILL PAY You IN 
CASH! GoSH DANG (T.” 





























“Thrust it into Bill’s hands” 
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didn’t even blink. His one observation was that the 
eard had cost his house good money. 

“T’ll pay you for it—pay cash right now. Here 
you are, cash, and I won’t write your house for a 
discount when you’re gone.” Sim drove a hand 
down into the pockets of his old striped jeans so 
hard that his President galluses threatened to snap 
under the strain. He dug up a nickel and fairly 
thrust it into Bill’s hand. ‘Now, your duty’s did. 
You can report this call and draw your day’s pay. 
You’re about as much use in this world as the rest 










“AH! A NYMPH WITH 
A DISH OF BEANS __, 
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“Make eyes at the waitresses” 


of that bunch of non-producers that rides on trains 
and make eyes at the waitresses in the hotels, and 
that ain’t much.” 

The Battle Was On 


Bill’s only move was to spread his feet a little 
farther apart and pull out his card case. He ac- 
cepted Sim’s coin and without cracking a smile 
handed him another card. “They come two for a 
nickel,” he said. “Someone’s been overcharging 
you.” 

Then the real battle opened. Sim damned the 
jobbers. They were all crooked—needless middle- 
men, sending out four times as many traveling men 
as the country needed. He was going to do busi- 
ness direct with the manufacturers. Still the new 
traveling man stood planted. Sim quickly shifted 
the subject to transportation problems. Louisville 
was off the map. It had as good facilities as the 
average Southern town, but that was too darned 
near horse car service to answer Sim’s require- 
ments. He didn’t demand much, but he liked to get 
his Christmas goods in before January first. Chi- 
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“He took with him Sim’s first order” 


cago was on a beeline and he wouldn’t tangle his 
shipments up in any loop-the-loop railroads. 

Bill just stood. His one observation was that 
quality and service were worth any amount of at- 
tention and that he had come to talk Quality Brand 
Cutlery to a man who would appreciate what he 
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had to say. He couldn’t blame Mr. Blake if he had 
stocked some other line if he’d never heard of the 
Quality line, but he had been missing the one best 
cutlery bet. 

“Well, you finally said somethin’, didn’t you?” 
barked Simeon. “You finally cracked your face. 
You’ve condescended to sell a legitimate hardware 
merchant after loading the druggist and the tobacco 
stores. Do you give tradin’ stamps to my customers 
and bribe my clerks with fancy safety razors with 
their names engraved on ’em? I suppose on your 
second trip you’ll hunt up a new job for my best 
clerk and preach efficiency to me. You sure are a 
pack of highbinders and you git worse instead of 
better.” 

Simeon was no quarter-miler—he was of mara- 
thon stock and he jabbed and side-stepped and up- 
per-cut and walloped at Bill for over an hour, but it 
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“Called each other by their first names” 


all bounded off and in the end he damned the new 
traveling man out of the store, but as Bill moved 
out slowly under his own steam he took with him 
Sim’s first order for “Quality cutlery.” 


More Bill 


*By gad, that kid’s a stayer,” was Sim’s comment 
to himself as Bill boarded the old yellow bus and 
rattled away toward the station. “He’s a sticker 
and I like him.” The time came when these two 
called one another Sim and Bill and, always a good 
listener, Bill heard many stories of how Sim landed 
on some poor lubber who horned his way into the 
selling game. 

If Bill had been a girl they would have named 
her Patience, and divinity students would have 
laid their hearts at her feet. She would probably 
have married some harum-scarum to reform him 
and would have patiently bowed to a life most 
women would have sidetracked through the divorce 
courts. But Bill was a man—a salesman and they 
said he got business because he rebounded when 
abuse battered thickest. 


Hank Clemmens’ Education 

He had one customer who owned a cross-roads 
general store down in Kentucky. Bill’s expense ac- 
count showed a ten-dollar livery bill every time he 
called on the old codger, but Bill knew that cross- 
roads mountain stores sometimes place some pretty 
husky orders, even in counties where most of the 
corn crop illicitly yields its juices to the fermenting 
of mountain dew. 

It cost Bill a lot of money to sell Hank Clemmens 
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and he felt justified in slipping in the reverse when 
he handed Hank an extra ten. Under Bill’s tute- 
lage, Hank was educated to the idea that the “2 off 
10 days” on the firm’s letterheads meant that he 
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“If Bill had been a girl” 


must settle in eight days and that per cents were 
always added to lists and never deducted from them. 

Out of the ignorance of his community and the 
absolute lack of competition, Hank prospered, and 
great was the day when he packed his carpet bag to 
satisfy a lifelong ambition to see the nation’s capi- 
tal. On his way back Hank stopped off in Phila- 
delphia and in the City of Brotherly Love his busi- 
ness education was increased under forced draft. 
Naturally, he visited the wholesale hardware houses 
and eventually he fell into the hands of one of the 
brightest sales managers in the East. It took that 
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“His life-long ambition” 





chap just about ten minutes with six adroit ques- 
tions to find out what Hank had been paying for 
hardware, and in a trip through the house during 
the next hour he broke enough news to sell Hank on 
the spot a box of forty-fives to fit the old Bisley mod- 
el six-shooter which was his traveling companion. 


Mountain Philosophy 


Hank rode day coach to Louisville. Whenever he 
felt sleepy he looked at the pictures in the Philadel- 
phia catalog and his horny old hand hitched hip- 
ward every time his memory called up and com- 
pared prices paid and promised. 


He made a beeline for Beecher’s and asked for 
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Bill Stokes in a tone that advertised his intentions 
thoroughly. The office boy who told Bill of Hank’s 
arrival looked back over his shoulder to see if he 
was followed as he hastily added to the announce- 
ment his belief that the customer from Clemmens 
Crossings was “heeled” and on the warpath. 

Bill came out and greeted old Hank with a smile 
that bore no sign of caution in its cordiality, and he 
listened without permitting that smile to diminish 
a single crease as Hank called him a thief, a crook, 
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“Sold him a box of forty-fives” 


a robber and a revenue man. He stood—just stood 
and smiled as he had years before when Simeon 
Blake had tried to roast him into action. He stood 
and smiled and listened until Hank had heaped upon 
him all the insults his limited vocabulary could pro- 
duce, and then he sobered quickly. 

Settled Amicably 


“Hank, you’re a fool, just a plain, ordinary moun- 
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“When he got sleepy he looked in the catalog” 
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tain fool. You're standing there damning the man 
that made you. You.always were a fool and you 
always will be one, but you are a likable fool. If 
your sense of appreciation was half as thick as 
your head you’d thank me for every trip I ever 
made to your old store, but you’re a bonehead and 
you don’t know enough. I know you better than 
you know yourself. I knew you the first time I 
clapped my eyes on you. You were a one-idea man, 
and no power could change you. If you bought 
anything for a dollar, you slapped a two-dollar price 


"GEE BOSS,DERES A Guy 
OUT DERE'’S GOT JESSE 
JIMNY LASHED To DE 
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“The office boy told Bill of Hank’s arrival” 


on it, and that was all there was to it. Now tell 
me, don’t you mark your goods that way?” 

“Yes, I do, but what’s that got to do with it? 
What’s that got to do with your robbing the eye- 
teeth out of me for ten year back?” 

“What’s it got to do, you fool; get your head to 
working. It’s made -you worth twice as much as 
you would be worth if you had bought your stuff 
from some greenhorn who wasn’t a_ salesman. 
Hank, wouldn’t you rather pay a dollar for a thing 
and sell it for two dollars than to pay four bits and 
sell it for a dollar? Wouldn’t you rather clean up a 
dollar than to clear 50 cents on a sale? Of course, 
you would. You see I knew your system and I gave 
you what you needed to make you a success.” Again 


“WERE ALL LIL 
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“And together they strolled” 


Bill smiled and stepping in close to old Hank he 
put his‘arm around him and said, “Come on, Hank, 
back to my little office. I’ve got to sign some mail 
before we go out and shoot up this town.” Over old 
Hank’s face passed a strange look of trust and un- 
derstanding and he slipped his arm up through 
Bill’s and together they strolled down through the 
maze of desks past the office boy who had been get- 
ting an earfull of big business. 
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I always believed that there was more to Bill 
Stokes than a mere ability to rebound when he was 
lambasted. He had courage, a walloping big wad of 
it, and he’s got it yet. It’s been a long time since 
he hit the trail with a big catalog on a regular ter- 
ritory. He has been a sales manager now for a 
number of years. He graduated from the jobbing 
business and now owns the outfit that dances to his 
music. Among the other things Bill manufactures 
is a line of tinners’ snips commonly known to the 
borrowing householder as tinners’ shears. Bill 
makes a good snip and he charges a good price for 
it. One of his salesmen recently called on a large 
wholesaler in the Mississippi Valley, and after a 
24-hour tussle wired the boss that an extra ten was 
necessary to get the business. Bill sized up the 
play before he called for cards. “Folks usually buy 
on a rising market,” was his comment as he sent 
the following telegram: “Prices on all snips posi- 
tively advance 10 per cent on first of month. Take 


“READ 
THIS!” 


" ALL RIGHT, IT ISNT 
WORTH WHILE. 
CHANGING MANU- 
FACTURERS' ” 


‘Devitt 


“Show this wire to Mr. X.” 


X Company’s order for complete stock at old price. 
Under no circumstances deviate from these prices 
or make any additional concessions. Show this wire 
to Mr. X that he may have complete information be- 
fore him.—W. A. Stokes.” 

Mr. X placed his order. With it he sent a note 
saying that he knew the price was high, but that it 
was hardly worth while to change manufacturers. 
, Speed in Disguise 

Bill looks like a revised version of the twenty- 
third Psalm. He is loose jointed and his clothes 
hang rather than fit. His trousers bag at the knees 
and he wears a last year’s hat. Catch him when he 
isn’t looking, you may wonder how in the world he 
gets by. Catch him in a race for business and you 
will be going 
some. Old man 
Perkins summed 
Bill up when he 
said he was a 
combination of 
slow-mov- 
ing parts that 
get over’ the 
ground to beat 
the devil. 
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“He looks like a 

revised edition of | 

the Twenty-third 
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Keep the Ball Rolling 


Subscribers Continue to Voice Their Protest Against 


APOLEON said his soldiers traveled on their 
bellies. There are a lot of soldiers of fortune 
commonly known as traveling men, who evi- 

dently have the same keen interest in “where the 

next meal is coming from.” A whole lot of them eat 
on dining cars, and they are interested in a service 
that will permit them to buy a fair meal for a dollar. 

That sounds reasonable, and it is reasonable, but it 
is nevertheless about impossible on most dining cars 

to-day. 

In the issue of Aug. 30 HARDWARE AGE opened 

a campaign to relieve one of two big vacant feelings, 








AN OLD TAXICAB ABUSE. 

If the Public Service Commission is able to loosen 
the grip on the public's purse of the taxicab trust that 
operates from headquarters in the Grand Central Ter- 
minal it will have performed a service for which many 
persons will be duly grateful. Complaint has been 
made of the exorbitant charges of this company in 
comparison with the rates of the taxicabs licensed by 
the city, and the commission proposes to find out the 
whys and wherefores. 

Because this taxicab company operates under con- 
tracts with the railroad lines and does what is practically 
a private business it is not subject to the regulation of 
the License Department. It therefore has adopted the 
get-all-you-can policy as its basis in making up its rate 
card. 

This company has been imposing on the public for 
years, and it is time it was compelled to bring its 
tariff down more nearly on a level with that charged 
by regular taxicabs. As Commissioner Hayward says, 
New York never has been noted for cheap taxicab 
rates, and even the lowest ones at best are pretty 
high. 


Photographic reproduction of editorial in New York daily. 











either the thin purse after meals, or the near empty 
stomach after eating the bit that can be obtained 
for the sum of money most of us pay for the average 
meal. 

Perhaps They Have No Defense 


In the same issue the attention of the Pennsyl- 
vania Railroad was called to the taxicab hold-up 
which is being inflicted upon passengers arriving at 
their big station in New York City. The dining car 
complaint has received some attention. The railroad 
company is silent, very silent, on the taxicab mat- 
ter. Perhaps they have no defense. It looked that 
way when we first began to analyze the Westcott 
50 per cent over-charges, and the feeling grows. We 
are gathering some very interesting material on 
the subject. 

Our mail continues to be loaded with letters that 
leave little to the imagination. 

Several members of Congress have expressed 
themselves with the force of big guns. Two of our 


readers have come to the defense of the railroad 
company, but they are apparently character wit- 
nesses only, as they have not dealt with the definite 
complaints made. 
has never needed character witnesses. 


The Pennsylvania Railroad Co. 
We are pub- 


Railroad Food Prices and Service 
By Roy F. SouLe 
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lishing these letters and our replies. We want all 
the cards on the table. 

We are also publishing a very interesting news 
item which appeared the other day in the New York 
American. This is the first time we have heard 
Vice-President Atterbury’s name used in connec- 
tion. with taxicab complications. We are wonder- 
ing what it means, and have asked our Philadelphia 
editor to dig into it. It may be just a little sensa- 
tional paragraph ending to whet curiosity, but you 
can never tell where a simple news item will lead 
to. I do wish the Pennsylvania Railroad would vol- 
unteer some information about the Westcott-Black 
and White taxicab tangle. Silence is not a good 
answer. If there is a good defense for a system 
that sometimes more than doubles city regulated 
meter rates, I am sure we would all be interested 
in hearing it. People whose hands are clean don’t 
usually have to be forced to show them. 

Truly there are proving to be a lot of people in- 
terested in club sandwiches and taxicabs. 

In closing—when we mention the Pennsylvania 
Railroad we are merely mentioning an example. 
What applies to them applies to most other railroad 
companies. You can pick an example here in New 
York City with your eyes shut. 

Here are a few interesting letters: 


Genteel But High Handed? 


HOUSE OF REPRESENTATIVES U. S. 
WASHINGTON, D. C., Sept. 8, 1917. 
My Dear Mr. Soule: 
I have read with keen approbation your letter 








The New York Journal publishes an interesting 
news item calling attention to a friend of Vice- 
a Atterbury of the Pennsylvania Rail- 
road; 





Pennsylvania Bars 
Low City Taxi Fares 


Deliberate denial to New Yorkers 
of cheap taxicab rates and good ser- 
vice yesterday was charged against 
the Pennsylvania Railroad in a hear- 
ing before the Public Service Com- 
mission. 

The Black and White Cab Company 
offered the railroad $12,000 a year, 
and. agreed to operate at 40 cents for 
the first mile and 80 cents for each 
succeeding mile from the station. The 
Pennsylvania now permits the West- 
cott Company. with less. perfect 
equipment, to operate a service which 
costs the public considerable more 
money. 

The hearing brought out the fact 
that while the railroad was ready to 
accept the Black and White offer, a 
snag was struck in the negotiations 
when the taxicab concern declined to 
leave the field in Philadelphia to a 
friend of Vice-President Atterbury, of 
the Pennsylvania Re'lroad, 


(Photographic reproduction.) 
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If the Pennsylvania 
Railroad Company have 


up to the Westcott Ex- 
press Company for 
“Service” and then find 
that service an empty 
shell under which a 
holdup is being perpe- 
trated on the traveling 
public— 


What then? 


their terminals. 


the cab privileges, 





the Westcott Express Company, under its contracts with the 
New York Central and the Pennsylvania Railroad Companies, 
pays the companies for the exclusive privilege of the cab service at 


refused money and tied T" EVENING WORLD wishes ‘to correct the statement that 


The representatives of the Westcott Company point out that 
under these contracts, which are on file with the Public Service Com- 
mission, the railroad companies receive no monetary consideration for 


A CORRECTION. 
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of Aug. 21 last to George W. Boyd, passenger 
traffic manager, Pennsylvania Railroad Company, 
Philadelphia, published in the HARDWARE AGE in the 
issue of Aug. 30. You have rendered the traveling 
public a distinct service by exposing the genteel 
but high-handed process by which the people are 
robbed by public service corporations, such as those 
whose methods you so justly criticise. 

If Mr. Boyd has replied to your letter, I would 
greatly appreciate a copy if it is available. 

Sincerely yours, 
ADDISON T. SMITH. 


Rendered Traveling Public Great 
Service 


HOUSE OF REPRESENTATIVES U. S. 
WASHINGTON, D. C., Sept. 7, 1917. 
My Dear Mr. Soule: 

I want to thank you for having rendered the trav- 
eling public of this country a great service when 
you wrote to Mr. George W. Boyd of the Pennsyl- 
vania Railroad Company on Aug. 21 of this year, 
setting forth the glaring method of holding up of 
people who travel. 

I confess that I have been upon the point of pro- 
testing a number of times. Whether my not having 
done so has been due to moral cowardice or indif- 
ference I cannot say. You have called the attention 
of one of our great railroad systems to a practice of 
hold-up that prevails all over the country, and I 
sincerely hope you will find that your letter will 
bear fruit. 

Again permit me to thank you. 

With kind personal regards, I am, 

Yours very truly, 
HAROLD KNUTSON, 


Varian Cites Service and Rewards 


BALTIMORE, MD., Sept. 7, 1917. 
Dear Mr. Soule: 

Just got in on a sleeper from Pittsburgh this 
morning, and find your nice letter of the fourth 
instant. Anent Pullman service, I had a most in- 
teresting conversation with a Pullman porter this 
very morning. 

The Pullman people are now advertising their 
service and very touchingly refer to the loyalty of 


their faithful servants (porters, etc.). Here’s a 


story that this porter told me. 

He was running in the Dayton district at the 
time of the great flood. A bridge weakened from 
the strain of water went down with part of the 
train, but the sleeper ahead of his just hung on 
the edge, and a little more would have dropped it 
into the stream with the rest of the wreck. The 
sleepers were wooden ones, but this porter, grab- 
bing an axe, cut a way out for the people in the car 





ahead of his, not only got them out alive, but got 
every piece of their baggage and clothing. He not 
only was physically injured, but as a result of his 
exposure lost fifteen days on account of sickness. 
He did not receive one penny of salary for this loss 
of time, yet saved his company probably thousands 
of dollars in lawsuits. Isn’t this a contemptible 
situation, with you and I having to pay the bill in 
tips? 

I went to Pittsburgh the other day via the 
B. & O. Railroad, and here’s what I found—not 
only a pretty route, but the most delightful at- 
mosphere imaginable. The conductor came along 
with something pleasant to say which left you 
smiling to yourself for fully five minutes after- 
ward; unusually good dining service and quite res 
sonable, with waiters going out of their way to be 
pleasant and serviceable to you, with delightful 
little touches and dishes on the card which made 
you glad you came. The service was so personal 
and pleasant that I vowed a vow that wherever 
possible and their schedules would permit, I would 
use the B. & O. service entirely. 

If anything else crops up of general interest to 
the traveling public which comes to me through 
personal experience, I shall be very glad to slide it 
along to you. 

Yours very truly, 
H. L. VARIAN, 
Mgr. of Sales, Ammidon & Company. 


Excellent Suggestions 


HOUSE OF REPRESENTATIVES U. S. 
WASHINGTON, D. C., Sept. 8, 1917. 


My Dear Mr. Soule: 

I am delighted with your letter to Mr. Boyd of 
the Pennsylvania Railroad service. I cannot imagine 
how he can answer it. In fact, there is no answer. 
I think I have never seen a more complete and artis- 
tic presentation than your letter of Aug. 21 ad- 
dressed to Mr. Boyd, the passenger traffic man- 
ager of the Pennsylvania Railroad. In response to 
his request for “Suggestions for the Betterment of 
the Service,” you have certainly given him some 
very excellent suggestions, and if they are adopted 
the restaurant service and the taxicab service of 
the Pennsylvania Railroad will be better and more 
satisfactory than it ever has been heretofore. 

Very truly yours, 
HENRY T. RAINEY. 


Ryan to the Defense 


CLEVELAND, Sept. 8, 1917. 
Gentlemen: 
The writer is too deeply indebted to the Pennsy]- 
vania Railroad Company for their world-known suc- 
cessful development of measures of safety, comfort 
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and dispatch to permit your correspondent’s letter 
of Aug. 21 to pass without a challenge. 

While of no importance in itself, the writer’s 
belief is that your correspondent has carved and 
served himself up without being conscious of having 
done so. 

How did Lowenstein know that he was the tre- 
mendously well-traveled fellow, who would get thick 
if his sandwich was thin? 

Yours truly, 
JOHN W. RYAN. 


What We Wrote John 


SEPT. 11, 1917. 
Dear Mr. Ryan: 

I beg to acknowledge your kind letter of Sept. 8, 
and like you appreciate fully the fact that the 
Pennsylvania Railroad Company has done more to 
bring about safety, comfort and dispatch in the 
railroad world than any other railroad in existence, 
and that is the reason I think the Pennsylvania 
Railroad Company should be a leader in a move- 
ment which discourages rather than encourages 
hold-up practices such as are being perpetrated on 
the traveling public by the taxicab service referred 
to in my recent article. I also believe that there 
is an opportunity for improvement in dining car 
service, and trust that the Pennsylvania Railroad 
Company will take the initiative in this subject also. 

I note in the last paragraph of your letter that 
you evidently have the idea that tremendously well- 
traveled fellows should be served better than the 
ordinary run of people who just take a trip once 
in a while. I don’t agree with you at all in this 
attitude. I believe that every man who takes a 
trip at any time ought to receive the same courteous 
treatment and the same quantity and quality of 
food for his money, regardless of his traveling 
experience. 

Now I may have served myself, carved myself and 
have done myself brown on this subject, but I ven- 
ture to say that some little good will come out of 
the smell of the burnt one in the kitchen. 

Cordially yours, 
Roy F. Sou.e. 


Denver on Delmonico Cars 


DENVER, COL., Sept. 11, 1917. 
Gentlemen: 

I have just been shown a copy of the article 
written by Roy F. Soule on the Pennsylvania menu 
card. I have had some experience myself in trying 
to cause my cash to keep me from fasting while 
going from Chicago to New York and back. 

I wish you would convey to Mr. Soule my appre- 
ciation of the fact that he has started a fight to 
compel the Pennsylvania and New York Central to 
cut out their Delmonico and put in a few of “Bill’s 
Places,” so far as prices are concerned. 

Yours very truly, 
ALVA A. SWAIN. 


He Will Pass It Along 


HOUSE OF REPRESENTATIVES, 
WASHINGTON, D. C., Sept. 13, 1917. 
To the Editor of HARDWARE AGE: 

Dear Sir: I wish to acknowledge, with thanks, 
and expressions of great pleasure, the receipt of a 
copy of HARDWARE AGE, issue of Aug. 30, containing 
the article on the Pennsylvania Railroad car, res- 
taurant and taxicab service, as prepared by Roy F. 
Soule. It is very interesting indeed, and presents 
a story so full of mixed fact, humor and sarcasm 
as to establish it as a gem in its line. 





49 


I shall pass it along in other directions, where I 
hope it may make an equally favorable impression. 
Above all, I want to thank you for the remem- 
brance. 
Believe me, with kindest regards, 
Very truly yours, 
SAMUEL E. WINSLOW. 


Another Reader 


PITTSBURGH, PA., Sept. 11, 1917. 
Gentlemen: 

I will be glad if you will forward me at your 
earliest convenience the issues of your publication, 
commencing with that of Aug. 30 last and conclud- 
ing with the issue of the present week. 

I will promptly remit upon receipt of statement. 

Yours very truly, 
Roy L. STALL, 
Div. Pass. Agt., Pennsylvania R. R. 


Only the Kindliest Thoughts 


SCHENECTADY, N. Y., Sept. 13, 1917. 
Dear Sir: 

As a subscriber of the HARDWARE AGE I kindly 
ask you to discontinue your articles as to the Penn- 
sylvania Railroad Company, and I hope enough 
others will likewise ask you to influence you in the 
matter. I have only the kindliest thoughts relative 
to the railroads after traveling for years in the 
United States and Canada for some of the smaller 
steel manufacturers. 

I always paid my way and always felt I received 
full value for my money, and my employers never 
found any fault with my expense accounts. 

Yours very truly, 
JAMES F. GANNON. 


Too Big for Partnership with Westcott 


Sept. 15, 1917. 
Dear Mr. Gannon: 

Replying to your esteemed favor of the 13th, 
relative to articles regarding the Pennsylvania Rail- 
road Company, beg to say that I agree with you 
thoroughly that the Pennsylvania is a great rail- 
road and that it performs a wonderful service. Out 
of several hundred letters on this subject received 
from subscribers to HARDWARE AGE yours and one 
other are the only ones that defend the Railroad 
Company. Since having had a talk with the Super- 
intendent of the Dining Car Service of the Penn- 
sylvania Railroad I realize many of the difficulties 
which confront him, but I am sure 1 will perform a 
service to this Railroad Company and to the travel- 
ing public if I give them a true idea of what the 
public is thinking on this subject. 

The other subject which was mentioned in the 
original article, and which has not yet received any 
attention from the Railroad Company, so far as I 
am aware, is the subject of taxicab overcharges in 
this city. This is one of the most outrageous 
abuses of public confidence I have ever seen, and I 
cannot conscientiously put the brakes on this sub- 
ject until some action has been taken to relieve the 
traveling public from these outrageous overcharges, 
which are contrary to my idea of a square deal. 

I am only publishing a limited number of the let- 
ters I am receiving on this subject and shall be 
guided in my future action by but two things— 
First, the requests of the readers of HARDWARE 
AGE, and, second, the action of the Pennsylvania 
Railroad Company. 

Most cordially yours, 
Roy F. Soute. 
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Getting Your Share 


By THE STOVE MAN 











You never know how many new 


sales may sell the g 








bring to your store. A display which creates only a few immediate 


customers a window display may 


oods months later. 














BOUT twenty years ago the Stove Man was a 
highly efficient clerk in a grocery store. Each 
Saturday night he received a pay envelope 

supposed to contain two dollars. If he broke any- 
thing, or made any mistakes, the envelope suffered. 

The grocery job followed a 50-cent schoolhouse 
janitor’s berth. 

At first, it made the janitor job look like “lost 
motion,” but the second week he realized what an 
astute employer he had. He had gone to the base- 
ment to draw a gallon of molasses. After he turned 
on the tap the boss called him, and during the 
conversation the open tap was forgotten. Poor pay 
envelope! For three weeks there was no pay day. 


“The Land Over Yonder” 


One of the customers of the store was a traveling 
optician. He wore rose-colored glasses and painted 
a rosy picture of “The Land Over Yonder.” The 
clerk was afraid to give his boss any notice, so 
he just quit. His new friend the optician gave 
him a small carrying case, and proceeded to ac- 
quaint him with the mysteries of the road. As the 
clerk could hardly pose as a first-class optical man, 
it was necessary to secure a line that he could sell. 
His equipment consisted of magnetic(?) scissors 
sharpeners, small cans of mentholated vaseline com- 
pounded in his own laboratory and guaranteed to 
cure coughs or any kind of wheezes, a bottled prep- 
aration to keep flies away from horses, everlasting 
lamp wicks, mending tissue, and a few pairs of 
cheap spectacles. 

In selling these goods, the farmers and small- 
village people were the main source of profit. The 
means of locomotion was entirely foot power. While 
hoofing it up a railroad parallel with the Muskingum 


River, Hicks handed out a line of conversation that 
convinced the clerk that before starting out they 
should have established supply stations every few 
miles along the route. 


The Sales Campaign 


The clerk had luck from the start. He had his 
campaign thoroughly mapped out. His idea was to 
first sharpen all the scissors in the house free, then 
with the mending tissue he would do the family 
mending, in the meantime elaborating on his great 
“cure-all” and on the dangers of driving with the 
obnoxious fly bothering the horses. 

At the first stop he found a family mildly ex- 
cited regarding the condition of their son, who 
seemed to be suffering with influenza. Scissors 
sharpening and mending were immediately forgot- 
ten, and with a twenty-five-cent can of Dr. Rosen- 
blatt’s famous cure-all in his hand he advanced 
and opened up a line of conversation that was wor- 
thy of the remedy. 

It was a most fortunate and excellent chance to 
demonstrate the remedy. The mixture had been 
compounded hurriedly the night before, and appar- 
ently the clerk used for his demonstration a box 
that appeared to be about 98 per cent. menthol. 
The “cure” was very nearly instantaneous. The 
youth minutely followed directions, and also nearly 
suffocated. - The future Stove Man took the fence, 
with no thought of gate, and did not stop until he 
had reached a bunch of willows, in the seclusion 
of which he could test out his medical samples and 
re-compound them. 

After this incident he found that his line of 
conversation had suffered a relapse.. His total sales 
for the day were less than a dollar. With Hicks 


The display cards each bear one of the “Rusties” verses—Note the large imita- 
tion of an enamel ware pan in the center—It is made of burlap and painted 
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A sparkling display of 


it was a great day—total sales more than $15. For 
more than a week the results were always the 
same. Hicks gallantly attributed it to luck, but 
the clerk knew it was not luck. He thought it was 
salesmanship. Later he learned that it was not 
so much salesmanship as it was graft. 

Hicks had a presentation that was all his own. 
A good woman coming to the door thought that 
Hicks even owned the doormat he stood on. Once 
inside, he lost no time in making a good impres- 
sion. He used a number of methods to prove that 
he was honest. If there was the least prospect 
of selling a pair of glasses, and the prospect was 
hard to land, Hicks would switch to some of his 
other articles. If the customer handed him a quar- 
ter he would have a half dollar palmed, and hand 
back a quarter as change. The trusting customer 
would think it queer that he could have made the 
mistake, and this gave Hicks not only a momentary 
reputation for honesty, but it also gave him the 
chance to pound home the need of glasses for the 
customer. 

If Hicks could not work this game, he would stoop 
and pick up a quarter from the rug and return it 
to the customer. With his reputation for honesty 
established, he would be seated again and make a 
sale. When that man had rope and his second wind 
there was no stopping him. 


Real Salesmanship 


At the end of three months the embryo Stove Man 
had hoofed it over a good portion of Ohio and 
West Virginia. When he arrived home he had a 
fund of experience and had almost as much money 
as Hicks. Hicks made a fine start but a poor finish. 
He attributed it to the fact that they had been 
working cheap sections, but the clerk attributed it 
to the fact that Hicks had been “working” the 
people. He had followed the game so persistently 
that not only his face proclaimed the fact, but 


housefurnishing goods 


he was beginning to lose his self-reliant attitude 
and had reverted to a pessimistic attitude. Early 
in the game the clerk had sold out and thrown 
away his “cure-all,” and had picked up some lines 
that were worth the price asked. He was making 
a smaller profit than Hicks, but he made more 
sales. The ideas the clerk gained on those trips 
have been a source of profit in many ways. 

He learned how to approach people. He learned 
how to start and when to stop. He learned that it 
paid to handle reliable goods that would do all you 
guaranteed them to do. He learned to demonstrate 
goods, to represent them in a simple, sincere man- ° 
ner that was convincing. 

He learned that Hicks won at the start because 
he had the experience and had smothered his con- 
science. Later he lost his “nerve,” and without 
“nerve” he could not make dishonest sales. 

Unfortunately, some stores teach their salesmen 
to sell goods the “Hicks” way. Little deceptions 
are practiced. 

The big idea in making a sale should be to satisfy 
the customer so completely that he will “repeat.” 
It is easy.to underestimate the value of a customer. 
The purchase a customer may make gives no sug- 
gestion of his future value to the store. 

If a customer appears tg be fussy, the clerk may 
show a “take-it-or-leave-it” attitude. The customer 
may take the article, but the chances are that it 
will be the last thing he will take from that store. 


The Customer an Investment 


The Stove Man believes that a customer should 
be considered an investment. For instance, a good 
customer might require $1,000 worth of hardware 
during the year. In this business the merchant 
might make a gross profit of $200. This would be 
4 per cent. on an investment of $5,000. If the 
merchant invested $5,714 in a Liberty Bond he 
would have an investment that would net him the 











“When a merchant knows all about the goods he 


wishes to advertise he can write a mighty good ad.” 


—The Stove Man. 

















ST 


SEL AEE SS 


as ae 


a 





dp a ~ conse re Seetinees a 
gate SP RR a ne 


oth siti 


ee nee 


a 
| 
' 
| 
i 
if 


Ee ee ee 


52 


profit he is making from his thousand-dollar cus- 
tomer each year. 

He would take good care of his bond. He would 
fold it carefully and place it in a bank vault. 

Merchants should be as careful in handling cus- 
tomers as they are in handling securities. They 
both represent investments. 

A merchant must have customers. If he reaches 
a point in life where he wishes to sell out, he sells 
not only the stock, fixtures and stores, but he also 
sells “trade” that he has built. He estimates the 
worth of the business on the amount of business 
transacted. A merchant with a $10,000 stock doing a 
business of $700 a year might have to give the 
store away, while another merchant with a $7,000 
stock, doing a business of $15,000 a year, could sell 
at a good price. 

Every customer represents good will to the mer- 
chant. 

This gives the Stove Man a little different slant 
on window display expenditures. The average mer- 
chant thinks that if a display window does not 
produce direct results it is a failure as a selling 
medium. 


Displays Insure the Future 


Has any merchant exact knowledge of the num- 
ber of new customers window displays bring to 
his store? A display may create very few immedi- 
ate sales, but strangers who note the display may 
buy, weeks or months later. 

One stranger thus introduced may develop into 
a thousand-dollar-a-year customer. In him the 
merchant has acquired a new “bond.” 

While the Stove Man is a window-display enthusi- 
ast, he does not lose sight of the tremendous value 
of other advertising. But he believes in putting 
personality in advertisemencs just as he does in 
trims. 

The merchant should put “self” in every adver- 
tisement. If he has confidence in his goods he 
must reflect that confidence in his advertising. He 
must know and understand his goods. He must 
know the material of which they are made, how 
they are made, their purpose, and the time they 
are most in demand. He can get this information 
from HARDWARE AGE and from the literature sent 
out by manufacturers. He can experiment with 
certain articles and ascertain how well they come 
up to the specifications of the manufacturer. 


He Can Write a Good Ad 


When a merchant knows all about the article he 
wishes to advertise he can write a good ad. 

The Stove Man knows that advertising with a 
“punch” produces new customers and encourages 
old customers to buy more. Old customers are the 
merchant’s “velvet.” Get new ones and make them 
into old ones. 

Newspaper advertising can be easily linked with 
the window displays shown this week. 

The display of Wagner aluminum ware is a type 





Hardware Age 


found profitable by larger stores. It is not so 
crowded as the picture would suggest. It appeals 
to particular people. It is dignified and repre- 
sentative of the entire stock. The display relies 
on quantity and rich presentation to create sales. 

The display of enamel ware is a comparative 
display. The background is made of papier-maché, 
and represents the dark, dismal caves in which little 
figures known as “rusties” dwell. These little 
fellows sally forth at night, and are continually at 
work destroying all kinds of metals. If they can- 
not cause articles to rust they try to chip them— 
anything to start them on the road to destruc- 
tion. 

In the center of the display is a large imitation 
of an enamel ware stew pan. It consists of a light 
frame covered with burlap and painted several coats 
of Alabastine. The desired color effect is obtained 
with oil paints. 

On this pan the “rusties” are shown hard at work. 
With hammer and drill they are trying to chip the 
pan. They have struck an article that is worthy 
of their mettle so the, little photographer is taking 
a picture of the label for future reference. 

In the bottom of the display the city junk pile 
has furnished an assortment of competitive wares 
that have been easy picking for the “rusties.” They 
are shown with hammer and drill in the pots and 
pans. They are equipped with ladders for use in 
scaling the shelves and closets in which they may 
desire to work destruction. 


The “Rusties” in Verse 


The entire story of the display is told in the five 
verses: 


Look o’er the goods in this display. 
You'll see that some have had their day, 
But don’t lose faith on that account; 
Use Onyx Ware when you’re in doubt. 


Here, on stands and shelves, you’ll see 
Utensils as they ought to be— 

All bright and clean inside and out. 

Use Onyx Ware when you’re in doubt. 


Now, if you’ll look, you’ll be surprised; 
You hardly can believe your eyes. 

What are the Rusties now about? 

Use Onyx Ware when you’re in doubt. 


They surely have a hopeless task, 

For Onyx Ware is made to last. 

’Tis rustie proof, both light and stout. 
Use Onyx Ware when you’re in doubt. 


Step in, my friends, before you go— 
The different styles we’ll gladly show. 

It will not rust, it won’t wear out. 

Use Onyx Ware when you’re in doubt. 


The color scheme of the display was dark brown, 








trimming. 





“If a merchant wants his window displays to be forceful he 
should encourage one of his employees to study the art of window 
When the youngster turns out an especially good trim 


tell him so.”—The Stove Man. 
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TONIGHTS SETTING SUN KNOWS 
NOT WHAT TOMORROWS RISING- 
SUN MAY BRING FORTH 


BE PREPARED WITH A FULL KIT OF 
STARRETT TOOLS 
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A picturesque trim that distributed many tool catalogues 


and all trimmings were in the onyx blue mottled 
effect. 

If a merchant wants his window display to be 
forceful he should encourage one of his clerks to 
study the art of window trimming. One of the 
most discouraging things a display man can meet 
is to put a selling display behind a glass covered 
with advertising that is foreign to the display. If 
the glass is to read like a newspaper advertisement 
it should be entirely covered so that it will attract 
attention. 

A sign across the top may be all right. From 
the manufacturer’s standpoint it is all right any- 
where on the glass. But with a glass free from for- 
eign advertising, the display man can give every 
one displays that will get the business. Manu- 
facturers want a market for their goods, and the 
display man is a mighty big factor in getting that 
market for them. 


A short time ago the Stove Man entered a dis- 
play in a prize competition. His display was 
awarded $100, and he thought that was pretty good 
until he heard the display would have taken a $250 
prize were it not for the fact that a competitive 
product was advertised on the glass. 

It is best to keep signs high up on the glass or 
off entirely. . 


Attracts Through Its Dignity 


In the Starrett tool display, the goods were 
featured on a black base built to conform to the 
shape of a huge pair of outside calipers. The scenic 
background was used to attract attention and the 
advertising phrase compelled action. This is a 
display that attracts through its dignity. A promi- 
nent feature is the display of Starrett catalogs, giv- 
ing the observer a chance to get one at a time when 
his interest is aroused in the tools. 








when to stop. 


sincere manner. 








What the Stove Man Learned 


‘I learned how to approach people—how to start my sales talk and 
I learned that it pays to handle only reliable goods and 
that it pays to demonstrate them and to describe them in a simple, 


I learned that to be frank is to be convincing.” 
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Senate Will Probably Dictate Increased Rates for Income 
Taxes—The Webb Export Bill 


By W. J. CROUNSE 


WASHINGTON, Sept. 17, 1917. 


BUSY little hive of industry just at this minute 
A is the Joint Conference Committee of the 
House and Senate which has under considera- 
tion what is probably the most important legislative 
measure of the session, namely, the war revenue bill, 
providing new taxes aggregating approximately two 
and a half billion dollars. The Senate passed this 
bill last Monday in a vastly different form from 
that in which it went through the House and the 
Conference Committee is now burning the midnight 
electricity in the effort to harmonize the diverse 
provisions of the two measures. 


Senate to Dictate Rates 


It is a perfectly good bet that the House will 
adopt the Senate’s increased rates on individual and 
corporate incomes and on war profits. The neces- 
sity for more revenue has been fully demonstrated 
since the bill originally passed the House and the 
Finance Committee boosted these rates in response 
to urgent representations from the Treasury De- 
partment. 

Secretary McAdoo has been using all his eloquence 
to induce Congress to adopt as a policy the levying 
of taxation to cover one-half the cost of the war 
and the authorization of bonds for the other half. 
Experienced Congressional leaders, however, regard 
the taxation feature of this program as a little 
steep, but the Finance Committee has gone far 
enough to provide for defraying about 35 per cent 
of the cost of the war by taxation, leaving 65 per 
cent to be met by bond issues. 

In following the Congressional view of this mat- 
ter, the United States is adopting a much more con- 
servative course than has been pursued by any Eu- 
ropean country. England is raising only 25 per cent 
of the cost of the war by taxation, France about 18 
per cent, Germany less than 12 per cent, and Russia 
next to nothing. 


Posterity’s Share Not Too Large 


In view of the enormous sacrifices which this 
generation is making to win the war there certainly 
can be no complaint that too heavy a burden is 
being loaded onto posterity. A world war for De- 
mocracy is a war in the interest of posterity, and, 
as I have heretofore pointed out, Congress should 
not lose sight of the fact that the population of the 
United States will double before the present bond 
issues mature and there will be twice as many 
people to help pay the deferred war bill. 


54 


The revenue bill as passed by the Senate takes 
$842,000,000 from corporate and individual incomes 
and $1,060,000,000 from war profits. Liquor, to- 
bacco and public utilities make up the bulk of the 
remainder. In the last hours of the debate on the 
bill, when the legislative machinery was running so 
fast you couldn’t see the spokes in the wheels, the 
consumption taxes on sugar, coffee, tea and cocoa, 
inserted by the Finance Committee, were stricken 
out by big majorities. The Senate also struck out 
the Randall “rider” imposing prohibitory zone rates 
on second-class mail matter and all substitutes for 
this provision which had been suggested by Sena- 
tors. 

Parcel Post Tax Retained 


Another exceedingly wise action by the Senate 
was the elimination of the proposed tax of one cent 
on each letter or post card, The tax on parcel-post 
packages, the postage charge on which amounts to 
25 cents or more, was retained. There was a stinger 
in this provision when it applied to all parcels but 
when limited to those on which the postage amounts 
to 25 cents or more it’s quite harmless and the mail- 
order houses will have no kick coming. 

The Senate boosted individual income taxes all 
along the line, the principal change being the addi- 
tibn of three new “brackets” imposing rates of 40 
per cent on incomes exceeding $500,000 and not ex- 
ceeding $750,000; 45 per cent on incomes exceed- 
ing $750,000 and not exceeding $1,000,000, and 50 
per cent upon incomes exceeding $1,000,000. Under 
this schedule the Government will gobble up an 
average of nearly one-half the income of every man 
who is worth approximately $10,000,000 or more. 

The normal rate of 4 per cent on all individual 
incomes, which was fixed by the House, was accepted 
by the Senate. The normal rate on corporate in- 
comes, however, was increased to 6 per cent, and as 
the corporations pay no surtaxes, the law was 
amended so as to levy an additional tax of 10 per 
cent upon the undistributed surplus earned in each 
taxable year, with a proviso that this tax shall not 
apply “to that portion of undistributed net income 
which is actually invested and employed in the busi- 
ness or is retained for employment in the reasonable 
requirements of the business.” 

The Government will collect very. little money 
from this tax on undistributed surplus, for in ninety- 
nine cases out of a hundred such funds are retained 
in corporation treasuries because they are actually 
needed “in the reasonable requirements of the busi- 
ness.” 














September 20, 1917 


Battling Over War Profits 


The Conference Committee is struggling with the 
war profits tax but is likely to adopt the Senate 
plan and rates. Sweeping changes in the war profits 
tax as adopted by the House were made by the Sen- 
ate, but as the Senate project involves higher rates, 
Chairman Kitchin will probably bow to Chairman 
Simmons in the matter. 

In the bill as framed by the Ways and Means 
Committee a tax of 16 per cent was levied upon 
all profits in excess of 8 per cent plus $5,000. The 
Finance Committee struck out the House provision 
and adopted a modified form of the English system 
for determining war profits, taking as the basis of 
the tax the difference between the average earnings 
of the “pre-war period,” that is to say, the calendar 
years 1911, 1912 and 1913, and those of the taxable 
year, with a proviso that in no case shall the pre- 
war earnings be calculated at more than 10 per cent 
nor less than 6 per cent of the capital invested. 

After indicating the basis upon which the impost 
is to be levied the Senate bill imposes the following 
scale of taxes: 12 per cent of war profits not in 
excess of 15 per cent; 16 per cent of profits exceed- 
ing 15 but not exceeding 25 per cent; 20 per cent 
of profits exceeding 25 but not exceeding 50 per 
cent; 25 per cent of profits exceeding 50 but not 
exceeding 75 per cent; 30 per cent of profits exceed- 
ing 75 but not exceeding 100 per cent; 35 per cent 
of: profits exceeding 100 but not exceeding 150 per 
cent; 40 per cent of profits exceeding 150 but not 
exceeding 200 per cent; 45 per cent of profits ex- 
ceeding 200 but not exceeding 250 per cent; 50 per 
cent of profits exceeding 250 but not exceeding 300 
per cent; and 60 per cent of profits exceeding 300 
per cent. 

War Profits Tax Exaggerated 

There is much misapprehension concerning the 
effect of the excess profits taxes as fixed by the 
Senate in the form in which they will probably be 
agreed to. Careless writers on the subject have as- 
serted that the Senate “adopted a war profits tax of 
60 per cent,” which would lead to the conclusion 
that a concern having any war profits would be 
called upon to pay nearly two-thirds of the amount 
to the Government. 

As will be seen from the above schedule, however, 
no tax at the rate of 60 per cent will be paid unless 
the war profits exceed by 300 per cent the profits 
made during the pre-war period. 

A spectacular battle is being waged in the Con- 
ference Committee over the so-called Randall “rider” 
imposing prohibitory postage rates on newspapers, 
magazines, trade journals, etc., in accordance with 
a zone system. 

Senator Weeks of Massachusetts, who is rated as 
one of the ablest members of the Upper House, 
championed the publishers and made a finished fight 
of it, finally dumping the Randall “rider” in the ditch 
and throwing in after it all substitute propositions. 
It was a big scrap and was full of fireworks. 


Daily Newspapers Play Selfish Game 


Throughout the early part of this extraordinary 
campaign the daily newspapers fought shoulder to 
shoulder with the magazines and trade journals 
against any increase in the second-class postage rate, 
but quite recently a certain section of the daily 
press, fearful that the battle would be lost, came 
forward with a proposition calling for the adoption 
of a new scale under which rates would be raised on 
matter going beyond the third parcel post zone. 
The publishers of the dailies figured that 95 per 
cent or more of the circulation of the average news- 
paper is in the first three zones; hence an increase 
in the rates on matter carried beyond this limit 
would not affect them. 
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This was a charmingly altruistic view to take of 
a big question, for it loaded off onto the magazines 
and trade journals, which have a national circula- 
tion, the entire burden of the proposed increase. 
Naturally there was a howl of protest and some 
very vigorous action. 

The storm center in the Senate was a substitute 
for the House provision drafted by Senator Mc 
Kellar of Tennessee, which provided that there 
should be no change in the rate on second-class 
mail matter unless transported more than 300 miles. 
If conveyed from 300 to 600 miles the rate would be 
2 cents, from 600 to 1000 miles, 3 cents, and beyond 
1000 miles, 4 cents per pound. 


McKellar Wins and Loses 

At one stage of the fight Senator McKellar mus- 
tered strength enough to secure the insertion of his 
amendment in the revenue bill but Senator Smoot 
gave notice that before the final passage of the 
measure he would ask for a separate vote on the 
McKellar amendment. When he finally did so, the 
sentiment of the Senate had changed to such an 
extent that the Tennessee Senator’s project was 
beaten by a substantial majority. 

There was another last ditch fight over the tax 
on parcel-post packages. As I have heretofore indi 
cated, this provision was whittled down to next to 
nothing in the Senate Finance Committee, where the 
original plan of taxing all packages was abandoned 
in favor of a tax limited to one cent on each package 
paving 25 cents or more. 

Mail Order Houses All Tax Shy 

The mail-order houses and some of their friends 
were not willing to pay even this small sum which 
would probably net the Government about half a 
million dollars instead of the ten million that would 
have been derived under the original proposition 
So the fight was kept up to the last moment. 

Senator Hardwick of Georgia, who has taken the 
position that the Finance Committee has no author- 
ity over postal matters, made a motion to strike out 
the parcel-post tax, and fought stubbornly to carry 
it through. He was finally beaten, however, by a 
vote of 38 to 33. 

The Conference Committee is fighting tooth and 
nail over the parcel-post tax, and it’s about an even 
chance that Chairman Kitchin and his House col- 
leagues will throw it out. .Mr. Kitchin has long had 
a notion that farmers support the parcel post just 
as he thinks they support the rural free delivery 
Of course, the fact is that they support neither. 

The mail-order houses patronize the parcel post 
and the dear public pay the rural free deficit of 
something like $48,000,000 per annum. I shall not 
be surprised to learn that the House has beaten the 
Senate on the parcel-post tax. 

Getting Behind Webb Export Bill 

Friends of the Webb bill legalizing export com- 
binations for the extension of foreign trade are be- 
coming very anxious regarding the fate of this 
measure notwithstanding the fact that President 
Wilson some time ago included it in the program of 
war legislations. Within the past few days the De- 
partment of Commerce has come to the assistance 
of the promoters of the Webb measure by giving out 
a synopsis of a very carefully prepared report show- 
ing what steps Germany is taking to reconquer and 
extend her foreign trade as soon as the war is 
over. 

Anyone who reads this brief résumé of a very 
elaborate and interesting report will need no further 
suggestion as to the value of the Webb bill and as 
to the absolute necessity for Congress to do every- 
thing in its power to protect our export business. 
Here are a few nuggets taken quite at random of this 
valuable document: 
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“In 1916, in the midst of the war, the University 
of Berlin was offering no less than 94 courses of 
study especially referred to as ‘preparing for com- 
merce and industry.’ These courses cover commer- 
cial and maritime law, economics, sociology, inter- 
national law, government, history, geography, and 
foreign languages. There were in the curriculum 
specialized courses in world trade, commercial geog- 
raphy (a large number of courses covering Europe 
in detail), and language courses in Danish, Swedish, 
English, French, Italian, Spanish, Polish, Arabic, 
Russian and Turkish. 


Germany Working to the Limit 


“Whatever may be the outcome of the war in 
Europe, Germany is going to make as active a can- 
vass for the export trade as its resources and finan- 
cial condition at the end of the war will allow. 
Writers in the German press at this time acknowl- 
edge that there is bound to be a prejudice against 
German products in the markets of the countries 
and possessions now hostile to Germany. 

“With an assured commercial hostility in such 
vast markets it is obvious that German export trade 
must make the. most of the few remaining neutral 
markets. In the great neutral markets of South 
and Central America—in which American export- 
ers are more than ever directly interested—in 
Spain and in other countries not actively involved 
in hostilities, German competition after the war 
will be particularly severe. 

“In the neutral countries of Scandinavia, the 
Netherlands and Switzerland, Germany has con- 
tinued to do a considerable amount of export busi- 
ness. Manufacturers in some lines since the out- 
break of the war have paid special attention to 
these countries and have actually won a larger 
share of the trade than they had before because 
of the difficulties those countries have had in-ob- 
taining ample, prompt and regular shipments by 
water.” 





Big Business Men Meet at Seaside 


A mighty important gathering of big business 
men will occur at Atlantic City to-morrow, lasting 
four or five days. It is a special war convention of 
the Chamber of Commerce of the United States, 
and it will be addressed by’ some of the most 
prominent officials of the Government and half a 
score of the captains of industry who are now in 
Washington helping with the stupendous problems 
of the war. 

Secretary of War Baker will tell what the Gov- 
ernment further expects of business men in con- 
nection with the war. As Chairman of the Council 
of National Defense, what he says will carry great 
weight. 

Secretary of the Interior Lane will open the sec- 
ond session and will make it clear that there is a 
patriotism for business men in producing the sup- 
plies needed by our soldiers which is equal to that 
of the soldier who is.at the front. 

One of the most interesting figures at the con- 
vention will be Frank A. Scott, the human dynamo, 
now serving as Chairman of the War Industries 
Board, who will speak at the second session. Few 
business men have had the opportunity of hearing 
from this man, who, because of his superb handling 
of business enterprises, has risen to the highest 
position of executive control of the great problems 
which the Government must meet. 


Scott Sets a Splendid Standard 


The patriotic spirit in which Frank Scott has 
turned his back on his private affairs and is work- 
ing sixteen hours a day for the Government sets a 
fine example to the business men of the country. 
Mr. Scott will explain the organization of the War 
Industries Board, the manner in which it works, 
and its relations to the industries of the country in 
providing munitions and supplies of all sorts for the 
army and navy. 





Coming Conventions 


NATIONAL ASSOCIATION OF RETAIL HARDWARE 
SECRETARIES’ CONVENTION, Hotel La Salle, Chicago, 
Ill, Oct. 10, 11, 12, 1917. H. O. Roberts, secre- 
tary, 1082 Metropolitan Life Building, Minneapolis, 
Minn. 

THE NATIONAL HARDWARE ASSOCIATION AND THE 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 17, 18, 19, 1917. Headquarters, Marl- 
borough-Blenheim, for both associations. F. D. 
Mitchell, 233 Broadway, New York City, secretary- 
treasurer American Hardware Manufacturers’ Asso- 
ciation, and T. James Fernley, 505 Arch Street, 
Philadelphia, Pa., secretary-treasurer National 
Hardware Association. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Louisville, Ky., Oct. 30, 
31, Nov. 1, 2, 1917. J. M. Stone, secretary, Stur- 
gis. 

OKLAHOMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Oklahoma City, Dec. 4, 5, 6, 1917. W. B. 
Porch, secretary, Oklahoma City. 

WESTERN RETAIL IMPLEMENT, VEHICLE AND 
HARDWARE ASSOCIATION CONVENTION, Kansas City, 
Mo., Jan. 15, 16,.17, 1918. H. J. Hodge, secretary, 
Abilene, Kan. 

PACIFIC ‘(NORFHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Jan. 16, 17, 18, 
1918.- E, E. Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION ‘CON- 


VENTION, Indianapolis, Jan. 29, 30, 31, and Feb. 1, 
1918. M. L. Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 6, 7, 8, 1918. P. J. Ja- 
cobs, secretary, Stevens Point. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, Feb. 12, 13, 14, 15, 1918. Arthur 
Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION AND THE NEW YORK STATE RE- 
TAIL HARDWARE ASSOCIATION JOINT ANNUAL CON- 
VENTION AND EXHIBITION, New York City, Feb. 12, 
13, 14, 15, 1918. Headquarters, Hotel Astor, for 
both associations. Exhibition in Madison Square 
Garden. W. P. Lewis, Huntingdon, Pa., secretary- 
treasurer Pennsylvania and Atlantic Seaboard Hard- 
ware Association, and John B. Foley, City Bank 
Building, Syracuse, N. Y., secretary, New York 
State Retail Hardware Association. 

NorRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Feb. 13, 14, 15, 1918. C. N. Barnes, 
secretary, Grand Forks. The place of meeting will 
be decided later. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 19, 20, 21, 22, 1918. H. O. 
Roberts, secretary, Metropolitan Life Building, 
Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Columbus, Feb. 19, 20, 21, 22, 1918. James 
B. Carson, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOGIATION 
CONVENTION, Boston, Feb. 20, 21, 22, 1918. George 
A. Fiel, secretary, 10 High Street, Boston, Mass. 












This Window Never Rests 


This miscellaneous tool display in the window of the Ernst store in Seattle can be changed in a jiffy. 





The 


panels are removable 


IME is saved in changing displays in the win- 
T dows of the Ernst Hardware & Plumbing Com- 

pany, Seattle, Wash. The panels in the back- 
grounds are all removable. Two sets of panels 
have been provided for each window so that while 
the one set is on display the other set is being 
sampled. In changing a display, all that is neces- 
sary is to substitute new panels for the old. 


Entrance to the show window is gained by re- 
moving the large center panel. After the window 
has been trimmed this panel is installed from inside 
the store, leaving a solid background. The wood- 
work is finished in ivory enamel. One set of panels 
is covered with red felt and the other with green. 
The color scheme on the floor is changed to corre- 
spond with the background. 


Here’s a Tool Department that Says—“Stop—Look—Buy!” 
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Chandler & Farquhar of Boston, Mass., believe in letting “the goods speak for themselves.” This display makes 
it easy for the mechanic to buy and thereby saves a lot of time in selling 
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The Atlantic City 
Convention 


HE American Hardware Manufacturers 

and the National Hardware Associa- 
tion, which includes in its membership, the 
more important hardware wholesalers of the 
country, will hold their annual meetings in 
Atlantic City the week of Oct. 15. 

Replies to the secretaries, and hotel reser- 
vations, already indicate that the attend- 
ance will be exceptionally large. Most inter- 
esting and constructive programs have been 
arranged. 

The coming conventions are being talked 
about in every State in the Union where big 
hardware merchants and manufacturers ap- 
preciate the constructive influence of these 
two great organizations. 

The ever-increasing volume of automobile 
accessories distributed through hardware 
channels, and the recent most startling gov- 
ernmental activities in that field, assure 
some interesting meetings when the Auto- 
mobile Accessory Branch of the National 
Hardware Association convenes. 

It is safe to predict that the attendance 
will break all records. The leading hotels 
have already booked most of their rooms. 
Those who have not already made reserva- 
tions would do well to attend to this import- 
ant detail promptly. 


Eliminate Waste—Not 
Deliveries 


HE subject of store deliveries is receiv- 

ing attention long past due. Merchants 
are being urged to cut out the waste and to 
install efficiency in this department through 
which the bulk of stock waste trickles all too 
frequently. In the last issue of HARDWARE 
AGE was a proclamation on the subject from 
no less a person than the Governor of New 
York State. Big organizations and big men 
are taking a wholesome interest in this sub- 
ject, which, unfortunately, many merchants 
have considered too small to study. 

The result is that dealers are beginning to 
open their eyes and blink under the search- 
light which has been turned upon them. 

A careful analysis of “stolen goods” re- 


~~veals the fact that most of them slipped out 
a 
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on the delivery wagon. The delivery man 
should be as carefully chosen as a paying tel- 
ler, and it is well to remember that bank ex- 
aminers, both State and Federal, check up 
the accounts of the man in the wicker cage. 

In the delivery department there is 
another big danger that should not be over- 
looked. Sometimes there is too much horse 
and not enough of horse-sense in its opera- 
tion. Some merchants have not yet caught 
the sunshine habit. One bright motor truck 
can deliver more goods in a day than any 
four horses that ever left a stable. With a 
light trailer attached for orders which, like 
stoves, have to be set up, or other goods 
which require long waits, the truck will equal 
another horse or two. 

The greatest delivery economy any mer- 
chant can inaugurate is the one that gets its 
oats from the Standard Oil Company. 


Business After Peace— 


Capital Will Be Ready 


T has become a truism that war stimulates 

men’s minds. Their vision is broadened. 
their courage is increased and they become 
more ambitious. That has been true of all 
wars; but it must prove vastly more so with 
this war, because it is largely a war of ma- 
chinery and transportation. Other wars 
have involved fighting and strategy chiefly, 
While this war is one of industry. 

The world, in other words, is learning a 
great deal more about what can be done with 
materials. Railroad lines are built with a 
facility never dreamed of before. The 
“tanks,” formerly a curiosity, have shown 
what they can do on rough country and will 
undoubtedly find much employment after the 
war. In a multitude of ways the war has 
forced the development of new implements 
and new ways of doing things, providing 
means by which the world can make vastly 
more rapid industrial progress. 

It will not be fully appreciated until peace 
comes again how greatly man has increased 
his ability to conquer the forces of nature 
by the things that this war has developed. 
Coupled with these added facilities that are 
being furnished, there is the factor that the 
world is to be made safe for capital as well 
as for democracy. A period of unexampled 
world development will necessarily follow. 

To the hardware industry this outlook is 
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of particular importance, for the demand for 
steel comes chiefly from development. The 
amount of steel that disappears in so-called 
“consumption” is small compared with the 
amount that is put into more or less perma- 
nent use, for the purpose of developing nat- 
ural resources. 

For development, capital must be found, 
of course, but if the habits of economy and 
industry that are forced by the war con- 
tinue, the capital will arise when the world 
has been made safe for capital. 


Investment of capital in permanent struc- 
tures does not occur when the tendency of 
prices is clearly downward. For the steel 
industry it will be necessary to develop prices 
in which investors will have confidence. Un- 
til recent months the common view was that 
the entire readjustment of iron and steel 
prices would occur after the war. Now it ts 
clear that a part at least of the readjustment 
is to occur before the war ends, and that is 
a very good thing. The broad as well as the 
patriotic view is that profits after the war 
must be considered more than profits during 
the war. 


Pull Together 


ATRIOTISM is not always best marked 
by the man who cheers the loudest or 
jumps to his feet the quickest when the auto- 
matic piano in the movie theater responds to 
the button marked the “Star-Spangled Ban- 
ner.” That sort of patriotism is admirable, 
if the reserves beliind it are right, but un- 
supported by more sterling goods it is with- 
ering before the ever-increasing ranks of men 
who have stepped forward to say, “Here 
am I.” 

A surprisingly large number of hardware 
men have responded to the call to arms. 
Clerks and managers and owners have 
dropped their duties in the army of peace to 
take their places in the long lines of the khaki- 
clad. The pencil and the sales book have 
dropped from the fingers of hands that now 
grasp the Springfields, and every day the 
names of capable men are being reported in 
the commercial world as among the missing. 
These men have nobly responded to a higher 
call, and every true American is sending with 
them the fervent wish that the job they do 
will be a thorough one. 

“I wish I could go,” is a common remark 
from those who are left behind, and the words 
are none the less sincere because they are 
common. 

Many a man whose heart is in the right 
place and whose every wish is to step forward 
into the battle line is halted at the very in- 
ception of his desire by home duties and the 
heavy responsibilities of a provider. The 
wife, the kiddies, the old mother or a declin- 
ing dad who gave unsparingly of his prime is 
now due a consideration which is of equal, if 









not greater, importance to the nation than 
another man in the newly formed army. 

These men who are left behind have a great 
duty to perform. Business has been per- 
forated like a sieve by the draft, the officers’ 
training camps, and the enlistments and com- 
mercial America must close ranks and carry 
forward not only the old load, but the added 
burden of those who are making ready for 
the trenches. 

It is well these days to remember that 
loyalty to Old Glory is mingled with every 
man’s work. When a man higher up goes to 
the army it is a might poor brand of patriot- 
ism that starts a scramble for his job, or a 
squabble for a stiff advance in pay, even if 
your lot becomes a little harder. There are 
many opportunities of this sort arising every 
day, and it is to the credit of the trade that 
in most cases the spirit has been, “Buckle 
down a little harder, boys; we’ll carry his 
load till he comes back to the job that will be 
waiting for him.” 

This is the greatest time for team work 
since the world began. 


Important Addition to 


Editorial Staff 


AROLD G. BLODGETT has become a 

member of the editorial staff of HARD- 
WARE AGE, bringing with him a wealth of 
experience that will be at the service of the 
readers of this publication. 

Mr. Blodgett’s experience in the publish- 
ing field began on the Springfield (Mass.) 
Republican, where he was engaged for three 
years. He then became news editor of the 
Decatur (Ill.) Herald, where he remained 
one year, leaving to become managing editor 
of the Sporting Goods Dealer and of Toys 
and Novelties. This important position he 
occupied for three years, after which he be- 
came managing editor of the American Paint 
and Oil Dealer of St. Louis, Mo. For three 
years he was Publisher Allen W. Clark’s 
right-hand man, and played an important 
part in developing the National “Clean Up 
and Paint Up” campaign to a great nation- 
wide movement of civic uplift and business 
promotion for the paint and hardware trades. 
During this time he also helped establish the 
American Paint Journal, a weekly publica- 
tion for paint manufacturers and allied in- 
dustries. 


For the past eight months he has been with 
the copy and service department of the Eu- 
gene McGuckin Company, well-known adver- 
tising agents of Philadelphia. 

Mr. Blodgett is one of the best posted men 
in America on paint merchandising, and pos- 
sesses a rare knowledge of general magazine 
work which will reflect itself in the reading 
pages of HARDWARE AGE. 





92 EE ET 


tes soe a eA be 


Sea TAS! ree 
AR NORE STURN N ep AOAAAASIIN 0 A 


RNR SRLRIR BIAD ACIE 


Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 

New York, Sept. 17, 1917. 
J OBBERS are buying more freely, but evidently are 

not anticipating much. Their program seems to be 

more to cover wants for about 90 days ahead, except on 
seasonable goods. The opinion is also expressed that 
purchases are about 70 per cent of a year ago, as nearly 
as such figures can be roughly estimated, some placing 
it at 60 to 70 per cent of former orders. 

It must not be overlooked in this connection, however, 
that the National Government is constantly coming into 
the market for increasingly large amounts of merchan- 
dise. The present predicted cost of the war to the 
United States the coming year is placed by the Chair- 
man of the Appropriations Committee, House of Repre- 
sentatives, at $18,000,000,000, or approximately the 
total value, real and personal, of the entire United 
States in 1850, according to the census of that year. 

Representative jobbers in this territory say there is 
every reason to expect a good fall business. It is be- 
lieved from the present outlook that goods as a general 
rule are not likely to advance much, if any. The future, 
of course, may modify conditions any time. 

September business, according to various jobbing 
authorities, is coming in well, especially since the be- 
ginning of September. Some jobbers say they have all 
the business they can handle. Merchants should bear 
in mind that even if goods are high they must keep 
fairly well balanced stocks of standard goods if they 
expect to fill orders and meet competition. 

While Government disbursements for merchandise 
and wages may go through certain channels at first 
such money inevitably flows in wide directions in no 
way directly concerned with munitions or war sup- 
plies of any kind. 

The demand seems to be normal outside of the build- 
ing field, which is estimated to be off about one-third. 
Much of the mechanics’ tool trade has shifted into 
lines imperatively required for Government work, so 
that what has decreased in one direction is often 
largely compensated for elsewhere in the building of 
cantonments, ships and all the innumerable purposes 
of a huge program. 

With the coming of September there is the usual 
flow of population back from the country to city. 
This will help the trade of city merchants. 

Collections are considered very good for this time 
of the year. 

BuILpers’ HARDWARE.—The Sharon Hardware Mfg. 
Company, Sharon, Pa., has withdrawn all quotations 
on builders’ hardware and, for the present at least, 
has discontinued using a general price list, quoting 
individual items on application. 

NAVAL SToRES.—There has been a firmer tendency in 
prices for rosin in this territory, harmonizing with the 
situation in primary markets. This is attributed to ad- 
ditional bidding for foreign trade. 


Turpentine, in yard, is steadier on a basis of 43% to 44c. 
per gal. 

Rosin, in yard, common to good strained, on the basis of 
280 Ib. per bbl. is $6.10, and D grade, $6.15 to $6.20 per bbl. 


LINSEED O1L.—The buying demand for linseed oil 
is practically at a standstill, according to leading 
crushers. This condition is extremely disappointing to 
producers of linseed oil. The sloughing off in prices 
is attributed solely to the absence of buying orders. 
Owing to the close approach of the time for customary 
fall business in the output of linseed oil the price- 
making feature of the present market denotes a lack 
of confidence in anything like a good autumn trade. 


Linseed oil, city brands, card rates, is $1.22 in 5 or more 
bbl. and in less than 5 bbl. $1.23 per gal. 

State and western oil, raw, ranges from $1.17 to $1.20 per 
gal. according to seller and quantity. 

Rore.—Leading rope makers say business is very 
good and that they cannot produce the goods fast 


enough for reasonably good deliveries. The same old 
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story is repeated about “not being able to take on any 
new customers, but always trying, as well as circum- 
stances permit, to please old friends, yet experiencing 
considerable trouble in doing that.” Harbor and marine 
trade is very good. When the National Government 
took over a considerable number of steamers of some 
of the steamship lines, including Clyde Line, Mallory 
Line and United Fruit Company, for Government pur- 
poses, the authorities naturally became purchasers of 
cordage for use on these boats, but the really big busi- 
ness for the new merchant marine and naval vessels 
of new construction has hardly found its stride yet. 
Tent rope demand for the Army is very keen. Export 
trade in rope is quiet. 


Manila rope, first quality, is 3lc.; second quality, 30c.; and 


third quality, 26c. base per Ib. Sisal rope is, first quality, 
22c.; second quality, 20c. base per lb. Hay, hide and bale 
rope, best quality, is 22\%4c. and lath rope is 22c, base Ib. 


RUBBER TIRES AND TUBES.—The Mason Tire & Rub- 
ber Company, Kent, Ohio, issued under date of Sept. 4 
a revised price list containing new and advanced prices 
on these goods. They explain that because of unwill- 
ingness to lower the quality of this product, and to 
maintain a high standard, there has been an increase of 
10 per cent on former prices. 


TIRE CHAINS AND FAN BELTS.—The Woodworth Mfg. 
Corporation, Niagara Falls, N. Y., quotes Easyon Pneu- 
matic Tire Chains as follows: 

Small size, fits 3-344-in. tires, per set, $3; medium size, fits 
4-4%-in. tires, $3.75, and large size fitting 5-544-in. tires, 
$4.50 per set. Woodworth No-Stretch Fan Belts for 1916 
Ford cars are 22c. and for 1917 Fords 24c. each. 

TRAPS.—Current prices of the Oneida Community, 
Ltd., Lititz Department, Oneida, N. Y., on mouse and 
rat traps are as follows per dozen, viz.: 

Victor mouse, 17c.; Victor rat, 75c.; Official mouse, 30c. ; 
Official rat $1; Hold Fast mouse, 17c.; Hold Fast rat, 75c; 
Tin Choker mouse, five hole, 80c. ; Wood Choker mouse, four 
hole, 80c.; End O'Mice, per thousand, $7.50; Victor mouse, 
per bu., 2% gro., $4.60; Victor rat, per bu., 41/6 doz., $3. 
Combination bushel basket containing 1% gro. Victor or Hold 
Fast mouse traps and 21/6 doz. rat traps with tripod display 
stand, per bu. are $4.50. 

WINnpDow GLAss.—The trade in window glass is ex- 
tremely slow, much slower than a year ago. August 
business likewise has shown a greater falling off than 
was true for the same interval in 1916. The decrease 
in, building construction, due to high material and labor 
prices and difficulties in getting both, largely affects 
this line. We have been told of a man who planned a 
house for himself two years ago at a cost of $15,000. 
Illness prevented building and after the lapse of two 
years recent estimates make the same structure cost 
$23,000. He is not going ahead with the house at 
present. 

It has been the custom with some corporations to 
make a contract for glass to cover their wants for a 
year, specifying a certain quantity of glass in thou- 
sands of boxes, but men in the trade have commonly 
declined to follow past practice because of the great 
risk involved. 

The time for starting fires in glass production and 
the determination of a new rate scale have not yet been 
announced. 

Window glass prices are as follows: On A and B qualities, 
single and double thick, all brackets, 85 p nt cent discount. 
On AA picture glass the discount ranges from eee to 80 and 
10 per cent from the jobbers’ list of March 1, 191 

WirE NAILs.—Jobbers are getting seiieptinitbiiate little 
in the way of supplies from mills. Demand in this 
territory is practically on the same basis as for several 
weeks past. Distributors are maintaining fair working 
assortments so far as possible. 

Wire nails, in store, are still $4, and carted by the jobber 
$4.05 base, per keg. 

Cut NAILs.—Jobbers have better stocks of cut nails, 
but the demand is very light. In export business there 
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are a few inquiries, but in volume they do not amount to 


-much. 

Cut nails, in store, are $4.85, aay carted by the jobber in 

carting limits $4.90 base, per keg 
ScyTHES.—The North Wome Tool Company, Hallo- 
well, Me., quotes scythes as follows: 

Plain grass, cutting edge polished, $11 to $11.50; clipper, 
No. 2 finish, $12 to $12.50; solid steel, web and backs pol- 
ished, $13 to $13.50; bush, weed and bramble, painted, $12.50 
to $13.50; grain, painted, at edge polished, $14 to $14.50, 
and clipper grain, bronze web, $14.50 to $15 per doz. 

Other goods are as follows: Little oo grass, yn to 
$13.50; Little Giant bush and weed, $13.25 to $13.75; Aroos- 
took, BeVeBe and Puritan brands same prices as Little 
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Office of HARDWARE AGE, 
Chicago, Sept. 15, 1917. 

THE volume of trade during the past week has been 

very satisfactory, according to reports from job- 
bers and dealers. Dealers have been in the market 
for repeat orders on seasonable goods, such as stove 
pipe, stove board, elbows, etc. Manufacturers’ records 
show a falling off in orders. This is accounted for by 
the fact that the jobber is reducing his stock which 
had become above normal, due to shipments from fac- 
tories which have been cleaning up their back orders 
during the past month. 

Factories have been able to get better deliveries on 
raw material and with the transportation facilities 
improved they have been able to about meet the demand. 
Especially is this true among builders’ hardware manu- 
facturers, who, with few exceptions, are now able to 
make immediate deliveries on almost any item. They 
have been able to accumulate a stock of rim locks and 
knobs, something unusual in the last three years. 

Collections are reported fair. Dealers as well as 
jobbers are optimistic as to fall business. Few changes 
in prices have been recorded the past week. The mar- 
ket remains firm. 


ScaLEs.—A general advance on scales took place this 
last week. Jobbers report that sales are good, especial- 
ly on the spring balance type. 

We quote from jobbers’ stocks, f.o.b. Chicago: Family 
scales without scoop, $1.75 each; family scales with scoop. 
$1.95 each; spring balance, 25 Ib., $3.75 per doz.; 50 Ib., 
$7.50 per doz. 

Stove Boarps.—Dealers who overlooked placing their 
orders for stove board early in the season are doing so 
now with a vengeance. Jobbers are having trouble fill- 
ing orders, as the demand for boards last week has been 
away beyond expectations. 

We quote from jobbers’ stocks. f.0.b. Chicago, in broken 
case lots: Crystal stove board, 24-in. x 24-in., $8.35 per doz. ; 
30-in. x 30-in., $13.80 per doz.; 36-in. x 36-in., $20.30 per doz. 

PAINT BRUSHES.—An advance in paint brushes was 
reported this week. Stocks are fair for this time of 
the year. Sales reported are satisfactory. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 18 paint 
brush, 3-in., $6.60 per doz.; No. 18, 4-in., $11.70 per doz.; 
No. 18, 5-in., $18.70 per doz. Varnish brushes, 2-0, $4.15 
per doz. ; 3-0, $4.70 per doz. ; 4-0, $5.65 per doz. 

STEEL SHEETS.—Jobbers report that they have re- 
ceived some satisfactory shipments the past week and 
that the situation is gradually adjusting itself to a 
more satisfactory basis. Prices remain firm and stocks 
are in better condition right now than they have been 
for some time. 


uote from jobbers’ stocks, f.o.b. 
vennhel sheets, $11 to $11.50 per 100 Ib.; 
$9 w e210 per 100 lb.; No 10 blue annealed, 
100 Ib. 


Chicago: 28-gage gal- 
28-gage black sheets, 
$9.55 to $10 per 


GARDEN TOOLS.—Jobbers’ traveling salesmen report 
that dealers throughout the country are taking an 
optimistic view of prospects in garden tools and that 
the orders placed for spring shipment are satisfactory. 
There has been no change in price and the market re- 
mains firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
Manure forks, best grade long handled, four tines, with 
plain ferule, $9 per doz.; with strap ferule, $10 per doz. ; five- 
tine forks, anny ferule, $11.60 per doz. ; 4 ferule, $12.50 
Bt. doz.; long handled, six-tine forks, wit plain ferule, 

3.40 per doz.; strap ferule, $14.35 per doz. ; No. 2 Green- 
leaf facts shovels, $9.75 per doz. ; Midlothian seconds, $9 
per doz.; best grade, four-tine spadin forks, $9.90 per doz. : 
h., $3.40 
wire lawn 


pony ‘grade, $7.25 per doz.; malleable rakes, 14- 
0z.; steel bow rakes, 14- ‘in, $ 


$6.05 per doz. ; 
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Giant; Black Diamond, grass, $12 to $12.50; Black Diamond, 
bush and weed, $12.25 to $12.75, with Swift Cutter same 
prices as for Black Diamond. 


SHoTt.—The United Lead Company, 111 Broadway, 
New York, effective from Sept. 14, quotes reduced price 
as follows: 


Drop shot, all in 25-lb. bags. sizes smaller than B, $2.70; 
drop shot, B and larger sizes, $2.95; chilled shot, $3.20, and 
dust shot, $3.20 per bag. In 5-lb. bags the prices are respec- 
tively 60, 65 and 70c. On the bag shot there is the usual 
allowance of 10c. per bag on large bags and 2c. per bag on 
the small bags if taken in quantities of 1 ton and upward. 
joy Scout air rifle shot, 100 tubes to the box, for jobbing 
trade, is $3.90 and retail trade $4.40 per case. 


20 teeth, 
$8.25 per 
ladies’ 


rakes, 24 teeth, $5.50 per doz.; wood lawn rakes, 
$3.7 75 per doz.; standard garden hoes, best grade, 
doz., cheap hoes and riveted handles, $3.10 per doz : 
hoes, $4.80 per doz. 

BuILDING Paper.—Sales of building paper are re- 
ported light. Stocks are ample to fill all orders and 
prices remain the same as last reported. 

Red rosin sheathing paper, at 62¢ 
lb. rolls at 77c. per roll, and at 9$3c 

WHITE Leap.—There has been no change in the price 
of white lead since last reported. Sales are below nor- 
mal owing to slack building activity. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
white lead, in 100-Ib. lots, $13.25 per 100 Ib. 

GuLass.—£ales on glass are confined mostly to repair 
work. Jobbers’ stocks are ample to take care of the 
regular line of trade. Prices remain firm. 

We quote from jobbers’ stocks as follows: Single strength 
A, first 3 brackets to 40-in., 86 per cent off; all sizes over 
40-in., 85 per cent off; all sizes of double strength AA, 86 
per cent off. 

SAND PaPeR.—There has been an unusual demand for 
sand paper from the factory district. Jobbers’ stocks 
are good and prices remain firm. 

No. 1 sand paper, best grade, $6 per ream; 
$5.40 per ream. 

SoLpER.—The demand for solder improved this last 
week. Jobbers’ stocks are still fair and prices remain 
firm. 

Warranted half and half solder, 4lc. 
bers’ solder, 39c. per Ib. 

APPLE PARERS.—Jobbers report that sales the past 
week were a little better than the week before but that 
the demand for apple parers this year is light. Prices 
on Goodell’s White Mountain have been reduced. 


78, $9.60 per doz.; Goodell’s White Mountain, 
Goodell’s Turntable, $8 per dozen 


per roll; 25- 
per roll 


20-ib. rolls, 
30-Ib. rolls 


Carter's 


cheaper grade, 


per Ib.; No. 1 plum- 


Reading No. 
$5.75 per dozen. ; 

Rope.—There is a rumor that the first of next month 
an advance of %c. per Ib? on sisal rope will be an- 
nounced. Manufacturers report that sales are light, 
but that this is an off time of the year for them and 
conditions are about normal. Stocks are fair. 


We quote to retailers, f.o.b. Chicago, as follows: No. 1 
Manila — 31 4c per ib. base; No. 2 Manila rope, 30%%%c 


per lb. base; No. 3 Manila rope, 26 We. per Ib. base ; Sisal rope, 
yy to stock on hand, No. 1, 22%c. per Ib. ; No. 2, 20%c 
per 


POULTRY NETTING.—Jobbers report that the dealers 
have been placing good orders for spring shipment on 
poultry netting. There has been some misunderstand- 
ing about prices on account of the new list, which quotes 
on netting by the roll instead of by the square foot. 
Jobbers are selling this netting strictly according to 
the new list and all prices by the square foot have 
been withdrawn. 


We quote from jobbers’ stocks f.o.b. Chicago: Discount of 
45 per cent on galvanized after weaving and discount of 50 
per cent on galvanized before weaving from the new bale 
list price. 


TacKs.—Sales of tacks have been satisfactory. Fur- 
niture manufacturers have been placing large orders 
Jobbers report stocks are about normal. 


Upholsterers’ tacks, 6 oz., 25-Ib 
posters’ tacks, 6 oz., 25-lb. boxes, 


SasH Corp.—Sales on sash cord have been light. 
Jobbers have good stocks on hand and prices remain 
the same as last reported. 


We quote from jobbers’ stocks, f.o0.b. Chicago: Common 
sash cord, No. 8, $10.55 per doz.; No. 7, $9.70 per doz. hanks. 


Bars WIRE.—Orders for barb wire have been coming 
in at an unusual rate. Jobbers’ stocks are below nor- 


boxes, 17c 
1644c. per Ib 


per Ib.; bill 
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mal. Prices remain firm and while shipments from the 
factory have improved over those of a few weeks ago 
the demand has so increased that the jobber finds it 
difficult to keep his stock up to normal. 

We quote from jobbers’ stocks, f.o.b Chicago, as follows: 
Painted barb wire, in less than carload lots, $4.10 per 100 
Ib.; galvanized, $4.80 per 100 Ib. 

SasH WEIGHTsS.—The demand for sash weights is 
below normal and manufacturers are accumulating 
stocks. All orders are being filled promptly. 


We quote from jobbers’ stocks, f.o.b. Chicago: 
sash weights, $40 per ton; 


In ton lots, 
in smaller lots, $41 per ton. 

PAINTS.—Paint sales continue normal with sales con- 
fined mostly to the small towns. Little paint is being 
used in the cities, apparently, except for repainting. 

No. 1 house paint, $2.80 per gal. ; 
gal.; third grade, $1.50 per gal 

Stove Pipe, ELsows aNnp DampPers.—The cold 
weather has increased the demand for stove pipe elbows 
and dampers. Jobbers report that dealers have been 
in the market for additional assortments and that their 
sales are up to expectations. 


We quote from jobbers’ stocks, f.o.b. ¢ *hicago, as follows: 
Peerless X, blued stovepipe, nested, 6 in., $17.75 per hundred ; 
6-in. blued corrugated elbows, $2.20 per doz.; adjustable, 
$1.90 per doz. , 6-in. dampers, regular, 90c. per doz 


second grade, $2.25 per 


GALVANIZED PAILs.—There seems to be no decrease in 
the demand for galvanized pails. Jobbers report that 
their stocks are below normal and sales continue good. 

Jobbers are quoting the common pails as follows: 10 qt., 
$3.40 per doz.; 12 qt., $3.75 per doz.; 14 qt., $4.10 per doz 
Standard galvanized stock pails, 14 qt., $5.95 per doz.; 16 
qt., $6.50 per doz.; 18 qt., $7.70 per doz. ; 20-qt., $8.75 per doz 

STANDARD Dry MEASURES.—There has been no change 
in prices of standard dry measures since last week. 

Galvanized dry measures, in nests containing one each of 
following sizes: 1 qt.. 4% peck, '% peck and % bu., $26.30 per 
doz. nests. 

WRAPPING TWINE.—The sales of wrapping twine for 
the past week have been satisfactory. The market re- 
mains firm and stocks are about normal. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows 

-Ib. cones, 4-ply, medium grade, $1.20 each; balls 4-ply, in 
eth, sacks, $2.50 each : heavy jute twine, %-lb. balls, $1. 45 
per doz. 

Kraut CuTTers.—The demand for kraut cutters 
continues good. Jobbers have been able to fill dealers’ 
orders promptly. Jobbers received shipments last week 
which replenished their stocks so that they can make 
immediate deliveries of all sizes. 

We quote on a standard type, from jobbers’ stocks, f.o.b. 
Chicago, as follows: 2-knife, 8 x 24, $11.20 per doz.; 3-knife, 
8 x 24, $13 per doz.; 9 x 30, $19.75 per doz.; 12 x 36, $38.40 
per doz. 

Foop AND VEGETABLE SLIcERS.—There has been an 
unusual demand for food and vegetable slicers. Owing 
to shortage jobbers have been obliged to advance their 
prices. 

We quote f.o.b Chicago from jobbers’ stock No. 
vegetable slicer $20 per dozen. 

PITCHER Spout Pumps.—Sales continue satisfactory 
and jobbers’ stocks normal. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 pitcher spout pumps, $1.55; No. 2 pitcher spout pumps, 
$1.65. 

WHEELBARROWS.—Sales of wheelbarrows the past 
week have not been up to those of the week before. 
Jobbers report that they are receiving satisfactory ship- 
ments from manufacturers and are able to fill all orders 
promptly. 

To retailers, f.o.b. Chicago, No. 2 common bolted wood 
barrows, $22.50 per doz.; No. 4, tubular barrows, $72 per doz. ; 


angle steel leg garden barrows, No. 15, $36 per doz.; No 6. 
$45 per doz. 


5 food and 


PuTTY AND GLAZIERS’ PoINTs.—Sales of these items 
are light and confined largely to repair work. Jobbers 
are able to fill all orders promptly. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 

ag | in 100-lb. kits, $3.35; gid points, No. 1, large, 

2, medium and No. 3, small, 1 doz., ina package, 60c. per 
an. packages. 


CoMMON Woop FaAucets.—Normal sales of wood 
faucets are reported. Jobbers say they have been able 
to make immediate shipments to dealers. Prices re- 
main firm. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Common wood faucets, No. 2, 75 < . on doz.; No. 3, 90c. per 
ace. No. 4, $1 per doz.; No. 5, $ per doz.; No 6, $2 per 

Oz. 


GRAIN BASKETS.—The continued demand for grain 
baskets has made it almost impossible for jobbers to 
keep their stocks up to normal. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
Wood stave grain baskets, with galvanized iron hoops, best 
grade, %-bu. size, $3.90 per doz.; 1-bu. size; $4.50 per doz. 
1%-bu. size, $6.20 per doz. Galvanized grain baskets, best 
me %-bu., $6.95 per doz.; 1-bu., $9.75 per doz.; 11%-hu., 

. 

TIN Pwate.—Stocks of tin plate are light and the 
demand continues and prices remain firm. Deliveries 
from the mill are slow and unsatisfactory. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
20 x 28 1C tin, 200-lb boxes, at $24. A better grade, 214-Ib 
boxes at $29. 20 x 28 IX tin plate, cheaper grade, at $26.75 
better grade, 270-lb. boxes, at $28.00. 20-lb. coating, Ameri 
can A old style, at $26.75. 

FILeEs.—Sales of files are mostly confined to manu- 
facturing districts. Stocks are below normal, sales are 
satisfactory and prices are firm 

Nicholson files, 50-10-2144 ; New American, 60-7% ; Disston 
50-10-5; Black Diamond, "50-10. 

NUTS AND BoLts.—Good sales of nuts and bolts are 
reported from the manufacturing and rural districts. 
City sales have fallen off. Prices remain firm and 
stocks are about normal. 

We quote to retailers, f.0.b. Chicago, from jobbers’ stocks 
as follows: Machine bolts, up to % x 4 in., 40-10 per cent dis- 
count; larger sizes, 30 per cent discount; carriage bolts, up to 
% x 6 in., 40 per cent discount; larger sizes, 25 per cent dis- 
count; hot pressed nuts, square, $2.60, and hexagon, $2.60 off 
per 100 Ib. Lag screws, 45 per cent discount. 

PLATES AND Bars.—Hesitancy in placing orders for 
plates and bars has been noted, as it is expected that 
the government will fix the price on these items very 
shortly. Until this price has been established no large 
orders will be placed. Stocks are light and prices re- 
main firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, on soft steel 
bars, $4.50 per 100 Ib.; bar iron, from $4.50 to $5 per 100 Ib 
Plates at $10 per 100 Ib. 

ScrEws.—The demand for screws has been good. 
Jobbers’ stocks are well assorted and shipments from 
the manufacturers are reported satisfactory. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Flat head, bright screws, 70-10-10; round head blued, 65-10- 
10; flat head brass, 42%4-10-5; round head brass, 40-10-5 

WRAPPING PAPER.—The wrapping paper market is 
unsteady and prices are liable to fluctuate any time. 
Stocks are below normal. 

We quote krafts wrapping paper, 12c. per Ib.; express 
wrapping paper, 9144c. per Ib. 

EAVES TROUGH AND GUTTER Pi1peE.—Sales of eaves 
trough and gutter pipe remain about the same as last 
reported. Jobbers have let their stocks run down and 
orders being placed with the manufacturers are light. 
Prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
2¢-gage eaves trough, 5-in., $9.50 per 100 ft.; 29-gage, $7.60 
per 100 ft.; 3-in. conductor pipe, 26-gage, $11 per 100 ft.; 
29-gage, $8.25 per 100 ft. 

WIRE NAILS.—No change is reported in the nail situ- 
ation. Jobbers report a fair stock on hand and that 
while they have never had enough nails to complete all 
back orders the situation is adjusting itself very satis- 
factory. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
C ommon wire nails, $3.95 per keg base; cement coated nails, 
$4.25 per keg base. 

WIRE CLOTH.—Prices for 1918 are expected the last 
of October and while no definite prices have been 
handed out it is expected the new prices will be well 
over the $2 mark. 

We quote from jobbers’ stocks only f.o.b. Chicago as follows: 


Black Galvanized 
Pe EN Voce vecipeadesenente een $1.90 $2.45 per 100 ft. 
SN 55h hde-s se nae sauce £4 Shut 2.95 3.35 per 100 4 - (3 
ce ey SRE POE vs a ee wee fi) 4.25 per 100 sq. ft. 


LINSEED O1L.—There has been no change in linseed 
oil prices since last week. Orders are being filled 
promptly for any reasonable quantity. 


We quote to retailers, f.o.b. Chicago: 
process linseed oil in carload lots, raw, $1.1 
$1.19 per gal. In single barrel lots, an Le per gal. ; 
boiled, $1.24 per gal. 


feng A pure, old 
1. Boiled, 


O1Ls.—Wholesale prices for single barrel lots are 
quoted in the Chicago market as follows: 


Gasoline, 21c. — gal.; naphtha, 20%4c. r turpen- 
tine, $e. y denatured alcohol, Fg Bt gal; ‘ood 
alcohol, ox AM, 
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PITTSBURGH 


Office of HARDWARE AGz, 
Pittsburgh, Sept. 18, 1917. 
NSTEAD of clearing up, it may be said that the sit- 
uation as to prices to be set on steel products by 
the Government seems to be more complicated than 
ever. It is evident that the Government has found the 
task of arriving at costs of making steel and other 
products much greater than was expected. Only re- 
cently more requests went out from the Government to 
the mills, asking for additional information. It is not 
known when the Government will announce its prices 
on steel products. While they are expected at any time 
they may not come for several weeks. The Entenie 
Allies are getting impatient over the delay and have 
again started active negotiations with the mills for 
steel, instead of waiting to place their orders through 
the War Industries Board. In the meantime all steel 
business lags, and the situation is duller than +t any 
time in several years. Were it not for the fact 
that the Government is buying freely, the amount of 
new business being placed with the mills would be prac- 
tically negligible. 

The Government has been a frequent heavy buyer of 
plates, sheets, pipe, rivets and bolts, and in addition has 
bought many thousands of tons of steel rails and other 
equipment to go to France. Late last week the Govern- 
ment, through the sub-committee on tubular products, 
placed about 7000 tons of pipe with the different 
makers, some of it for cantonments and some to go to 
France for American war work in that country. 

It is now believed the United States Steel Corpora- 
tion will be called on to furnish to our Government very 
much larger quantities of shell steel than was originally 
expected. In fact the two leading requirements of the 
Government will be for shell steel and steel plates, and 
it is going to tax the mills to the utmost to fill Govern- 
ment orders promptly, and take care of domestic de- 
mands at the same time. 

Early in October the Carnegie Steel Co. will start a 
large new plate mill it is building near its Homestead 
Steel Works, that will have a capacity of about 2500 
tons of plates per month. Other new plate capacity 
will come in the market early in 1918. The Brier Hill! 
Steel Co. is building two large plate mills, and the 
Youngstown Sheet & Tube Co. one large plate mill at 
Youngstown. All three mills are to be ready early next 
year, and they will have a monthly capacity of close to 
50,000 tons of plates per month. 

Last week the Government placed contracts with the 
Blaw-Knox Company of Pittsburgh for 100 steel build- 
ings to be fabricated and then shipped and erected in 
France. Very heavy orders are in the market for 
plates, structural shapes and steel bars for new boats 
to be built by the Government. Orders are already 
placed with the Blaw-Knox Company for 11,000 tons of 
steel, and this quantity will be more than doubled when 
the other orders come out. 

During the depression in new buying for the last six 
weeks prices have held fairly steady, with the exception 
of soft billets and sheet bars, which have declined $30 
per ton or more from the highest point reached. Some 
months ago there were sales of soft Bessemer and open- 
hearth billets at $100 to $105 for quick shipment, but 
lately there have been sales of soft Bessemer and open- 
hearth billets for prompt delivery at $70 to $75, and 
even $65 is reliably reported. There has also been a 
decline in prices of bars and plates, and to some extent 
in sheets. Steel bars have sold at 4c. for delivery over 
the last quarter of this year, and at 3.50c. Pittsburgh, 
for delivery in first half of 1918. 

The fact has just been made public that in July the 
Government placed orders for 15,000 tons of furnace 
and foundry coke at the price of $3 for furnace and 
$3.50 for foundry. These orders were distributed 
among the larger coke operators, but so far only part 
of the coke has been shipped out. It is expected that 
the Government will shortly fix prices on furnace and 
foundry coke as it did recently in coal. 

General conditions in the hardware trade show no 


important changes over those noted in this report for 
some months past. Local jobbers report there is still 
some delay in getting shipments on certain kinds of 
goods, but that on other grades shipments are being 
made more promptly than for some time. There is a 
feeling among some jobbers that prices have certainly 
reached the crest, and there is no incentive to load up 
too far ahead on some goods, especially sheets, bars, 
wire and wire nails, and other forms of the heavier 
products. 

Price advances are not nearly so frequent as some 
time ago, in fact there have been very few advances in 
prices for the past several weeks. The volume of hard- 
ware business is not as large as expected at this time, 
retailers showing inclination to buy in smaller lots, in 
view of a probable readjustment of prices to a lower 
basis. The tightening up of the money market is 
noticeable, but it is believed this is only temporary. 
Traveling men on the road report general conditions 
good, and with the outlook for heavy crops there is 
bound to be an active hardware business this fall and 
winter. 


WirE Propucts.—The domestic demand for wire 
nails and wire is dull, and mills report that specifica- 
tions against contract placed some time ago are not 
coming in very freely. The Government is still the 
largest individual buyer of wire nails, having placed 
last week 13,000 kegs more at the price of $3.20 base, 
per keg, this having been the price of the American 
Steel & Wire Co. for some months. It is 80c. per keg 
less than has been quoted for some time by the inde- 
pendent mills. As noted, few nails and wire were sold 
at the $4 price for nails and $4.05 price for wire, the 
independent mills running mostly on the basis of $3.50 
for wire nails and $3.55 for bright basic wire. It is 
believed that within a short time prices of nails and 
wire of the independent mills and the American Steel & 
Wire Co., will be on the same basis. This will probably 
come about by a reduction in price by the independent 
mills. Independent mills continue to quote as follows: 


Wire nails, $4 base per keg: galvanized, 1 in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1 in., $2.50 Bright 
basic wire is $4.05 per 100 Ib.; annealed fence wire, Nos. 6 
to 9, $3.95; galvanized wire, $4.65; galvanized barb wire 
and fence staples, $4.85; painted barb wire, $4.15; polished 
fence staples, $4.15; cement-coated nails, $3.90 base. these 
prices being subject to the usual advances for the smaller 
trade, all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days. 
y per cent off list for 
and 41 per cent 


Discounts on woven-wire fencing are 43 
carload lots, 42 per cent off for 1900-rod lots 
off for smaller lots, f.o.b. Pittsburgh. 

Cut Naits.—The new demand for cut nails is re- 
ported dull, and specifications against contracts are not 
very active. The consuming trade is looking for a re- 
duction in prices of cut nails at any time. 

We quote cut nails at $4.65 base, per keg, at mill, in car- 
load lots, retailers charging $4.75 to $5 for* small lots from 
store. 

FURNACES.—It is expected that a shortage in natural 
gas will develop during the winter months, and in fact, 
the large gas companies lately have printed advertise- 
ments in the daily papers warning consumers of this 
expected shortage, and asking that they lay in a supply 
of coal to combat it. This has resulted in a very brisk 
demand for coal furnaces, many houses being fitted with 
heating furnaces that will burn gas only. There is also 
a heavy demand for the necessary appliances to change 
gas and coal furnaces over to coal. Concerns that in- 
stall furnaces report they have orders ahead for several 
months, and are working days and nights to keep up. 
Prices on all coal furnaces are very much higher than 
a year ago, and deliveries are hard to obtain. 


Tin PLATE.—Not much new business is noticeable in 
tin plate. Mills are sold up for months ahead and con- 
sumers are covered over this year. The Government is 
still buying fairly large lots of tin plate, and the 
mills are turning out all the bright plate they possibly 
can to take care of the packing of perishable foods. 
There is some export demand but not much attention is 
paid to this, as the mills have not the tin plate to spare. 
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On current demand, from $12 to $15 per base box is be- 
ing obtained for small Jotedmemestock for prompt ship- 
ment, 

The new prices on terne plate, in effect by nearly all the 
mills, are as follows: 8-lb. coating, 200 lb., $16 per package ; 


8-lb. coating I. C., $16.30; 12-Ib. coating, I. C., $17.50; 15-Ib. 


coating, I. C., $18.25; 20-lb. coating, I. C., $19; 25-lb. coating. 
I » $2 


. €., $20; 30-Ib. coating, I. C. 1; 35-lb. coating, I. C., 
$22; 40-lb. coating, I. C., $23 per package, all f.o.b. Pitts- 
burgh, freight added to point of delivery. 

BARN Door HANGERS.—The Coburn Trolley Track 
Mfg. Co., Holyoke, Mass., has made an advance in price 
of barn door hangers and under date of Sept. 15 prices 
on brackets were advanced in some cases nearly 100 
per cent. Difficulty in getting steel and shortage in 
labor are given as the main causes for the advance in 
price. 


SHEETS.—The demand for sheets from domestic cus- 
tomers is dull, being only for small lots for prompt ship- 
ment. The Government is a heavy buyer of sheets and 
lately came in the market for about 11,000 tons of 
Bessemer black sheets, 28-gauge and heavier, most of 
this quantity of sheets being for shipment over, to 
France for the erection of war buildings. Specifications 
against contracts are reported fairly active. Prices 
being charged to the domestic trade in carloads and 
larger lots for such deliveries as the mills can make are 
about as follows: 


Hardware Age 


i 


Nos. 9 and 10 blue annealed sheets are ruling at 8.25c. to 
8.50ce., No. 28 Bessemer black 8.50c. to 9c., and No. 28 gx!- 
carloads 


vanized l0c. to 10.50c. in and ftarger lots to the 
large buyers: For small jots from store the usual discounts 
over these prices are charged. 


WINDOW GLAss.—Manufacturers look for a heavy 
volume of business in window glass during the fall and 
winter months, and advance in price is likely to be given 
out at any time. Materials are reported scarce, and 
there is a great shortage in supply of labor. Nominal 
discounts are now in effect, but they will probably be 
changed shortly to somewhat higher prices. The dis- 
counts follow: 

Single thick, first three brackets, A quality, 84 and 3 pe: 
cent; single thick, first three brackets. H quality, 86 and 5 per 
cent; single thick, larger than the first three brackets, A and 
B quality, 83 and 3 per cent; double thick, all sizes, A quality 
84 and 3 per cent, and double thick, all sizes, B quality, 56 
and 3 per cent discount. 

IRON AND STEEL Bars.—Prices on iron and steel bars 
are softer, and the new demand is only fairly active. 
Some large consumers of steel bars have been covered 
for last quarter at 4c and others have contracted for 
their supply for first half of 1918 on the basis of 3.50c 
at mill. 

We quote steel bars at 4c. to 4.25c., and common iron bars 
at 4.75c. to 5c., f.o.b. at mill. These prices being for carload 
lots to large buyers. Small lots of steel bars from warehouse 


bring 4.50c. to 5c., and iron bars 5c. to 5.50c., and in some 
cases up to 6c. for small lots. 





BOSTON 


Office of HARDWARE AGE, 
Boston, Sept. 15, 1917. 
ETAILERS report that deliveries from the manu- 
facturers are becoming decidedly slower, but that 
deliveries by jobbers are reasonably satisfactory. They 
add that evidently jobbers, by reason of their foresight 
in placing orders in anticipation of fall needs, will con- 
tinue to be the really dependable source of many sup- 
plies. The channels of distribution have always been 
markedly different in New England from those in other 
sections of the country. This has been due to the large 
number of hardware manufacturers in this territory 
and to the fact that the retail trade has been alluring 
to the manufacturers because the short haul and quick 
delivery, together with the larger margin of profit, 
made even the sale of small lots to the retailer satis- 
factory business for both. Whatever ground the jobber 
may have lost he has more than regained during the 
last two years. In addition he has helped the retailer 
secure a large business from the industries. This busi- 
ness formerly went largely direct to the hardware 
manufacturer, but it is probable that the local dealer 
who has push, courtesy and service at his command 
will in the future hold much of this trade. 

The volume of business is little changed. Many lines 
are short and retail stocks are spotty. To some degree 
this is also true of the jobbers. Two reasons for this 
condition are paramount. First, the failure of trans- 
portation facilities and the continuance of embargoes 
which prevents the delivery in due season of goods in 
transit and goods on the maker’s shipping floor. And 
second, the extraordinarily large demands for first one 
item and then another of which neither jobber nor 
retailer has had warning. 

This sporadic demand usually comes as a result of 
some Government activity incident to the war program. 
It is nothing unusual to have one order come to a large 
distributor that will clean out more than the customary 
stock requirement for a month or two. One such order 
for one size of stove bolts this week took all the stock 
of a large jobber. 

Jobbers are receiving liberal orders for both fall and 
spring delivery and are accepting them on items where 
they can protect the retailer against a decline before 
time of delivery. Reports vary widely as to the attitude 
of manufacturers on the question of contracts with a 
protecting clause against price changes, but it appears 
that such contracts are becoming more common. Deal- 
ers are beginning to feel that there will be no break in 
the market, but that a gradual readjustment of prices 





will come about—that the tire of inflation will become 
porous, but will not blow out. The whole business of 
buying and selling is being done on a limited quantity 
basis and to-day only the most immature salesman could 
be persuaded to accept an order which would overstock 
the buyer. 

The campaign for canning the surplus garden and 
orchard products is still on in full force and all goods 
for use in this work are in heavy demand. Heavy frosts 
this week have taken a large toll of New England farm 
products, the corn and vine products being the worst 
sufferers. The loss is so serious that it will have a 
sharp influence on trade in the country districts, as kill- 
ing frosts were almost universal about a month ahead 
of the normal period. Building continues to be slow 
outside of the industrial centers, but the automobile 
lines are selling fast. 


Wire NAILs.—Conditions in the wire nail market are 
unchanged. The regular market price continues un- 
changed and many of the largest distributors are con- 
fining their sales to the supply they receive from the 
American Steel & Wire Co. Some business is being 
done in nails made by the independents at about $4.75, 
base, as the supply of nails that can be sold at the regu- 
lar market is far short of the demand. 

We quote wire nails from jobbers’ stocks, $4 a keg, base. 


Cut NaILs.—Conditions are unchanged as to cut nails. 

We quote cut nails from jobbers’ stocks, $5.60, base; from 
mill in less than carload lots, $5.30, base. 

WINDow GLAss.—There has been no change in the 
quotations for glass, but it is expected another advance 
will follow the opening of the plants which are getting 
ready to resume production. The manufacturers’ stocks 
on most grades are practically depleted. We quote from 
jobbers’ stocks: 


Single A, first three brackets..............2+e00% 85 per cent 
Single B, first three brackets. .. 00... ccescecccete 87 per cent 
Single A, above first three brackets........... *...84 per cent 
Single B, above first three brackets............... 84 per cent 
Dowple A, Gil DTMOKStS. 0... ccc ccccccvesvcvesces 85 per cent 
Double B, all brackets... 12. ccccccccvcccvcvscece 87 per cent 
BE ED onc b.6 bho CEE RRC ee pr Eey cebec ets tras ones 85 per cent 


CHAIN.—Chain is one of the few items of major im- 
portance that have advanced during the week. We 
quote on proof coil self-colored chain from jobbers’ 
stocks: 

3/16 in., $15.10 per 100 Ib.; \% in., $12.55; 5/16 in., $11.55; 
% in., $11; 7/16 in., $10.85; % in, $10.70; % in., $10.60. 
For B B chain add 2c. a lb. to these prices. 

OTHER PrIcE CHANGES.—Some of the advances of 
the week have been: Enterprise Potts Iron, 15c. a set; 
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cobblers’ kits, 10 per cent; Bohannon brass padlocks, 
15 per cent; Millers Falls Star hack saw blades, 20 per 
cent; revolving punches, 20 per cent. Drop shot smaller 





65 





than B has declined 15c. a bag; B and larger has de- 
clined 5c. a bag; buck and dust shot and chilled shot 
have also declined 5c. a bag. 


CINCINNATI 


Office of HARDWARE AGE, 
Cincinnati, Sept. 17, 1917. 

BUSINESS is still quiet both with the city and coun- 

try merchants. Exceptions may be made of those 
merchants who handle mill and factory supplies and 
also those in the country and suburban districts who 
carry stocks of automobile accessories and supplies. A 
recent trip made by a representative of HARDWARE AGE 
to several interior points in southern Indiana discloses 
the fact that the demand for farming implements this 
year was heavier than ever before. Few price changes 
were made early in the year, but later the high cost 
of material forced the manufacturers to announce ad- 
vances all along the line and some implements have been 
sold recently from 70 to 80 per cent above prices made 
early in the spring. Some of these merchants also com- 
plained of the difficulty in following the market and 
they have recently found goods that had been retailed 
from their shelves lower than the wholesale price at the 
time sales were made. 

Jobbers state that they are getting better deliveries 
now from the manufacturers, although frequently there 
are delays attributable largely to the railroads. 


WIRE AND WIRE Goops.—The wholesale price of wire 
nails is $3.90 per keg base; barb wire $5 per 100 lb., 
and screen cloth $2 per 100 sq. ft. Merchants are not 
inclined to stock up heavily, and as a consequence or- 
ders to the wholesale houses are much smaller than 
usual. 


ScrEws.—There is no let-up in the demand for ma- 
chine screws and fairly prompt delivery can be made 
on any sizes or amounts wanted. 

The wholesale quotation on cap screws to-day is 40 per 
cent from list; set screws, 45 per cent and wood screws 70 
and 10 per cent discount. 

Hack Saws.—The discount is unchanged at 10 per 
cent from list. The jobbers report quite a healthy call 
for hack saws from machine shops. 


MACHINE Bo.Lts.—Contracts for the last quarter of 
this year will be made soon, and it is reported that an 
advance is expected. 


TWIN 


Minneapolis and St. Paul, 

Sept. 15, 1917. 

ONDITIONS in the hardware trade remain the same 

as last week. A very serious setback as far as 

crops are concerned, in the form of two severe frosts, 

occurred Sunday and Monday. Final surveys show that 

with warmer weather for a few weeks the corn loss 

will be very low. Home gardeners met with grief. A 

feature of the condition was the immediate and con- 

stant call for corn knives. Spading forks for digging 
potatoes are again to the front. 

The cool weather has stimulated the sales of coal 
hods, coal shovels, ash cans and ash sifters to a marked 
degree. 

Automobile accessories are not selling as rapidly as 
earlier in the season. Some stores are condensing and 
re-arranging this stock, preparatory to giving more 
space to seasonal goods and less to accessories during 
the winter. The sales are still good, however. 

Repair work in the building line seems to have much 
attention. New houses are being built, but not in as 
great a number as usual. Roofings and prepared roof- 
ing shingles are selling fairly well. Better sales are 
reported in the country than in the city. 

Jobbers’ sales show a good increase over last week. 








The jobbers’ discount to the trade on % x 4-in. and smaller 


is 40 and 5 per cent, larger and longer 25 and 5. 

CARRIAGE BoLts.—No change has been made on the 
discount, which is 35 and 5 per cent off list on % x 6- 
in. and smaller, and the larger and longer sizes are 
quoted at 20 and 5 per cent discount. Business is only 
fairly good. 

Stove BoL_ts.—Jobbers quote 60 and 10 per cent off 
list and report a very slow business. 

WASHERS.—Wrought washers are quoted at $3.50 off 
list; cast washers, 5c. a lb. and malleable washers 9c. a 
lb. A continued improvement in the demand is noted. 

RiveTs.—Contracts for rivets have been made for the 
last quarter of this year at the same prices that the 
manufacturers quoted for third quarter shipment. 

The jobbers’ base price to-day is 30 per cent off list 

Fites.—There is no change in the discount, which is 
50 and 10 per cent off list, and business is only fairly 
good. 

Twist DRrILLS.—Orders are coming in quite freely 
from the machine tool builders and the jobbers discount 
is 40 per cent from list on straight and taper shank 
drills; wire gage drills are quoted at 30 per cent off. 

HAND Taps.—Business from the machine shops is 
still very good. 

Hand machine taps up to No. 12 take a discount of 65 per 
cent; No. 14 and larger 45 per cent. 

SasH Corp.—The price is unchanged at 47c. per lb, 
with only few sales reported on account of the slack 
building period. 

RooriINGc.—Business is slowing down considerably, 
but this is a natural condition at this season of the year. 
Building operations have been curtailed to such an ex- 
tent that hardware merchants who handle composition 
roofing are only inclined to buy small stocks for emer- 
gency purposes. 

The following are manufacturers’ prices quoted to jobbers: 








1-ply sanded surface roofing 90c.; 2-ply, $1.15; 3-ply, $1.40 
Rubber roofing, cheaper grade, 1-ply, $1; 2-ply, $1.25; 3-ply 
$1.50. Rubber roofing, better grade, 1-ply, $1.40; 2-ply, $1.70; 
3-ply, $1.90. Sheathing paper, $67 a ton Tarred felt has 


been advanced to $3 per 100 Ib., and tarred slaters’ felt is 
now $1 per roll. 


ITIES 


Practically all the retailers see good fall business 
headed this way and are making every plan to care for 
the customer quickly. 

The range of prices holds about the same as in last 
week’s quotations. 





WIRE NAILS AND Braps.—There is a slight increase 
in the sale of wire nails in a retail way. Sales from 
jobber to retailer continue to be for filling in assort- 
ments and not for stock. Brads are still in demand 
and stocks are broken owing to shortage of material 
from which they are made. 

We quote from local jobbers’ stocks: Standard wire nails 
at $4.10 per keg base. Coated wire nails at $4.10 per keg 
base and brads at 70 per cent from standard lists. 

Wire.—Sales are better on wire. Barbed wire re- 
tail sales have slacked off somewhat, as farmers are 
busy caring for their crops. Reports indicate they are 
not moving grains toward market very heavily at pres- 
ent as they are taking advantage of the present weather 
for fall plowing. Wheat movements are so light as to 
compel the closing of some of the flour mills. 


We quote from local jobbers’ stocks: Galvanized Glidden 
cattle wire at $3.96 per 80-rod spool; galvanized Glidden 
hog wire at $4.12 per 80-rod spool; patented Glidden cattle 
wire at $3.41 per 80-rod spool; patented Glidden hog wire at 
$3.55 per 80-rod spool; No. 9 black annealed smooth wire at 
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$4.05 per cwt.; No. 9 galvanized annealed smooth wire at 


$4.75 per cwt. 
Wire CioTtH.—Sales of wire cloth continue light with 
only an occasional call for anything like a good order. 


We quote from local jobbers’ stocks: 12 mesh black painted 
wire cloth at $2 per 100 sq. ft.; 12 mesh galvanized wire 
cloth at $2.50 per 100 sq. ft.; 14 mesh bronze wire cloth at $10 
per 100 sq. ft. 

Tacks.—Local jobbing houses still quote the same 
tack prices, with sales fair, especially to manufactur- 
ing houses. Stocks are good at present, but factory 
shipments are slow. 

We quote from local jobbers’ stocks: Cut tacks at list, 
plus 10 per cent and wire tacks at list plus 15 per cent. 

Bo._ts.—No change has been made in bolt prices. 
Stocks are good and sales are improving. 


We quote from local jobbers’ stocks as follows: Small 
machine bolts at 40-5 per cent; large machine bolts at 25 
per cent; small carriage bolts at 30-10 per cent; large car- 
riage bolts at 20 per cent; lag screws. gimlet point, 40 per 
cent; stove bolts at 50-10 per cent from standard lists. 


Screws.—Sales continue good with some fairly large 
inquiries from mills and shops. Factory shipments are 
continuing slow. 


We quote from local jobbers’ stocks as follows: Flat head 
bright wood screws at 70-10 per cent; round head blued 
wood screws at 65-10 per cent; flat head brass wood screws 
at 42% per cent; round head brass wood screws at 40 per 
cent; rolled thread iron machine screws, 60 per cent; rolled 
thread brass machine screws, 20 per cent; set screws, 40 per 
— regular cap screws at 33% per cent from standard 
lists. 


SHEETS.—The price of sheets continues firm at last 
quotation. Sales are light with stocks badly broken. 

We quote from local jobbers’ stock: Black sheets at $10.25 
ewt., base and galvanized sheets at $11.75 cwt. base. 

Tin.—No change is recorded in the price of tin and 
the mill supply seems nearly exhausted, some mills hav- 
ing discontinued shipments. Stocks locally are very 


light. 
We quote from local jobbers’ stocks: 20 x 28 IC 8 Ib 
coating tin at $18.75 per box and 20 x 28 old style 8lb., 


coating at $27 per box. 

EAVES TROUGH, CONDUCTOR PIPE AND ELBows.—Sales 
are somewhat improved on this class of goods as re- 
pairs are being made for fall and winter. Prices remain 
unchanged. 

We quote from loca} jobbers’ stocks: Galvanized eaves 
trough at 50-10 per cent crate lots, galvanized conductor 
pipe at 45 per cent, crate lots and galvanized round or cor- 
rugated elbows at 60-10 per cent from list prices. 

STovE PIPE AND ELBows.—Sales of stove pipe and 
elbows continue to improve in a retail way. Stocks with 
jobbers are being drawn on heavily. 

We quote from local jobbers’ stocks: Common 6-in. made 





Fifty Thousand Dollars 
for Defense 


HE Automobile Accessories Jobbers’ Association, 
which was recently indicted by the grand jury 
for alleged restraint of trade, held their semi-annual 
meeting at French Lick Springs, Ind., Sept. 11 to 
14. At this meeting a unanimous vote of confidence 
in Commissioner Webster and the officers of the 
Association was given. It was also voted that $100 
per member be supplied as a defense fund to fight 
the case. This gives, in round numbers, about $50,- 
000 for defense, and the Commissioner was in- 
structed to go ahead and fight the case to a finish. 
It was also announced that James H. Wilkerson, 
former United States District Attorney for the 
Northern District of Illinois, has been engaged as 
counsel for the defense, with the law firm of Wise 
& Thompson, 15 William Street, New York, as 
associate attorneys. The members of the Automo- 
bile Accessories Jobbers’ Association believe that 
they have a perfect case, and that their action since 
organization will be thoroughly vindicated. The 


trial will be watched with great interest by that - 


large portion of the hardware trade engaged in the 
distribution of automobile accessories. 








up stove pipe in crate,lots at 27 cents per length, 6-in. adjust - 
able elbows at $1.75 per dozen and 6-in. corrugated elbows 
at $1.65 per dozen. 

PaPpers.—No further change has been made in paper 
prices. Sales seem slightly better in the city, due to 
repair work, which is being pushed at present. 


We.quote from local jobbers’ stocks: No. 2 Barretts 
tarred felt at $3 per cwt., Barretts threaded felt, 500-ft 
rolls at $1.52 per cwt., and red rosin papers at $58 per to: 
to $62 per ton. 

Wire Rope.—There is scarcely any need to quote on 
this class of goods as the market is practically cleaned 
out on all useful sizes and varieties. Neither of the 
cities here, or Duluth, has any stock left that is worth 
considering. Calls are frequent but the reports are 
that the factories are from three to six months behind 
on orders. 


We quote from local jobbers’ stocks: List plus 10 per cent 
on all except galvanized strand which carries a discount of 
10 per cent from list. 

GuLass.—Old prices are still in force though warnings 
have been received from the Eastern supply sources 
that advances in very substantial form are sure to 
come. Stocks here are sufficient for present needs. 


We quote from local jobbers’ stocks: Single strength 
A grade window glass at 87 per cent first three brackets 
and 85 per cent for remainder. Double strength A grade 
glass at 85 per cent. 

WuiteE Leap.—No change in the price of white lead 
has been made and sales continue to improve slightly. 
Stocks are in good condition, the supply being ample for 
the season’s call. 

We quote from local jobbers’ stocks: White lead in 100 Ib 
kegs at $13.13 per cwt. with the usual differentials for 
quantity. 

TURPENTINE.—Price has advanced slightly this past 
week, with a slight increase in sales. 

We quote from local jobbers’ stocks: Turpentine in barrel 
lots at 50% cents per gallon. 

O1L.—While the price of oil is stationary, the only 
thing that will prevent a decided advance will be small 
sales in a retail way. Sales have improved somewhat. 

We quote from local jobbers’ stocks: Boiled o') at $1.21 
per gallon, barrel lots, and raw oil at $1.20 per gallon barrel 
lots. 

CoaL Hops.—The unusual cold weather has started a 
call for coal hods. Prices are very much higher than 
last spring and the retailer who has carried over a 
stock would do well to check up for present wholesale 
prices. 


We quote from local jobbers’ stocks: Japanned 17-in. open 
hods at $4.50 per dozen. 18-in. at $5 per dozen, galvanized 
open hods, 17-in., at $6.80 per dozen and 18-in. at $7.50 
per dozen. 





Slump in Foreign Commerce 


ASHINGTON, Sept. 11. — A heavy slump in 
both imports and exports was_ recorded 
during the month of July, according to the offi- 
cial statistics of the Department of Commerce. The 
embargo enforced by the Exports Council is un- 
doubtly responsible to a material extent for the de- 
cline in exports, and the details of iron and steel 
shipments for the month will be awaited with un- 
usual interest. 

The imports of merchandise for July, 1917, were 
valued at $226,000,000, a decrease of $81,000,000 
compared with June, the high record month, but a 
gain of $43,000,000 over July, 1916. The imports 
for seven months ending July, 1917, were $1,779,- 
000,000, against $1,469,000,000 in 1916. Free im- 
ports in July, 1917, were $158,000,000, and dutiable 
imports were $1,259,000,000. For twelve months 
ending July, 1917, the imports amounted to $2,703,- 
000,000, against $1,915,000,000 in 1914. Exports of 
merchandise in July, 1917, reached the lowest record 
since February, 1916. For the month of July the 
exports of merchandise amounted to $374,000,000, 
against $575,000,000 in June, 1917, and $445,000,000 
in July, 1916. 
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“Barney” Moore Becomes 


Manufacturers’ Agent 


H. MOORE, former sales 

manager for the Lawson 
Manufacturing Company, Chi- 
cago, Ill., has severed his con- 
nection with that firm to engage 
in business as a manufacturers’ 
representative for the territory 
west of Chicago. 

“Barney,” as he is known to 
his friends, is not a recent acqui- 
sition to the hardware ranks. 
For seven years he was promi- 
nently connected with the Chi- 
cago Spring Butt Company, Chicago, traveling ex- 
tensively in the United States and Canada in the 
territory west of Chicago and Winnipeg. This nat- 
urally led to a wide acquaintanceship with buyers 
of the jobbing and larger retail trade. In October, 
1916, he left the Chicago Spring Butt Company to 
become sales manager for the Lawson Manufactur- 
ing Company, a position which he held with decided 
success until Sept. 1 of this year. 

Mr. Moore’s training has been largely along the 
lines of selling, and his inclinations have always 
tended toward actual field work, rather than the 
office end of the business. It was this inclination 
which finally decided him to give up his position as 
sales manager and again engage actively in sales 
work in the field, a line for which he is admirably 
fitted by reason of his large trade acquaintance 
and his exceptionable ability as a salesman. 

Mr. Moore has established offices at 180 North 
Dearborn Street, Chicago. He expects to handle 
not more than three lines of merchandise, of the 
better grade, putting his entire efforts behind them. 

HARDWARE AGE wishes Mr. Moore every success 
in his new endeavor. 


Goodyear Tire & Rubber, 
. Company Changes 
Managers 


THE Goodyear Tire & Rubber Company, Akron, 
Ohio, is announcing the appointment of man- 
agers in several of its branches, as follows: 

Wade V. Aydelotte, formerly staff man for the 
motor-truck tire department, has been made man- 
ager of the branch at Newark, N. J. 

A. W. Ellis has been transferred from Louisville, 
Ky., to Long Island City, N. Y., as assistant branch 
manager. 

H. F. McClure, formerly general line salesman at 
Louisville, succeeds Mr. Ellis as branch manager 
there. 

H. T. Roseland, formerly manager of the Phoe- 
nix, Ariz., branch, has been appointed manager of 
the branch at El Paso, Tex., succeeding T. J. Fitz- 
gerald, who has been called into the federal service. 

D. W. Sanford, general line salesman at Phoenix, 
becomes acting branch manager there. 





B. H. Moore 
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A. C. Penn Ine. Adds Big 
Pocket Knife Line 


A C. PENN INC., 100 Lafayette Street, New 
* York City, announces that arrangements 
have been completed with the Hollingsworth Knife 
Company of Kane, Pa., by which the entire output 
of that plant will be handled by the big New York 
distributor. H. H. Hollingsworth, president of 
the Hollingsworth Knife Company, is one of the 
most efficient and best-known makers of pocket 
knives in America. His early experience in the 
business was with Dwight Devine & Sons, the 
Ulser Knife Company and later with the Walden 
Knife Company, Walden, N. Y., where through his 
energy and ability Mr. Hollingsworth became gen- 
eral manager. He held this position many years 
and established a most enviable reputation. 
Leaving the Walden Cutlery Company sometime 
ago he purchased the Kane Cutlery Company of 
Kane, Pa., changed the name to the Hollingsworth 
Cutlery Company and instituted some vigorous 
and commendable changes. Made under his per- 
sonal supervision the new Penn line of pocket 
cutlery will undoubtedly be a superior product. 


Toy Association Seeks 
Members 


(THE Toy Manufacturers of the U. S. A. is con- 

ducting a campaign for new members in an ef- 
fort to increase the membership to 100. The lead- 
ing toy manufacturers of the country have been 
invited to join. The following firms have recently 
been elected to membership: John C. Dettra & 
Co., Inc; Oaks, Pa.; Pratt Mfg. Company, Cold- 
water, Mich.; Tinsel Mfg. Company, Milwaukee, 
Wis.; Toy Cannon Works, Bethlehem, Pa.; Upton 
Machine Co., St. Joseph, Mich. 

A report of the first year’s work of the associa- 
tion will be forwarded to any toy manufacturer 
upon request. The work of organizing has been 
carried on successfully. The task ahead is to de- 
velop new activities that will increase the service 
performed at the association headquarters for 
the members and also to extend co-operation to 
toy dealers. The association’s headquarters are 
in the Flatiron Building, New York City, where 
Secretary Fletcher D. Dodge is in charge. 


Standard Stamping Company 
Removes 


THE Standard Stamping Company, formerly of 
Marysville, is sending out notices of removal 
to a new location in Huntington, W. Va. 
The new plant is a thoroughly modern brick 





New Plant of Standard Stamping Company 


and steel building, 110 x 200 ft., two stories, a 
“day-light” plant equipped with every convenience 
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for manufacturing. The location is three acres 
in extent, on the main line of the C. & O. Railway 
in the heart of the city of Huntington. Hunting- 
ton is situated on the banks of the Ohio River, 
about midway between Pittsburgh and Cincinnati, 
at the very base of supplies for coal, natural gas 
and iron. 

The Standard Stamping Company has attained 
some prominence as manufacturer of hardware 
and electrical specialties, among which are “Foun- 
tain” lawn sprinklers, “Standard” spray pumps, 
“Standard” (electric) table stoves, a splendid line 
of gas burners, bond, cash, mail and fishing-tackle 
boxes. 

Because of the better facilities of every kind of- 
forded by the advantages of the new equipment 
and location, the company expects to greatly 
better its service to a large clientele in every 
part of the United States and Canada. 


Hugh Had It Coming 


UGH SHARP has been placed in charge of 

bicycle sales by the Harley-Davidson Motor 
Company, Milwaukee, Wis. He has been with the 
company four years. He has held the position of 
assistant advertising and publicity manager dur- 
ing the past year and previous to that was in 
charge of the research department. 

Mr. Sharp has a great many friends in the 
trade, and no doubt they will be glad to hear of 
his promotion to such an important position. 


A Bit of News 


THE American Brass Foundry Company, Milwau- 
kee, will hereafter be known as The American 
Metal Parts Company. There will be rio change 
in the policy or personnel of the firm, except that S. 
A. Fulton, president of The Fulton Company, Mil- 
waukee, has purchased an interest in the business 
and is now an officer and director of the company. 
The entire sales of American bumpers and other 
products will be handled exclusively by The Fulton 
Company. All sales correspondence, inquiries and 
orders should be directed to The Fulton Company. 
All remittances and correspondence relative to 
accounts should be directed to The American Metal 
Parts Co., 1916 St. Paul Avenue, Milwaukee. 


Opens New Chicago Branch 


HE Mason Tire & Rubber Company, Kent, Ohio, 

has opened a new branch at 2120 Michigan 
Boulevard, Chicago. This new branch office has 
been fitted up so that it is one of the most attractive 
tire salesrooms in Chicago. Marshall Field & Co. 
were awarded the contract for decorating the new 
branch. The floor of the office and salesroom is 
covered with genuine 3/16-in. cork battleship lino- 
leum. The railings and partitions are of golden 
quartered oak, the bottoms of the railings being 
capped with oxidized copper. The walls are fin- 
ished in light ivory egg shell. A large electric sign 
has been placed on the:roof of the new office. 

The first pair of fiber soles to be made by The 
Mason Tire & Rubber Co. has just been completed 
in the experimental laboratory. The factory will 
start manufacturing these fiber soles as soon as the 
equipment can be placed. The new soles have been 
rigidly tested. The company believes it has the 


best line of fiber soles on the market. It is the pur- 
pose of the company to make a high quality sole at a 
reasonable price. 

name of “Masola,”’ 


The new sole will bear the trade 


Hardware Ave 


Brief News Notes 


J. W. FISCHER, sales manager of A. R. Mosler & 
Co., has just returned to New York from Washing- 
ton, D. C., with a record-breaking order from the 
Quartermaster’s Department for an immense quan- 
tity of spark plugs to be used in the trucks, tour- 
ing cars, motorcycles and tractors which are with 
the American army at the front. 


GILLETTE SAFETY RAZOR COMPANY has been rein- 
corporated with capitalization of $6,000,000 five- 
year 6 per cent convertible notes and 190,000 shares 
of capital stock, without par value, on which it is 
intended to inaugurate dividends at annual rate 
of $7. 


THE AMERICAN CHAIN Co. OF VIRGINIA, Norfolk, 
Va., has been incorporated, with a capital of $1,000,- 
000, as a subsidiary of the American Chain Co., 
Bridgeport, Conn. The company has acquired a 
site, and will build a plant to cost about $250,000. 
Tazewell Taylor is president. 


A. SCHOENHUT & Co., Adams Street, Philadel- 
phia, Pa., manufacturers of toys, will build a new 
two-story plant at Venango and Amber Streets. 
Bids for erection are now being taken. Ballinger 
& Perrot, Seventeenth and Arch Streets, are the 
architects. 


THE COLUMBIA FURNITURE Co., Rensselaer, Ind., 
has been incorporated, with $20,000 capital stock, 
to manufacture furniture. The directors are E. N 
and A. M. Loy, Emil Besser, Solon G. Spiegel and 
S. O. Penrod. 


THE SPRING STEEL FENCE Co., Anderson, Ind., 
has been incorporated, with $250,000 capital stock. 
The directors are Henry J. Wiethe, William A. An- 
glemyer, L. Bruce Sherwood, Bert Aldridge and 
John Lauch, Jr. 


THE KLINCH MFc. Co., Boston, Mass., has been 
incorporated, with authorized capital stock of $40,- 
000, to manufacture hardware, metal and wooden- 
ware. Frank S. Elliot is president, and Irvin L. 
Lindabury, Malden, Mass., treasurer. 


THE NEW REMINGTON RIFLE Co., Bridgeport, 
Conn., has been incorporated, with a capital stock 
of $100,000, to manufacture firearms. The incorpo- 
rators are Francis E. Jones and John T. Robinson, 
both of Hartford, and George F. Jebbett of New 
York. 


THE KARMEL MFG. Co., Brooklyn, N. Y., has been 
incorporated, with a nominal capital of $5,000, to 
manufacture metal-ware products. C. Marx and 
C. Karmel, 242 Ainslie Street, are the incorpora- 
tors. 


MILLER Too, & Mra. COMPANY, Detroit, Mich., is 
now established in its new two-story building at 
Sixteenth and Market Streets. In the new quar- 
ters the company has double the amount of space 
for manufacturing purposes. 


THE CLARK Bros. BOLT AND NuT COMPANY, Mill- 
dale, Conn., is building an addition to its plant. 


THE CHARLES T. GULLETTE MOTORS CORPORATION, 
421 West 119th Street, New York City, has been 
incorporated, with a capital stock of $50,000, to 
manufacture automobiles and accessories. L. H. 
Siebel and C. T. and E. T. Gullette are the incor- 
porators. 


THE CLINTON WIRE CLOTH COMPANY, Clinton, 


Mass., will build a brick and reinforced-concrete 
building 58 x 110 ft. 
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Obituary 
A. W. Chapman 


A W. CHAPMAN, head of the 

“Wright Wire Company’s 
New York office, died at his 
home, 582 Marcy Avenue, 
Brooklyn, N. Y., Thursday, 
Sept. 6, in his sixty-seventh 
year. 

Mr. Chapman had an attack of 
apoplexy in July, from the effects 
of which he appeared to be im- 
proving until early in Septem- 
ber, when pneumonia developed 
and finally caused his death a few days later. 

A. W. Chapman was born in East Haddam, Conn., 
Aug. 8, 1851. Having a strong desire to see the 
world he ran away to sea when a mere lad. He 
had visited San Francisco and Hongkong by the 
time he was ten years old. For some years he sailed 
the China seas, up and down the coast, until finally 
before he was twenty-one years old he became cap- 
tain of a vessel. 

He finally returned to the United States in the 
early ’70s, was married in 1875, and in 1881 en- 
tered the employ of the old house of R. H. Allen & 
Co., 195-197 Water Street, New York, now known 
as the J. S. Woodhouse Company, Inc., dealers in 
farm implements, machinery and supplies. 

From R. H. Allen & Co. he entered the employ of 
a firm in Hartford, Conn., and afterward went with 
Bragg & Co., Springfield, Mass. Subsequent busi- 
ness connections were with Parker & Wood, Boston, 
Mass., and Ross Bros., Worcester, Mass., merchants 
who also handled agricultural tools and machinery. 

In 1901 Mr. Chapman, following the death of Mr. 
Howard, late manager of the Clinton Wire Cloth 
Company’s New York office,. became his successor at 
the time the Clinton business was moved across 
town from Beekman Street to 33 Park Place. In 
1908 Mr. Chapman became manager of the New 
York branch of the Wright Wire Company, which 
position he held until he died. 

Mr. Chapman was a 32d degree Mason and a past 
master of Anthon Lodge, 769 F. & A. M. He also 
belonged to the Evening Star Chapter, 225 R. A. M.; 
Brooklyn Council No. 4, R. & S. M.; De Witt Clinton 
Commandery No. 27, K. T.; Kismet Temple A. A. O., 
N. M. S. and Long Island Grotto, No. 44. Other or- 
ganizations to which he belonged were the Wor- 
cester Commercial Travelers’ Association and the 
United Commercial Travelers of America. 

Mr. Chapman was a man of genial and likable 
disposition, always quick to please a customer or 
friend. He was a man of unimpeachable charac- 
ter and of the strictest integrity. 

Mr. Chapman left a widow, two daughters and one 
son, W. A. Chapman, who has long been identified 
with him in the same business as an assistant in 
the New York office. 


William R. Graef 


WILLIAM R. GRAEF, founder of the cutlery firm 
of Graef & Schmidt, New York, long represen- 
tatives in the U. S. A. for J. A. Henckels, Solingen, 
Germany, cutlery manufacturers, died in Cologne, 
Germany, July 5. Mr. Graef had retired from the 
firm of Graef & Schmidt in 1909 and located in 
Cologne, largely because of relatives residing there. 
Mr. Graef was born in 1847 in Germany, and came 
to the United States about 1873-1874. His first em- 
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ployment was with Howard, Sanger & Co., who oc- 
cupied the entire Cary Building, 105-107 Chambers 
Street. The concern did a large wholesale notion 
business, carrying complete lines of cutlery. 

Mr. Graef remained there until he started on the 
road for Peters Bros., a representative cutlery house 
then located on Broadway. In due course he became 
manager for Peters Bros., where he first met his 
future partner, Carl Schmidt (who died severai 
years ago), when he came to this country from Ger- 
many and entered the employ of Peters Bros., where 
he was in the department managed by Mr. Graef. 

These two friends remained with Peters Bros. 
until 1881 when they joined interests and estab- 
lished the cutlery house of Graef & Schmidt, becom- 
ing the sole representatives in the United States for 
J. A. Henckels.:. They were located at 29 Warren 
Street and later. moved to 107 Chambers Street, 
where they have carried on business for twenty 
years. Graef & Schmidt secured the representation 
of Henckels Twin-Brand cutlery, which they widely 
introduced in this country. This trademark was 
granted in 1731 in Solingen. 


CHARLES S. PARSONS, assistant treasurer of the 
Marshall-Wells Hardware Company, Duluth, Minn., 
died at his residence, 2416 East Third Street, re- 
cently, following a six months’ illness. Mr. Parsons 
went to Duluth about 28 years ago, and since that 
time had been with the Chapin Wells Hardware 
Company and the Marshall-Wells Hardware Coiz 
pany, its successor. He is survived by two daugh- 
ters and one son. 


GEORGE N. PopPLeE of Heuvelton, N. Y., well known 
as a hardware merchant, died there recently, aged 
62 years. Mr. Popple was born in Heuvelton, where 
he spent practically his entire life. 

HENRY T. JUBB, proprietor of a hardware store 
at Howell, Mich., died recently, in his fifty-fifth 
year. 

CHARLES L. FISHER, 62 years old, a former hard- 
ware merchant of Fulton, Mo., died recently at his 
home in Long Beach, Cal. He is survived by a 
widow and daughter. 


JOHN S. MALECKI, who was engaged in the hard- 
ware business for many years, died suddenly at his 
home, 1131 Broadway, Buffalo, N. Y., recently. 


HENRY LATHAM, at one time secretary and treas- 
urer of the Interior Hardware Company, Indianapo- 
lis, Ind., died at his home recently, following a brief 
illness, in his seventy-third year. 


IRVING OMAR CONVERSE, who was formerly con- 
nected with the Fitchburg Hardware Company, 
Fitchburg, Mass., died recently of heart disease, 
aged 61 years. 


GEORGE W. ROBERTSON, JR., died at Peekskill, 
N. Y., recently. His father, the late Col. George 
W. Robertson, was one of the founders of the 
Southard-Robertson Company, of which he was a 
director and treasurer. 

WINFIELD Scott DUNHAM, for 40 years in the 
hardware business in Waterville, Me., died recently, 
aged 67 years. 

AUGUST PRUDHON, a retired manufacturer of ag- 
ate ware at Woodhaven, L. I., N. Y., died recently 
at his home in Watchung, N. J., following injuries 
received some time ago. Mr. Prudhon was a veteran 


of the Franco-Prussian War. 

LON WESTON, president of the Tuck Mfg. Co., 
Brockton, Mass., which he founded in 1879, died 
in that city Sept. 5. He was born in Harrison, Me., 
eighty-four years ago, and after being graduated 
from Union College was an instructor in mathe- 
matics and later a civil engineer. 





Publicity for the Retailer 


No. 1—All about duck hunting 

Get Your Gun, Brother, and ER 
Let’s Go After the Ducks—  \ Buck a ae 16 
The Spell of “Fair Week” am 


Is Over the Land—Confi- 
dential Talk on the Im- 
portant Business of Dollar- 
Saving 
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The Popular Conversation These Autumn Mornings 


No. 1 (3 cols. x 16 in.) “Hello, Bill.” “Hello, 
John, fine morning, eh?” 

“Say Bill, I got the old bus ready for the trip. 
Everything’s shipshape and I’ll give you the horn 
before the sun’s up to-morrow. Got all your stuff 
ready, Bill?” 

“Sure, John, guess I have.” 

“Well make certain Bill, got your boots and the 
decoys?” 

“Yep.” 

“Got the lantern and shell box?” 

“You bet.” 

“Got the two caps?” 

“Got ’em yesterday, John.” 

“How about the duck carriers, Bill?” 

“Got them, too. Got everything, John. Spent 
all this afternoon in Jones’ hardware store and I 
didn’t have to move out of the place to get all I 
needed, even down to the duck call.” 

“That so, guess he knows what we fellows need 
on a little shooting trip.” 

“Correct, John, and what’s more he puts the in- 
formation in the paper so you don’t get headed 
in the wrong direction when you start out to fill 
the gaps in your duck shooting trappings.” pn 

“So long, Bill, see you later.” aera fers gene [ Greve Bay Hating Beats 
“So long, John.” <— Oa 

The foregoing is a fairly accurate composite of = or 
the thousands of duck shooting conversations that 
are keeping the wires warm these fall days. Your 
office man has the “trigger itch” and he looks at a : 
bill of lading and sees a Green Bay flat bottom. Razw Blades 
To cut corners and reach the point, he’s shortly Bey oA 
going to put it up to someone to equip him for a aed 
few days of rare sport. — E ie 
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Rartmrraths 44140 
Make sure that the “someone” will be YOU by 
putting an ad in the paper along the lines of this Cee WAI ER 
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Warner effort from Minneapolis. The more you 
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study this ad, the greater will be your conviction 
that it is sure-fire bait for duck plotters. It’s like 
a little encyclopedia telling the amateur what he 
should have and reminding the expert of what he 
hasn’t. There are not many 10c articles in a duck 
shooter’s paraphernalia and a little advertising 
effort along the lines suggested will pay you a 
handsome dividend. Get busy. 


More About Guns and Ducks 


No. 2 (2 cols. x 9 in.) “Let’s Go Shooting.” 
Now, wouldn’t that heading upset your equi- 
librium? Just as you get settled down to work 
some hardware dealer comes along and springs 
that suggestion. The only answer is to tie up 
the time clock, muffle the telephone bell, lock the 
office door and hang up a card, “Out-on Business.” 

“There’s no question that White & Parker, Murdo, 
S. D., ran this ad with malice aforethought. 
They’ve been looking forward to September and 
been planning the deadly work. They have listed 
two popular makes of guns in three models, a lot 


No. 2—Another reminder of seasonable sport 





SHOOTING 


And of course you will go! It 1s the best vacation in the world. 
We have been looking forward to September and are now able to 
MEET YOUR requrrements. 


Winchester and Remmington Repeating 
Shot Guns, 


ee 


$27.90 
32.65 
16.00 


Hammer - 
Hammerless e 


Double. Barrel - 


Shells 

Winchester New Rival - 

Winchester Repeater - 4.40 per 100 

Winchester Leader - 4.90 per 100 
All prices subject to market change. 


We also carry in stock Hunting Coats, Duck aie Decoys, Gun 


Cases and Gan Cleaners and Oil 


$3.40 per 100 


Synopsis of Game Laws 
Season opens Sept. 7. Bag Limit---grouse, 5 in one day, not over 
15 in possession at one time; ducks, 15 in one day, not over 35 in 
possession atone time. 


Resident Hunting Licenses are $1.00, and can be 


procured at our store. 


ey wonag “hea City Onc Ouecceess* 
Ware &Parer dow. @ 
munDO & HARNESS 


——_ 








SO. DAK. 




















of different ammunition and a notice to the effect 
that the store is chock full of apparel for the 
hunter, decoys, calls, gun cases and things that 
you have simply got to take with you or come 
' back with a sad face and a sadder tale. 

Notice the synopsis of game laws and the item 
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about licenses, both mighty good things to in- 
clude in a duck shooting ad. The illustrations, 
shells and gun, are sufficient to trap the unwary 
sport lover. 
Everybody’s Talking “Fair” 

No. 3 (2 cols. x 7 in.) The county fair is the 
rural folk’s “Passing Show of 1917.” Fair week 
abounds in advertising opportunities for the man 


No. 3—Cashing in on the county fair 


FAIR WEEK 


—and then it will not be long until you wili need a heating stove 
—Of course, you will come to our stove department—We offer 


fis The Globe Line of 
Stoves are in a 
Class by Themselves 


—THE NEW GLOBE HOT BLAST 
holds fire over night—Burns the 
smoke, has a heavy reinforced fire 
pot. The New Globe Hot Blast saves 
the purchase price in two years in 
saving you coal. A beautiful, well- 
made stove for any home. NEW 
GLOBE HOT BLASTS at— 


$3 


New Globe Ranges 


—tive comp'ete and lasting ae 


and 
up 


of Globe Ranges. GLOBE RANGES 


$37. 5 and 


THE J. G, DEPREZ 0O. Shelbyville’s Greatest Store 
ees XX sXe 
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who sells hardware. Here’s an ad taken from 
“Dep’s Pep,” that live store paper published by 
the J. G. DePrez Company, Shelbyville, Ind. The 
thought of fair week is interwoven with that of 
stove buying. There is no attempt to cash in fur- 
ther but even this mere mention of the coming 
fair reminds folks that it is time to settle heating 
problems. Fair week is an ideal time to come for- 
ward with special inducements. People are in a 
carefree and happy state of mind and money cir- 
culates with a vigor that gives an added throb to 
the business pulse. The special style of lettering 
makes a good head for this ad and elsewhere in 
their store paper the DePrez Company elaborates 
on this by using a special design depicting famil- 
iar fair events in the form of a top and side border. 

Get a little fair enthusiasm in your ads and it 
will pay you. The text here on the Hot Blast is 
excellent. The September issue of “Pep” is just 
as full of “pep” as ever. The editor of “Pep,” D. 
Wray DePrez, has a happy faculty of putting sub- 
heads on most of his items, even though they 
occupy but a few lines. The effect of this is to 
exactly duplicate the newspaper in attention 
value. A “Pep” page with its many sub-heads at- 
tracts and holds the interest of the reader for it 
requires but little effort to peruse a page so broken 
by display captions. We earnestly recommend the 
system to every store paper editor. Break up 
your text. 

Use short paragraphs where you can but when 
you have an article of more than half-column 
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length open it up and let the daylight in by the 
use of sub-heads. The sub-head megaphones the 
reader. 
Dollars Are Trumps 
No. 4 (2 cols. x 6 in.) Milt Benson is after 
your ear. Just listen a moment and glad tidings 
you'll hear. Yes, sir, Milt is specializing on the 


No. 4—The chief topic is the dollar 





There are several ways 
to make a 


DOLLAR 


I want a chance to ex- 
plain to any prospective 
paint user why I can 
sella 


Guaranteed 
Strictly Pure 


Linseed Oil and Lead 
Paint at the price I know 
will save you money. 


I think it is for your in- 
terest to come in and let 
me figure with you on 
your requirements. 


Double Association Ben- 
efits received on all pay- 
ments on account. 


BENSON, The Paint Man 


SARANAC, MICHIGAN 











dollar in this ad and he is desirous of imparting to 
you just the method by which he corrals them and 
gently slides them into your jeans. Not much 
about paint but a whole lot concerning the con- 
servation of dollars. Dollars are trumps and we 
think Milt has played the ace. There are just 
two things to do with this ad: either pass it up 
or put it up to Milt to make good on the dollar 
stuff. 

And it is our belief that many citizens of Sara- 
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nac asked Milt for further particulars. You are 
looking at an exceptionally well illustrated and 
carefully displayed ad. 


Interesting Store-Paper Items 


No. 5 (11 in. x 14 in.)—Here is a page from the 
Hardware Herald, published monthly by J. S. Rad- 
ford, Newbern, Tenn., and edited by George 0. 
Wilson. In reading over this page note the impor- 
tance of the special articles and the interest that is 
in the personal items concerning store buyers. Also 
note the two display ads with their carefully writ- 
ten copy and neat layouts. This page will serve as 
an excellent guide in store paper editing and we 
recommend that you look it over carefully. 


No. 5—A store paper page that is well balanced 
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Mowing Your Lawn 


with 8 good Lawn Mower, one that rons easily, ts quickly adjusted» 
10 |] tong oF short gram and does not itave ridges oF Uneven petches to seri 
the looks of your lawn, gives pleasure and satisfaction to the use: 


The Mowers Listed Below 


have ail those good points and you are sure to Gnd one in the lot thet 

j- |] suite you The cotting bar on each is of the best crucible steel, of\ ter 

ote pared acid hardened. ts easily adjosted, insures you s sharp Lawn Mower 
Cali and see ous complete line 'of mowers. 





DONT FORGET THE SOY BEAN 

tn view of the uncertain out uleatios 
took with regard to our food eup- 

and the constantly main- | County, 
mugh for } 


fez 
i 


(i 
, 


i 

g 

g 

rf 

E 

£ 
Sie 


oi] 
| 


H 
i 
: 


stn 
ates FE 
Hi 
ial 
ut 


aT 
i 
rift 
il 


if 
r 
i 
Tate 


3 <8 
g 
3 


tT 
of ktit 
Riis 


i 
PY 
f 
§ 
3 





33 


ro 
tf 
i 


a § 
Sis? 











nif 
: 
if 


i 


333.3 
Ut 
al 
i 
HH ‘ 


4 
: 
: 
H 


Far not to love with yer hairy ps 
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- Ner with yer brown gol dratted gna . 
The cheapest thing you can do is] (That peto, yourn) thet chawed my 
to throw them away and get » set . 
of Goodyears ali round, Nat| Mer with the cat, ner with the dogs 
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Webster- Baker ice Co. 
. Our picture framing » 
\ ii ment ie earning ite salt, Mrs. 
\\ Bessie Lyons, Mrs. E. R, Wystt, 
Mise Carolyn Jones, Mra, L. B.! 5 a. Bcobey has ‘purchases 


wARVEREERS 2? Hurt, Miss Beatrice Cook snd}gp 75 squares of galvanized root- 
Arnett (diplomas) 
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A. B. Mulherrin i@ another 
man who is insuring his spart 
plyge by buying Hercules. 


This rake is designed especially for clean raki i or 
substantially bailt and han remarkable stability. js ‘ HERCULES 


rake is all steel rake. The rake head is made 
SPARK PLUGS 


GUARANTEED 


JS. AOFORE 

















Eastern Retailers Take Action on 
Vital Questions 


HE resolutions recently adopted by the execu- 

tive committee of the Conference of Independ- 
ent Retailers of the Metropolitan District, Inc., 
should be of interest to all hardware men, and are 
given herewith: 

1. Resolved, That the Conference of Independent 
Retailers of the Metropolitan District, Inc., pledges 
its complete support to all of the rules and regula- 
tions to be formulated for the economical distribu- 
tion of food stuffs. 

2. That the organization will co-operate with the 
proper authorities with a view to reducing to the 
lowest practicable level prices on all commodities in 
which we deal. 

3. We favor thorough co-operation in the matter 
of economical delivery service, curtailment of re- 


turn privileges, conservation of paper and twine, of 
packing and packages, and the elimination of wast- 
age throughout our establishments. 

4. We oppose overstocking for speculative pur- 
poses. 

5. We favor the elimination of trading stamps, 
coupons and other unfair methods of competition. 

6. We promise co-operation with all independent 
organizations having as part of their program in- 
struction in household economy. 

7. We maintain that standardization of prices on 
trademarked and branded goods is necessary to con- 
serve the welfare of the public. 

8. We endorse the principle enunciated by the 
President: “No interference with normal business 
progress.” 
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Efficiency 
and 


Hinges 


Two qualities in store service that customers always appreciate are 
‘‘Neatness and Dispatch.”” Wherever they are you find an efficient, 
popular and profitable store. In one department, at least, quick 
service and neatness are a simple matter, if you sell 


Stanley Sc Hinges Packed With Screws 
one pair in a box 


The old-fashioned method of keeping 
hinges and screws separate is time- 
wasting and costly. With each pair of 
hinges in a compact box with the nec- 
essary screws (all ready to hand across 
the counter) there are no delays— 
vexatious to waiting customers—while 
screws are fitted and the parcel wrapped. 
The Stanley Hinge Display, furnished 
free to dealers who stock Stanley Sc 


Hinges, consists of four stout cardboard 
panels hinged on a steel support, show- 
ing in full size the various styles and 
sizes of Stanley Hinges and Hasps. 
Your customer is thus able to choose 
from the board the hinge he wants, and 
your clerk gives him from your stock 
the box containing the hinge selected, 
with the proper size, and number of 
screws. That's all there is to it. 


Stanley Sc Hinges will speed up your sales, 
reduce your cost of selling and give all- 
around satisfaction. If you are” carrying 
Stanley Sc Hinges write us today to send 
you our Hinge Display Boards. If you do 
not stock Stanley Sc Hinges, order an as- 
sortment from your jobber and tell him to 
have a Stanley Hinge Display Board sent 
to you at once. 


Conn, U. S. A. 


New York, 100 Lafayette Street 
Chicago, 73 East Lake Street 


New Britain 


See our Advertisement on “Box Strapping’’ in this issue 




















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


‘“‘Belt-Ol” 


E. R. Senn & Co., 52 Vanderbilt 
Avenue, New York City, have recent y 
placed on the market “Belt-Ol,” which 
is said to be a scientific oil for increas- 
ing the efficiency of the belt drives. 
By constantly maintaining perfect 
condition of the belt surface and the 
inner fibers maximum service is ob- 
tained. The concern states that this 
new oil creates the proper coefficient 
of friction between the belts and the 
pulleys. 

The makers state that “Belt-Ol” 
keeps the belt soft, pliable, moist and 
conditioned against cracking, and that 






































“Belt-ol” 


inthis way it preserves the belt and 
cuts down belt repairs. They guar- 
antee that “Belt-Ol” will increase the 
power transmitted by leather belting 
and keep the belt in good condition. 
They agree to refund the purchase 
price if these results are not attained. 
“Belt-Ol” is put up in cans of 5 and 
10 gal. and in barrels of 30 and 50 
gal. It is guaranteed to contain 
nothing that will injure or clog leather 
belting, and the company agrees to 
replace any leather belt injured by the 
use of this new liquid. Descriptive 
matter and prices will be furnished 
to dealers upon request. 


Art Brass Company 
Advances Prices 


The Art Brass Company, Inc., 299 
East 134th Street, New York City, 
has recently sent out the following 
announcement to the trade: “On ac- 
count of the further increase in costs 
of all material and labor we are 
obliged to announce another advance 
of 10 per cent in all prices in catalog 
D. This becomes effective Sept. 1, 
1917. With previous advances this 
will then make a total advance of 25 
per cent over catalog D list prices.” 


Three New Luther Low- 
Priced Grinders 


The Luther Grinder Mfg. Company, 
Milwaukee, Wis., has recently added 
Nos. 94, 95 and 96 models to its line 
of “Challenge” grinders. These new 
models have been designed to enable 
the jobber or retailer to meet the 
competition of lower priced machines. 

The cases are heavily constructed 


New Luther low priced grinder 


for hard usage and the grinding 
wheels are of genuine Carborundum. 

Nos. 94, 95 and 96 are equipped with 
wheels which measure 4 x 1 in.; 5 x 
1 in. and 6 x 1 in. respectively. The 
cases, gearing, tool vest, etc., are 
proportioned in each ase to the size 
of the wheel. Illustrated descriptive 
matter and prices will be furnished 
to dealers on request. 


New Combination Furni- 
ture Polish and Auto- 
mobile Body Gloss 


The C. H. White Company, Louis- 
ville, Ky., has recently placed on the 
market the “Superior” combination 
furniture polish and automobile body 
gloss, for use on furniture, pianos, 
victrolas, store fixtures, automobile 
bodies and tops, floors and any 
painted or polished surface. 

This new polish dries quickly and 
leaves a smooth surface free from 
oil. The makers state that the polish 
is an excellent filler and that it will 
not injure the finest surface. 

The same company also makes “Su- 
perior” metal polish for use on brass, 
copper, etc. This polish is safe to 
use. It contains no gasoline or ben- 
zine. 

The furniture polish and automobile 
body gloss comes in sizes to retail as 
follows: 6-0z. bottle, 25c.; 16-oz. can, 
50c.; 1-qt. can, 80c. The metal polish 
is sold in 1-pt. cans to retail for 
35c.; 1-qt. cans 50c. and %-gal. cans 
75c. Descriptive matter and trade 
prices will be furnished to dealers 
on request. 
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“White Way Twin Tub* 
Washer 


The White Lily Mfg. Company, 
Davenport, Iowa, has recently brought 
out the “White Way Twin Tub” 
washer, interchangeable for electric 
or other power. This washer has two 
complete washing machines built on 
one frame and also a steel folding 
tub rack for the rinsing and bluing 
tubs. It has a swinging reversible 
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“White Way Twin Tub” washer 


wringer which is used for both the 
washing and rinsing tubs. The washer 
is strongly constructed. Highest 
grade of malleable or steel castings 
have been used where the strain is 
heaviest. 

All gearings for operating the ma- 
chine are mounted on a heavy frame 
under the tubs leaving the lids free 
and easy to handle and eliminating 
any chance of oil getting on the cloth- 
ing. This arrangement also lessens 
the vibration and lengthens the life 
of the machine. The tubs and frame 
are made of Louisiana red cypress 
and the inside metal parts are alumi- 
num. The tubs are hinged so that 
they may be tilted to drain quickly. 
The sides as well as the tops and bot- 
toms of the tubs are corrugated. Illus- 
trated descriptive matter and prices 
will be mailed to dealers on request. 


New Linoleum Rack for 
Displaying Full Rolls 


John H. Best & Sons, Galva, IIl., 
have recently brought out the “Best” 
linoleum rack for displaying full rolls. 
This rack does away with hard work, 
saves valuable floor space, permits 
close inspection of each piece before 
it goes on the rack and so exhibits 
the linoleum that comparisons may 
be easily made. 

The rack is built of steel with the 
exception of roller bearing bracket 
and clamps on the steel roller tubes, 
which are made of grey iron castings. 

The construction is such that this 
rack will stand firmly on the floor 
without being fastened to the wall. 
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Slidetiti, Hardware Used Largel 
-” see Garage Doors ~ Right Angle Door Hardware for 
Receding Door Wardware for Garages. Warehouses, ete 
Garages and Similar Doorways , 


R-W Trolley Track 


As Standard as Nails 


~~ 


Parallel Door Hardware for 
Garages, Barns, Factories, 
Warehouses, etc. 


Oo len is tne nv eaten a Past Ata. 


Suits all these requirements— 
and many others 


There is a big advantage to you in being able to sell the 
same style track for use on a variety of jobs. 

It eliminates the necessity of carrying a small stock of 
track for each class of building, and buying at the small 


order price. 


+ Ny RRL EAER. 507 


% Romy 





Sliding Partition Hardware. For Churches, Schools, 
Libraries, etc. 
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Freight House Door Hardware Overhead Carrying Systems 


AuRORA, ILLINo!1s ,U.S.A. 


“A Hanger for Any Door that Slides.”’ 
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Included with each rack is an auxiliary 
steel roller tube and crank with which 
the linoleum is rolled into the rack. 
The jacks for the auxiliary roller 
tubes lock automatically when pulled 


Neu rack for displaying full 


rolls 


linoleum 


out for use, so that when the linoleum 
is being rolled on the rack they cannot 
be pulled out of alignment. This 
rack is made to occupy the smallest 
possible space. It handles nine rolls in 
less space than an ordinary rack will 
handle five rolls. An attractive illus- 
trated circular with prices will be 
mailed to dealers on request. 


“Indestructible” Egg 
Whip 


The Royal Mfg. Company, 406 
Commerce Street, Philadelphia, Pa., 
has recently placed on the market 
the “Indestructible” egg whip made 
of strong spring wire with a wooden 
handle. 

The wires, it is stated, are brought 














“Indestructible” egg whip 


through a form and knotted and ce- 
mented in a wooden handle, making 
the egg whip solid. This whip, the 
company states, takes the place of 
the old style bakers’ and chefs’ whip 
and is indestructible. Illustrated de- 
scriptive matter will be mailed to 
dealers upon request. 


THE HUMPHRYES MFG. COMPANY, 
Mansfield, Ohio, has recently been 
organized and has purchased all the 
assets of the Humphryes Mfg. 
Company. The officers of the new 
company are: W. G. Moore, presi- 
dent; O. M. Gates, treasurer; R. G. 
Fensch, assistant treasurer and 
purchasing agent; George K. Byrd, 
secretary and sales manager and J. 
G. Groscoat, assistant secretary and 
assistant sales manager. Many im- 
provements have been made in the 
company’s plant with a view to in- 
creasing the output. The old Hum- 
phryes Mfg. Company has been in 
operation for 35 years. 


Standard Portable Elec- 
tric Drilling Machine 


The Standard 1 ‘ectric Tool Com- 
pany,.128 Opera Place, Cincinnati, 
Ohio, has recently placed on the 
market the Standard portable elec- 
tric drilling machine, _ especially 
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Clap-Board and Floor 
Chisel 


The Warner Hammer Company, 
Cromwell, Conn., has recently placed 
on the market the Warner clap-board 
and floor chisel, especially designed 
for use in removing clap-boards, floor 





Standard portable electric drilling 
machine 











adapted for use in sheet metal shops. 

This new machine, which operates 
on both alternating and direct cur- 
rent, is strongly constructed, light in 
weight and handy for workmen on a 
job at a distance fom the shop. It 
is a big time and labor saver and en- 
ables workmen to drill holes in metal 
right on the spot without sending the 
work back to the shop to have it 
fitted and drilled. 

The same company also manufac- 
tures an extensive line of electric 
gr.nders for bench work. An inter- 
esting illustrated circular which in- 
corporates a list of more than 150 
prominent manufacturers using this 
machine will be mailed to all dealers 
upon request. 


Oval-Shaped Clothes 
Basket 


The Moeck & Redmon Basket Mfg. 
Company, Peru, Ind., has_ recently 
brought out a_ serviceable clothes 
basket designed in an oval shape which 
makes it easily handled. 

The basket is made of rock elm or 
white maple, in three different sizes: 


Oval-shaped clothes basket 


No. 45 measures 17 x 26 x 11 in.; No. 
46 measures 18 x 24 x 12 in. and No. 47 
measures 20 x 30 x 12% in. The 
shipping weights of these baskets are 
45 lb., 55 Ib. and 65 lb., respectively. 


boards, wainscoting molding and also 
as a practical tool for the carpenter, 
cabinet maker, _ electrician and 
plumber. 

The company states that this tool 
will not mar the woodwork and it is 


Clap-board and floor chisel 


operated by driving the cutting edge 
between the two pieces to be separ- 
ated and then rolled either to the 
right or left. The blade is fully pol- 
ished. The tool is packed % doz. in 
a box and sells for $15 per doz. De- 
scriptive matter will be mailed to 
dealers upon request. 


-THE TIFFANY NEVER-WIND CLOCK 
CORPORATION, Buffalo, N. Y., has 
been incorporated with an active capi- 
tal of $150,000 to manufacture electric 
clocks. W. C. Newcomb, E. M. Gun- 
nison and I. L. Fisk, Buffalo, are the 
incorporators. 


THE ROBESON CUTLERY COMPANY, 
Mount Morris, N. Y., has recently 
commenced operations. H. E. John- 
son is superintendent of the plant. 
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The Incomparable “Ten-Eighty” 
Garage Door Hardware : 


(PATENTED) 


FOR THREE, FOUR, FIVE AND SIX DOORS 
A DECIDED ACHIEVEMENT. CERTIFIED BY THOUSANDS OF PLEASED OWNERS | 


































No. o1080 

Folding Sliding Garage Door Hardware Set, consisting of 1 No. 1080" Hanger, 1 No. 
1080-E End Adjustable Bracket, 1 No. 1080-C Center Bracket, 1 No. 1080-I Intermediate 
rip ame we Bracket, packed in box with %-inch bolts for hangers and }-inch lag screws 
or brackets. 


























































































































































































































































Garage Door Quick | 
Hardware Shipment | 
bog No. 180 Assured 
No. 7 Adjustable Floor Center Door Guide and Stop On I | 
Sent For use on concrete or wood floors with pair of doors. Adjust- a | 
Req ms able to doors 1% to 3 inches thick. mediate 
Orders 

f 

Boston 


Door Hangers and Trac 


etc. ALLITH-PROUTY CO. —.x< | 


Garage Door Hardware = elphia 





Geasaes Cakes DANVILLE, ILL., U. S. A. ais Dente | 


Hardware Specialties | 
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NOTES OF THE RETAIL HARDWARE TRADE 


WYNNE, ARK.—The Graham Hardware Company has been 
incorporated with a capital stock of $10,000, to conduct both 
a wholesale and retail business in the following lines: Base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, crockery and are cutlery, dairy sup- 
plies, dog collars, electrical ousehold specialties, fishing 
tackle, galvanized and tin sheets, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, kitchen housefurnishings, 
lime and cement, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
sporting goods, toys, games and wagons and buggies. R. L. 
Block is president; M. O. Burton vice-president, and W. T. 
Graham secretary-treasurer. 


COLLINBVILLE, CONN.—E. J. Smith, who has recently opened 
a hardware store here, carrying a stock of automobile acces- 
sories, baseball goods, fishing tackle, mechanics’ tools, paints; 
oils, varnishes and glass, shelf hardware, etc., requests 
catalogs. 


Homer, ILt.t.—John Eberle has disposed of his hardware 
business, known as the Homer Hardware Company, to Frank 
Wysong. 

MEREDOSIA, ILL.—The United Mercantile Company, Inc., has 
been incorporated with a capital of $50,000. Buggy whips, 
crockery and glassware, cutlery, washing machines, etc., 
will be carried in stock. 


PLYMOUTH, ILL.—Walter Huey has acquired a half interest 
in the Lawton & Emery hardware store. The name of the 
firm will be changed to Emery & Huey. Catalogs requested 
on bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, churns, cream separators, cutlery, 
dairy supplies, dog collars, fishing tackle, furnaces, galvanized 
and tin sheets, gasoline engines, heating stoves, heavy farm 
implements, heavy hardware, lubricating oils, plumbing 
department, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, sporting goods, wagons, buggies and washing 
machines. 

St. ANNE, ILL.—-H. S, Derby & Son request catalogs on 
motor trucks. 

STILLMAN VALLEY, ILL.—Frank Quist has purchased the 
interest of S. A. Washburn in the Stillman Valley Hardware 
Company. 

ANGALIA, IND.—Goodwin & Shank are purchasers of the 
hardware and implement business formerly owned by A. A. 
Whitman. Among the lines handled will be automobile 
accessories, baseball goods, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, building paper, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, harness, heating stoves, home barbers’ 
supplies, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. Catalogs 
requested. 

KENDALVILLE, IND.—The stock of the Noble County Hard- 
ware Company is now owned by the Kendallville Hardware 
Company. The two stocks will be consolidated. 

MICHIGAN City, Inp.—The Crescent Hardware Company 
has discontinued business. 

FENTON, Iowa—The Fenton Hardware Company has com- 
menced the erection of a new building, to be completed about 
Jan. 1, 1918. The concern will carry a complete stock of the 
following lines, on which catalogs are requested: Automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, building paper, chil- 
dren's vehicles, churns, cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dog collars, dynamite, electrical 
household specialties, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy hardware, home bar- 
bers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop and washing machines. 

GUERNSEY, lowa.—Intemann & Cordes have sold their stock 
of automobile accessories, glassware, builders’ hardware, 
washing machines, etc., to Miner Bros. 

Seymour, lowa.—W. R. Allison is successor to H. E. 
Tucker. 

THURMAN, Iowa.—The hardware and implement stock of 
E. C. Hutchinson has been sold to Ettleman & Greenwood. 

Capiz, Ky.—The Cadiz Hardware Company, dealing in 
hardware and implements, has recently added a sock of 
automobile accessories. 

PAINTSVILLE, Ky.—The Big Sandy Hardware Company, 
Inc., has been Snecppeaned with a capital stock of $30,000, 
to do both a wholesale and retail business. The incorporators 
are C. C. Preston, G. H. Preston and J. Kurells. The com- 
pany’s stock will consist of the following, on which catalogs 
are requested: Automobile accessories, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cutlery, 
dairy supplies, dog collars, fishing tackle, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy farm 
implements, lubricating oils, paints, oils, varnishes and glass, 
plumbing Segerepent, et pupeies, gmpared Jgoing. 
‘Pp ran, . cook stoves, refrigerators, shel r 

ware, silverware, andl buggies. © ane i” 

PLEASUREVILLE, Ky.—J. M. Graves, purchaser of the H. W. 
Hudson hardware stock, a catalogs on baseball goods, 
buggy whips, builders’ hardware, children’s vehicles, churns, 
cream separators, crockery and ere, cutlery, dairy 
supplies, galvanized and tin sheets, heating stoves, home bar- 


bers’ supplies, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing macipines, shelf 
hardware, silverware and washing machines. i 

CANBY, MINN.—Thompson & Oien, successors to Andrew 
Stenseth, request catalogs on the following lines: Automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, churns, crockery and masesrase cutlery, dairy sup- 
plies, dog collars, dynamite, electrical household specialties, 
fishing tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, heating 
stoves, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. 

WATERVILLE, MINN.—John Hughes has bought the interest 
of Edward Roesler in the hardware firm of Hultgren & 
Roesler. The firm will hereafter be known as Hultgren & 
Hughes. 

BLAND, 
50 x 40 ft 

West P.Lains, Mo.—The Aid Hardware Company has 
bought the hardware and implement stock of the Reames 
Hardware & Furniture Company. The remaining portion of 
the stock was purchased by Fry Bros. 

WeEstTBoRO, Mo.—The hardware business of F. M. Dunham 
& Co. has been sold, W. N. Sawyer and Ralph Matheney, 
the present owners, will continue the business under the firm 
name of Matheney & Co. 

DoutTHot, OKLA.—The A. Hood & Sons Implement Com- 
pany has engaged in business, fat age 3 a wholesale and 
retail stock of. automobile accessories, builders’ hardware, 
cutlery, fishing tackle, mechanics’ tools, linoleum, refriger- 
ators, sewin machines, sporting goods, silverware and 
washing machines. 

SHELBY, 8S. D.—The Overholser Leach Hardware Company 
now owns the Schwartz hardware stock. Zi 

Sioux Fats, S. D.—The L. J. Gilbert hardware stock has 
been sold. The Smith Hardware & Harness Company, 120-122 
South Main Avenue is the purchaser. ~* 

Wausay, S. D.—S. J. Davidson has bought the stock of 
baseball goods, buggy whips, builders’ hardware, churns, 
cream separators, cutlery, dairy supplies, dog collars, fishing 
tackle, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy hardware, home 
barbers’ supplies, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry supplies, pumps, ranges and 
cook stoves, shelf hardware, silverware, sporting goods, tin 
shop and washing machines from P. M. Engelhart. 

Beevitte, Tex.—The Burrows Hardware Company has 
moved to new quarters on Washington Street. The new build- 
ing is 76 x 142 ft., with large plate glass show windows. 

BROWNFIELD, Tex.—The Holgate-Endersen Hardware Com- 
pany, Inc., has been incorporated to deal in the following: 
Automobile accessories, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, crockery and glassware, cutlery, 
dynamite, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, Let A hardware, home 
barbers’ supplies, lubricating oils, mechanics’ tools, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
wagons and buggies. The capital stock is $10,000 and the in- 
corporators are R. H. Holgate, S. H. Holgate, A. W. Endersen 
and C. C. Handley. Catalogs réquésted. : 

Go.iaD, Tex.—The Goliad Hardware Company has begun 
the erection of a building, 50 x 80 ft. 

’  Km_een, Tex.—R. M. Cole & Son have discontinued busi- 
ness. Chanslor & Chanslor are successors. 

Paris, Tex.—The Paris Hardware Company has been in- 
corporated with a capital of $40,000 to deal in baseball goods, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, churns, cream separators, crockery and 

lassware, er. dairy supplies, dog collars, fishing tackle, 
urnaces, galvanized and tin sheets, gasoline —— ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, home _ barbers’ supp ies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods, toys, games, wagons, 
buggies and washing machines. F. K. Harver, C. F. Davis 
and H. Starks are the incorporators. 

APPLETON, Wis.—A. Galpin’s Sons are now coounzing their 
new quarters at 748-750 College Avenue. The building, con- 
sisting of two stories and basement, is 45 x 120 ft., and is 
thoroughly modern in every respect. Large plate glass win- 
dows have been installed. 

Port ATKINSON, Wis.—F. Conrad & Son have recently 
opened a store here, carrying a complete line of bathroom 
fixtures, bicycles, buggy whips, builders’ hardware, cutlery, 
dairy supplies, dog collars, dynamite, fishing tackle, furnaces, 
galvanized and tin sheets, heating stoves, heavy hardware, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges, cook stoves and washing machines. 

JANESVILLB, Wis.—The Sheldon Hardware Company has 
been incorporated with a capital stock of $40.000 by Frederick 
S. Sheldon, Owen B. Skavlem and Charles H. Billings. The 
firm’s busimess is both a wholesale and retail one in the fol- 
lowing: Automobile accessories, baseball goods, bathroom fix- 
tures, builders’ hardware, building paper, crockery and glass- 
ware, cutlery, dog collars, electrical household specialties, 
fishing tackle, furnaces, 
: te a Ss, ti stoves, 
“tools, , Oils, Var es an lass, 
refrigerator, sewing machines, shelf hardware, 
sporting goods, tin shop and washing machines. 

SPRINGBROOK, Wits.—L. H. Ardern has sold his store to 
M. Charboneau. He will continue in the hardware business 
under his own name. 


linoleum, 


Mo.—H. A. Kaeding will erect a new building 


bricating oils, mechanics’ 
pared roofing, 
silverware, 


ig, stoves. and tin sheets, hammocks 
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Note: Every black spot on the map above indicates a town in which one 
* or more newspapers will carry Goodrich advertising during 1917 


More Than 1700 Newspapers Will Carry 
Goodrich Advertisements in 1917 


: Goodrich is helping every dealer in the country to sell Goodrich 
Tires, Tubes and Accessories, by one of the most extensive and in- 


tensive advertising campaigns that has ever been promulgated. 


In more than 1700 cities, as indi- 
cated on the map above, with maga- 
zines of national circulation, and with 
miles upon miles of’ bill boards, Good- 
rich is pounding its message into the 
minds of motorists right in your town. 


It is creating demand that will 
walk into your store if you will put 
Goodrich Accessories on your shelves. 


Goodrich Accessories are really a 
better proposition than hardware— 
your trade uses them up and comes 
back for more, while if you sell a ham- 
mer and saw to a man he is stocked 
for a generation. 


You will sell more hardware and 
increase your profits if you will handle 
Goodrich Accessories. 


If you don’t have prices, write to your nearest Goodrich Branch, 
or ask the salesman. It will be worth your while. 


The B. F. Goodrich Rubber Company 
Akron, Ohio 
Branches and Dealers Everywhere 


a 
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EMERGENCY ACCESSORIES 
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“E. & J. Model No. 94” 
Spotlight 

The Edmunds & Jones Corporation, 
Detroit, Mich., has recently brought 
out the “E. & J. Model No. 94” spot- 
light, designed as a miniature head- 
light with instant control of focus 
and direction. 

Two important features of this new 
model, according to the manufacturer, 
are that the door is of the standard 
“E. & J.” type with a patent bayonet 
lock and that the lens is fastened to 
the door itself and spring-padded to 
prevent shaping or breaking. The 


“BE. & J. Model No. 94” spotlight 


reflector is heavily mirrored and that 
the body is made of a heavy gage, 
cold rolled steel. The focusing ad- 
juster is in the end of the handle. 

The bracket is constructed on a 
universal swivel permitting adjust- 
ment of the spotlight in any position. 
The on-and-off switch is placed at 
the body of the lamp for convenience. 
The spotlight is equipped with 3%-ft. 
of cord and plugs at both ends, made 
with either single or double contacts. 
The maker states that all parts are 
waterproof and sufficiently strong to 
withstand all road vibrations. 

Illustrated descriptive matter and 
prices will be mailed to dealers on 
request. 


Kester Crystal-Core Wire 
Solder 


The Chicago Solder Company, 218 
North Union Avenue, Chicago, III, 
has recently brought out Kester Cry- 
stal-Core wire solder. This solder is 
always ready to use because the flux 
is contained within the solder. 

The solder comes in the form of 
a hollow wire which is filled with an 
acid flux that flows as the solder is 
used. There is no time lost in hunt- 
ing for, preparing or applying the 
flux. The tube is a series of separate 
cells, .the separation preventing any 
excess flux from flowing out. The 


solder is made from Strait’s tin and 
St. Joe lead, both absolutely pure. It 
can be used with or without a solder- 
ing iron. 

Kester Crystal-Core wire solder is 
especially suited for work on motor 





Kester Crystal Core Solder 
Kester crystal-core wire solder 


ears. It may be used on battery 
terminals, gasoline tank and pipe 
joints, electric light connections, 
speedometer flexible shafts, spark plug 
terminals, cracked fenders, radiator 
leaks, wire connections and general 
in garage repairs. It is sold to the 
trade through hardware and automo- 
bile accessory jobbers who will be glad 
to quote prices to the dealers. 


“Wasco” Garage Heating 
System 


The W. A. Schleit Mfg. Company, 
Inc., Syracuse, N. Y., has placed on 
the market the “Wasco” heating sys- 
tem especially designed for use in 
private garages.. The heating outfit 
consists of a coal-burning, self-regu- 
lating hot water system. It is made 


“Wasco” garage heating system 


for garages accommodating from one 
to ten cars and is shipped ready to 
be set up quickly by any handy man. 
The retail prices range from $65 to 
$245 according to size desired. 

The company is furnishing dealers 
with newspaper electros, display signs, 
movie slides, circulars and various 
other sales helps. An attractive illus- 
trated circular with trade prices will 
be mailed to dealers upon request. 


THE NATIONAL SPRING & WIRE 
CoMPANY, Albion, Mich., has sold its 
branch plant at Windsor, Ont., to the 
McGregor-Banwell Co., of Ford City, 
Ont., manufacturer of wire fence. 
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Tyler Safety Automobile 
Step Plate 


The Tyler Mfg. Company, 64 Pearl 
Street, Boston, Mass., has recently 
brought out the Tyler safety step 
plate designed to provide a sure foot- 
ing on the running board of the auto- 
mobile. 

The step plate, it is stated, presents 
a surface made up of small pyramids 
of rubber which grip the sole of the 
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Tyler safety automobile step plate 








shoe whether wet or dry and assist 
in removing mud, etc., from the shoes. 

The step plates, the company states, 
are readily attached by means of 
screws and when in place project less 
than % in. above the surface of the 
running board. 

The plates are made in four differ- 
ent styles and sell from 75c. to $3.50 
each. Illustrated descriptive matter 
will be mailed to dealers upon request. 


“‘ Copley” Automobile 
Primer 


The Bay State Pump Company, 100 
Purchase Street, Boston, Mass., has 
recently brought out the “Copley” 


“Copley” automobile primer 


primer, which, it is claimed, will start 
the motor at the first touch of the self- 
starter button, and “catch” every 
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Brake Lining 





Over 12,000 reliable deal- 
ers in motor car supplies, 
sell Raybestos. This is the 
highest indorsement re- 
garding quality, price and 


service. 





The Raybestos Company 


Bridgeport, Connecticut 
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time, instantly, regardless of cold and 
other adverse conditions. 

The primer, it is stated, delivers to 
the engine a rich and highly explosive 
charge of carefully determined pro- 
portions at the correct time and rate 
and in the correct manner. This ac- 
tion is continuous as long as the 
primer is held open. The primer is 
practically automatic, making over- 
priming of the engine impossible, it is 
claimed. It is also stated that this 
continuous action is an exclusive fea- 
ture of the “Copley” primer which is 
so perfected that it will run the engine 
without any assistance from the car- 
buretor. There are two advantages in 
this feature, the company claims. 
First, it greatly assists in warming 
up after the engine has started, and, 
second, it enables a car with a crippled 
carburetor to reach home on the 
primer alone. 

The company guarantees to return 
the purchase price of $5 if results are 
not absolutely satisfactory, after the 
primer has been installed and used as 
directed. Thirty minutes is all the 
time required to install the device, it 
is stated. Illustrated descriptive mat- 
ter will be mailed to dealers upon re- 
quest. 


New Model Electric 
Bicycle Lamp 


The F. A. Smith Manufacturing Com- 
pany, Inc., 187 North Water Street, 
Rochester, N. Y., has recently brought 
out its model No. 26 Electric acetylene 
bicycle lamp designed with a snap 
switch on the back which it is claimed 
is very simple to operate. 

The lamp, it is said, is equipped 
with a miniature basebulb secured by 
a spring lock to prevent it from jarr- 


New model electric bicycle lamp 


ing loose. The company states that 
this lamp can be easily connected to 
the batteries in two minutes. 

The price of the lamp finished in an 
attractive black enamel, with one cell 
outfit retails for $1.75; with two cells 
$2. Illustrated literature and prices 
will be mailed to dealers upon request. 


Flexo Tire Protector 


The Flexo Tire Protector Company, 
2807-2809 Locust Street, St. Louis, 
Mo., has recently placed on the mar- 
ket the Flexo tire protector, which, 
it is claimed, prevents any tire punc- 
tures and also renews the life of worn 
out casings. 

The company states that this tire 
protector will double the life of the 
tire and also ‘enable the motorist. to 
drive through mud or sand roads 
with the least amount of trouble. 
This tire protector, the company 


states, becomes a-part of the tire and 
is solidly constructed of steel tread 
plates firmly linked together with 
strong, individual links. All the 
tread plates and side links fit so 
closely together that theré’ is no 














Flexo tire protector 


chance of a puncture of any kind 
either with tacks, nails, glass, sharp 
stones, thorns or any other sharp sub- 
stances. 

The company guarantees the Flexo 
tire protector to give complete satis- 
faction and to be absolutely puncture- 
proof. The prices of the tire pro- 
tector range from $6 to $8, according 
to the width of the tires. Illustrated 
descriptive matter will be mailed to 
dealers upon request. 


«Lighthouse ” Lens for 
Automobiles 


The Macheth-Evans Glass Com- 
pany, Pittsburgh, Pa., has recently 
placed on the market a new lens to be 
known as the “Lighthouse” lens, es- 
pecially designed to eliminate the 
glare and still give the long range and 
side lighting necessary for safe driv- 
ing. 
The lens is constructed with a green 
visor, which, it is said, was designed 
primarily to re-direct all upward rays 
downward. The front surface of the 
lens is divided into five horizontal 


“Lighthouse” lens for automobiles 


prisms, each of which, it is stated, is 
inclined at an angle that was deter- 
mined with scientific accuracy. As a 
result, the light is directed down be- 


Hardware Age 


low the horizontal prisms, lighting 
the path of the car for a distance of 
300 ft. without having the glare of the 
lamp blind the driver in an? ap- 
proaching automobile. The concave 
recesses in the back of the lens spread 
the light laterally, thus providing the 
side lighting necessary for country 
driving and also for turning corners. 
Illustrated descriptive matter and 
prices will be furnished to dealers 
upon request. 


Automobile Hood Fast- 
ener 


The Ideal Brass Works, Tenth 
Street and Canal, Indianapolis, Ind., 
have recently placed on the market 
an automobile hood fastener which is 
light in weight and strongly con- 
structed. 

A particular feature of this hood 
fastener, the company states, is the 
rubber bumper which is attached to 
the lower end of each fastener, which 
positively keeps the side panel of the 
hood from rattling. 


Automobile hood fastener 


These fasteners are furnished in 
either black enamel or with a full 
nickel-plated finish. Various types 
of bases can be furnished to fit dif- 
ferent assemblies. * 


Culver Amber Lens 


The Culver Company, 72-76 North 
State Street,» Westerville, Ohio, has 
recently placed on the market the Cul- 
ver amber lens, which the company 
states is scientifically made of the 


Culver amber lens 


finest quality of glass for the trans- 
fusion of light without a glare. 

It is stated that this lens will posi- 
tively penetrate the densest fogs and 
that the mellowness:of its golden glow 
adds considerably to the comfort and 
pleasure of night driving. Illustrated 
descriptive matter and prices will be 
mailed to dealers upon request. 
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DE MARK REG. U. S. S. PAT 


One Thing at a Time and That Well Done 





, Goodyear is making one bicycle 
tire—the Blue Streak. 
By concentrating on this one tire 
manufacturing costs have been 
greatly reduced. 


Furthermore, Goodyear does 
not have to make up on this one 
successful tire, losses on other 
tires which might be unsuccessful. 


Po saa the Blue Streak is success- 


It is successful because it is made 
and priced to meet the biggest and 
most worth while class of buyers. 


It is successful because it is built 
for the hardest kind of usage and 
stands it nobly. 


It is successful because of a uni- 
versal demand due to the endorse- 
ment of widespread use. * 


It is successful because by mak- 
ing one tire and making that well, 
Goodyear has given to the dealer 
and to the consumer a better tire 
than has ever been possible before 
at anywhere near the price. 


The Goodyear Tire & Rubber Company 
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MILL AND HARDWARE SUPPLIES 


The second and fourth issues of each month contain 7 other pages of Hardware prices 








BARS—Crow— 
Steel Orowbarse, 10 to 40 1b 


per 1b., T%é 
BEAMS—Scale— 
Scale Beams 
Chatillon’s No. 
Chatillon’s No. 2 
vs we d 
Sargent & Co 


BELTING—Leather— 

No. 1 Oak Tanned Butts. 

Ex. Hvy., 18 

Heary, 16 oz 

Belting, Medium, 14% oz 

Belting, Light, 

Second Quality, Sides 

Second Quality, Shoulders 60 

Cut Leather Lacing, Strictly No. 
1, new li 4 

Leather re! Sides, per aq. ft. 
Raw Hide, No. in sides 17 
aq. ft. and ‘over 
Under 17 aq. ft 


Rubber— 
(Low Grade)... 


From 
Belting, 
Belting, 


Competition 
Standard 
Best Grades 


BLOCKS—Tackle— 
Common Wooden 
Patent 

 prill— 
Athol Machine Co.: 


Drill Blocks net list 


Carriage, Machine, &c.— 

Common Carriage (cut thread) : 

% a 6, and amaller... 

Common Carrtage (rolled thread) : 
% a2 6, and emaller 30 %e 
Larger or longer... 

Phila., Eagle, $3.00 list 

Bolt Ends, H. P. N 

Machine (cut thread): 

% aw 4 and emaller 
Larger or longer 


CHAIN—Proof Coil— 

Small lots, f.o.b. Pittsburgh, 
100 Ib.: 

—, Coil Straight 
$14.1 \%, $11.55; 5/16, 
%. $10.00 7/16, $9.85; 
9/16, $9.70; % and 11/16, 
% and 13/16, $9.50; % and 15/18 
£949; 1, $9.30; 1% and 1%, 
$9.40. 


per 


Link 3/16, 
$10.55; 


Animal, Fish and 
ble Oils— 
Linseed. Raw Carload lots. 
City five-bbl. lots and over.1. 
Out-of-town, five-bbl. lots and 
over .. i. 
Boiled, 
Lard, Prime 


22@— 


i¢ P gal. 
Winter 


No. 1 

Cotton seed, Crude, 
mill 

Yellow Summer, Prime. 16. 20a— 

White, Summer — 

Yellow, Winter 
Tallow Acidless 
Menhaden, Brown 

Strained 

Northern Crude 

Southern f.o.b. Factory. 

Light Strained 88 

Yellow Bleached 

White Bleached Winter. 
Cocoanut Ceylon ee 

a th. 
Cochin Imported, 

Domestic 
Cod Domestic 

Newfoundland 
Corn Refined 
Porpoise body 
Olive denatured 

Neatsfoot Prime 1.55@1.65 
"alm, Lagos, spot per ™..18%@19 
Soya Bean, English, spot 

bbls. 

Manchurian, spot, 


|. 48@1 


spot. 


Prime. 


ass 
.2,00@2.10 


a— 
bbls. ..14% @14% 


Mineral Oils— 


Black, 25@30 
col est 

29 pools 15 cold test. 14 Qs 
Summer 

Cylinder Veht filtered 
Dark filtered 

Paraffine, high viscosity. 
902 sp. gravity 
865 sp. 

Red Paraffine 


29 fees, 
d 


ot arn 
18 @m1n 
29% arn 
21% @22 
18% @19 
18 @19 


50&5% | 
5% | OILERS 


Vegeta- 


.1.20@— | 





13 to 5 


| Railroad, 


| Sisal, 


and | 
9.60 ; | 


50 | Whiting 


In 





DRESSING—Belt— 

Jobbers’ Mfg. Company: 
Blue Ribbon, Stick @ M.... 
Paste, 5 & 10 T. cans, @ I. 
Liquid in gal. cans, @ gal.. 


27¢ 
30¢ 
$2.00 
DRILLS AND DRILL 
STOCKS— 
Twist, Bit Stock, new list 
60 @ 604&5 % 
Twist, Straight Bhank, | 
new 
Ww pe 


= wd and 
at 
“Gauge, Jobbers, 
ith 
Wood Drills for Braces, 


EMER Y—Turkish— 


Out of market at present time. 
Domestic 


60@ 60854 % 


Heavy Hammers and 
Sledges— 


5 5 % 
Over 5 D.... - 50&10&5 % 


Steel, Copper Plated... 
Chace, Brass and Copper 
Chace, Zine Plated 
Railroad, coppered 
brase 


- TO@T0&10% 
10 


PICKS AND - ATTOCKS— 
Railroad 
B5&5 % 


Per Ib. 

ROPE— 

Manila, % in. diam. 
Highest Grade 
Second Grade 
Hardware Grade 

Sisal, % in. diam. 
Highest Grade 
Second Grade 


and larger: 
31 
and larger: 


Hay, Hide 4nd Bale Ropes, 
any ply, Medium and Coarse: 
First quality 

Sisal, Tarred, Medium Lath Yarn: 

First quality 22¢ 

Cotton Rope: 

Best 5/16-in. and larger 
Medium, to in. and larger... 
Common, 5/16-in. and larger.. 


.36¢ 





«| Flat Head, Brass 


| Drive 
| STOCKS, 


| Hand Taps, 


SCREWS— 


Coach, Lag and Jack— 


Lag, Cone Point 
Coach, Gimlet Point 


Jack Screws— 
Standard List 


Cut Thread, 
Flat Head _— peng 
— Head 


"Flat Head or Round Head. 
PRs ge Head 


got 
( 


Filister | Head 
Brass: 

F. H. or R. H., Nos. 8 to a4. sine 
Filister Head aY 
Set and Cap— 

Set (Iron) 
Set (Steel) 
Tron 


Wood— 
List July 23, 
Flat Head, 
Round Head, Iron 


1903. 


Round Head, Bronze 
Screw 


Extra 20&10% 


DIES AND TAPS— 
Seta 

to 1 in 

Hand Taps, smaller than 


as. hy 
inc 


| TRUCKS—Warehouse, 
37¢| McKinney Mfg. Co.: 


-34¢ | 


in, 
M. 8. Paver Tops, larger.. oOnS % 
TURNBUCKLES— 

National Mfg. Co. Screen Door, 

No. 195, Japn’d, per dozen. .$1.20 


&e. 
eac —y net 


2, $18 


No. 1, $21.50; 
No. 3, $15.50 


No. 





WASHERS—Cast— 
Over %-inch, barrel lots, 
Iron or Steel— 
per Prog Z 
5/16 


Size bolt 


% % 
ao ~~ aed 9.50 8.40 8. 30 8.40 
per 1 


WRENCHES— 


Agricultural ° 
Alligator or Crocodile... 
Drop Forged 8........ 
Stillson pattern ... 
Genuine Stillson 


- 64@65¢ 


Straits, pig 
Ba secs T4@78¢ 


. 81@33¢ 
. 81 @32¢ 
- B0@31l¢ 


Lake Ingot 
Electrolytic 
Casting 


Sheet Zinc— 
11@12¢ 
east, 21¢; 


Spelter and 
Western spelter 
Sheet zinc, No. 

open, 21%¢. 


Lead— 
Per Ib., 114% @12¢ 
Per™.,13 @l4¢ 


base, 


= an pig 


Solder— 


x 1” guaranteed , 44¢ 


Prices of solder indicated by ecteats 
brand vary according to composition. 


Antimony— 
Cover eerrecssesecese None 
None 
20@23¢ 


Cookson’s 
Hallett’s 
Asiatic 


50@$5.00 


Aluminum— 


No. 1 aluminum (guaranteed over 99 
per cent pure), in ingots for re- 
melting (ton lots), f.o.b. mill 


50 @52¢ 
In 100 M. lots........ 





PAINTS, 


Miscellaneous— 
Rarytes ; 
White, Foreign @ ton. $38.00@40.00 | 
Domestic, prime, white 
or floated, .0.d. 
works, # ton... .$30.00@$36.00 
Off color, f.0.b. wks. 
P ton 22.00@ 24.00 
Chalk, English....@ ton nominal 
French é .® ton nominal 
China Clay, imported 
P ton Press boyd 
15.00@ 20.00 
1.50@ 1.60 
P 100 h 


Domestic 
Cobalt, Oxide 


Commercial 
Gilders 
Ex. 


Putty, Commercial— 
100 
$4.00@4.5 


bladders 0 
4.50@5.00 


Spirits—Turpentine— 


®P gal. 


In Machine bbls a@— 


Button 
Second Orange ... 
Kala Button 

N 


‘Tk. We 
V. 8. 


Colors in Otl— 


Black Lamp 

Black, Coach: Japan. 
Black in ofl .. 

Drop Black 

Rine Chinese 

Bine Prussian 


1, 
| 





OILS AND COLORS 


Blue, Ultramarine 
Brown Vandyke 
French Ochre 

| Green, Chrome 
Green, Paris 
Indian Red 
Venetian Red 
Sietna, Raw 
Sienna, Burnt 
Umber, Raw 
Umber, 


Chrome Yellow 


White and Red Lead, &c.— 
Cents # 
Lead, English White in Oil. .nominal 
Lead, American White Dry.11%@12 
In Oil White, 100 ™ pack- 
ages, or over 
Litharge, American, noe ot. 
12%@13¥, 


Zine, Dry— 


@ 
104% @10% 
Green Sl. (French proc.) .15%@15% 
White Sl. (French proc.).16 @16% 


German Red Seal (French 
process) 
Green Seal 
White Seal 


American 


nominal 
nominal 
nomina! 


French Red Seal 


Green Seal nominal 


Dry Colors— 


Black, Carbon Gas....... 

Black Bone 

Black, Drop 

Black Lamp 

Black, Ivory 

Mineral Blacks, 

Blue, Celestial 

Blue, Chinese f & 
Blue, Italian + Nominal 





Blue, Prussian, Domestic. .80 @1.50 


Blue, Prussian, er 
Blue. Soluble ..... 
Blue, Ultramarine 
Brown. Spanish 16.00@ 20.00 
Carmine, No. 40, bulk... 3.90@ 4.50 
Green, Chrome, ordinary. 8 @10 
Green, Chrome, pure.....82 @50 
Metallic Paint, @ ton, 
es +++ ++ 28.00@30.00 
+ -25.00@30.00 
Ochre, American, @ ton..24 @30 
American, Golden, Bm. 6 @ 8 
Foreign, Golden, @ D.. : @ 6 
French .... 4%@ 5 
Orange, Mineral, English..— @— 
BEM so cccccccetssesces Senin 
German nominal 
American @18 
Red, Indian 
Standard ® 100 m.....10 @i4 
Red, Tuscan 
Red, Venetian # 100 Ib.. 
Rose Pink --30 @45 
Sienna, Italian, burnt and 
powdered 
Burnt, lump 
Italian, Raw, powdered. 
American, Raw . cccsese 3% 
American, Burnt and 
NE on. Suse ox 
Tale. French 
American 
Italian 
Terra Alba. 
French . --B100M .90@1.10 
English 8100 Dm 1,00@1.10 
American..@ 100 Ih No.1 .85@ 
American. .@ 100 I) No. 2 .70@ .75 
Umber, Turkey, Burnt 
and Powdered .... 
Raw and powdered..... 
Burnt, American .... 
Raw lumps ..... 
Raw 
Yellow, Chrome, Pure. 
Oxide Red 


Vermilion, 
Chinese 


$1. 50 
@50 


2%@ 4 


2 @3 


..-B ton $15.00@22.00 
--@ ton 15.00@18.00 
35.00@ 
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Non-Skid on All Roads 


in All Seasons 


The only tires that you can sell that meet 
ALL the requirements of all-year-round 
driving and in which you can place your 
own confidence, willingly and enthusiasti- 








cally. 


—and here is the reason! 


‘ < 
~ co 
ai x 
Fig rg 


. 
Fig. 1 is the outside rib that makes an uninterrupted 
counter against direct side slipping or skidding—Fig. 5 
is the same protection on the other side of the tread. 
Fig. 2 is the outside row of buttons, connected by a 
second rib of solid rubber. The buttons, which are 
slightly higher than the connecting rib, offer perfect 
resistance against skidding and, because they grip the 
road so firmly, make the pull forward in soft ground 
ever so much more positive and certain—Fig. 4 /ias 
these identical qualities, but from the opposite direction. 
Fig. 3 is the master button around which the Fisk 
Non-Skid tread is constructed. It supplies resistance 
against slipping in any direction—no matter which way 
there is a tendency to skid there is always a flat resist- 
ing surface to prevent that skidding, and to assist the 
sure forward movement of the wheel. 








wiv dvs 
PISTATN 


re Fes 























Write at once for dealer 
proposition to Dept. H 


The Fisk Rubber 
Co. 


of N. Y. 
Chicopee Falls, Mass. 


————————————— 
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Getting 


the 


Reading HARDWARE 
AGE starts you thinking. 


N ew It gives your thoughts a 


helpful start in the direction of 
profitable plans. 


Ang le It suggests to you how other 


men have tackled and mas- 
tered a problem in selling tools 
or paints or sporting goods, etc. 


So whether you follow the 
exact method described in 
HARDWARE AGE or work 
out a new plan of your own 
you at least have had your 
thoughts set to work in the 
right direction—you have»ob*”’ = 
tained a’ new angle on your 
work, and getting a new angle 
is a first essential to “‘starting 
something.” 


Hardware Age 


239 West 39th St., New York City 
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Prest-O-Grip Chains Attached to Dual Tire 


Single Tire equipped with Prest-O-Grips 


Prest-O-Grips on 3 Ton Kelly Truck 


Prest-O-Grip 


Anti-Skid Chains 


For 


Trucks With Solid Tires 


“Our Government must have the 
best.”” 
Prest-O-Grip chains are stand- 
ard equipment on all Packard, 
Garford, Velie and Moreland 
trucks sold to our Government 
for war service. These truck 
companies don’t take chances. 
They adopted Prest-O-Grip, the 
most successful, the safest and 
the simplest anti-skid chain— 
backed by years of actual serv- 
ice under all conditions and ab- 
solutely guaranteed. 


Jobbers and Dealers 
You'll have calls for Prest-O- 
Grip chains. Stock them now. 


Remember Prest-O-Grip is the 
anti-skid chain with the posi- 
tively closed lock-link. This 
lock-link is our safety-valve— 
the cheapest part of the equip- 
ment and the first and only part 
to break in emergencies. Con- 
trast this statement with other 
chains. 

Write for illustrated leaflet 
and price list. Dealers supplied 
through established accessory 
jobbers. 





MANUFACTURED BY 
THE ROWE CALK COMPANY 


Executive Offices Factory & Sales Offices 
Hartford, Conn. Plantsville, Conn. 
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Mr. Sku 
ay you a pro it 


Get him with these 


G 
VICTOR TRAPS 


Fur Prices are way da 
those Mugkrats and ‘Skunks 
around your place will bring 
you real money 





September 20, 1917 





September 20, 1917 HARDWARE AGE 


[MAKE Mr. Siu 
pay you @ pro 1 
Get firm with these 
VICTOR TRAPS 


LEF YOUR SIDEWALK 
ELL YOUR TRAPS 


a 


HE smaller sizes of Victor and Oneida Jump 
Traps are now being packed in bushel bask- 
ets as well as in barrels or cases. 
Place a bushel out front early this fall and you will 
more than double your game trap business. 
Baskets of traps in front of your store will make a 
display that will interest the professional trapper and 


the boy amateur. 

The baskets are good quality and reinforced, and can be sold 
when the traps are gone. With each bushel comes an attractive 
display card. 


VICTOR TRAPS 


IN BUSHEL BASKETS 


Easier to Handle! Easier to Show! Sell Faster! 
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Policy 


LYARDIARE selling raises problems 
all of which no one man could 
correctly solve. 


But by interpreting these problems to its readers 
and by editorial suggestion and direction based on the 





experience of practical dealers throughout America, 
Hardware Age is able to assist in determining the 
policies of many of our leading hardware stores. 


The scope of the subjects treated in Hardware 
Age includes practically every problem which may 
arise whether it be in buying, in store. management, in 
accounting, in pricing, in display or in any of the other 
phases of the hardware man’s work. 


Are you helping to shape your policies by the 
knowledge available in Hardware Age ? 


Hardware Age 


239 West 39th Street, New Y ork City. 
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Picking Winners 


Your best judgment is required 
for the final decision in selecting 
the best window display methods or the 
best stock arrangement or the best 
pricing system or even in selecting lines 
that will prove to be good sellers. 


Do you realize that the exper- 
ience of the country’s best stores 


is available for your guidance through 
the pages of HARDWARE AGE. 


Do you realize that manufacturers give 
you valuable suggestions through its 
advertising pages? 


It is important that you appreciate these 
facts—for by them you may make the 
safest decisions—you may more surely 
“Pick the Winner.” 


Hardware Age 


239 WEST 39th STREET., NEW YORK CITY 
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Rajah Repeats 


Last year more than half of a// spark plugs used 
by a// drivers in a// racing events were Rajah 


Spark Plugs. 


Including Metropolitan Trophy, Indianapolis 
Sweepstakes, Chicago Sweepstakes, Chicago Grand 
Prix, Cincinnati Sweepstakes, Astor Cup Race and 
the Vanderbilt Cup and Gold Cup Races at Santa 
Monica. 


So far this year 54% of a// spark plugs used 
by a// drivers in a// big racing events were Rajah 


Spark Plugs. 


RA 


Rajah Regular Clip Termine! 

Adjustable to any cable. With any size ferrule re- 

With the extra collar sup- quired. Fits any make of 

plied fits any make of plug. plug with the extra collar 
supplied. 


Rajah Ferrule Clip Terminal Rujah Packard Termin« 


Adapter for Packard 
4 and 6 cylinder 


Including Uniontown Universal Trophy, Cincin- 
nati Speedway and Chicago Speedway Races. 


Rajah repeats in sales for the same reason 
Rajah repeats in races. The plug that is good 
enough to stand up under the relentless test of 
racing is good enough to give quick sales to 
dealers and satisfactory service to owners. That’s 


why Rajah repeats. 
Address RAJAH, Bloomfield, N. J. 


HUGHSON & MERTON, Inc., Epa Francisco, Los Angeles, Portland, 
Seattle 


JOHN MILLEN & SON, Ltd., Montreal, Toronto 


AH 


PLUGS ° 


Rajah Ball Terminal Rajah Thumb Nut Termina! 
Adapter for Franklin Adapter for Dodge, Ford 
special type for Willys Hup, Hudson. Maxwe 
Knight Mitchell. Packard Twin 

Six, Pullman 


Rajah Stud Terminal 


Adapter for Buick, 
Chevroiet,Oidsmobile 


Rajah Terminals and Adapters are furnished so that Rajah Plugs can be used on any car not equipped with the 
Rajah type of Clip Terminal. Any size exchanged if desired 


ee ee od 
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-hampion 


WHY emeecassercowr mcm cum AB es me ceacnermR tm 


Dependable 


Spark 


Perform the Most 


Important Function 
in a Car 


Dealers find it pays to stock exclusively 
with Champion Spark Plugs especially : 
designed for every make of car, motor- 
cycle, stationary engine, motor truck 
* and tractor. 


Unerringly and with mighty vigor, 
Champion Spark Plugs explode the gas 
mixture in the cylinders—forcing down 
the piston—turning the crankshaft— 
delivering the propelling power back to 
turn the rear wheels. 


Factory engineers realize the vital im- 
portance of spark plugs and, because 
so much depends upon their durability 
and surefireness, four out of every five 
cars leave their factories equipped with 
Champion Spark Plugs. 


Champion Spark Plug Company 
Toledo Ohio 

















Champion 
Regular Price $1.00 
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controlling device, 
a by states whose 


WS are drastic _ 


Official approval of Fractors by those states where headlight laws 
have made motorists who drive by night figuratively “hold their 
breath,”’ has created a lively demand for Fractors. 


Fractors are simple and effective. Their ease of attachment, 
their low price, their ability to put the light where wanted and 
keep it ‘“‘within the law’”’ assure abundant sales. 


SELL FRACTORS BECAUSE— 


One size for all cars—therefore a minimum stock will meet all 
requirements. 
Fractors are little glass cups of scientific design that control the 
light before it leaves the lamp; the front glass remains unchanged; 
no light is absorbed or held back; al! of it is concentrated ahead and 
on the road. 


3. Certificates approving Fractors have been issued by those states 
where laws are known to be most drastic. 


4. Fractors are easily attached to any lamp. Price, $2.75 per pair 
Good discounts to dealers. 


The approval given Fractors by the states of New Jersey, Dela- 
ware, Connecticut, etc., backed by the fact that these unusual 
devices are made and sold by one of the largest concerns of its kind in the 
country, assures you the utmost confidence in selling Fractors. Always carry 
Fractors in stock—they will sell well and satisfy thoroughly. 


Send for complete information on Fractors 
Also special assortment sheet for dealers. 


CREW LEVICK COMPANY, 2227-51 Land Title Bldg., Philadelphia, U. S. A. 


Oldest and one of the largest producers and refiners of oils and manufacturers of 
petroleum products 
Refineries: Pennsylvania Paraffine Works, Bessemer Refining Co. Glade O.1 Works, Sea 
board Oil Works, Pembrick Oil Co., Lawrence Oil Co., Pa. 
Producing Companies: Muir Oil Co., Pa.; Combination Oil Co., Pa.; Warren Co., Ill., Okla 
Brar ces: New York, Chicago, San Francisco, Baltimore, Boston. Foreign Offices: London, 
England f 
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Jobbers 


An Air Compressor Expert Wi " 
to Move Your Stock. \ y ‘ Jp Br 7 on every 
LECTROFLATER NEN Side” 
Electric Air Pumps iO ON 





cAnnouncing the 


TRI-CO Rain Rubber 


Vol 
110 Volt —TO CLEAR THE WINDSHIELD — 


$70.00 Copy of 


yar a eae Removes all rain or snow instantly. 
RAtnese j — It slides in the slot—clears clean across —top and 

: Upon Request bottom. The only device that clears the windshield 
entirely, Can be attached to every two-piece wind- 
shield, including Ford and all other overlapping glass. 
Also used with weather-strip — slides on either upper 
or lower glass, 


Your accessory line is not complete without the 
TRI-CO Rain Rubber. Eighty per cent of the lead- 
ing hardware and auto supply jobbers are pushing 
: ae : them. One dealer sold 30 in a day, another 150 ina 
Universal windings. Can be used on either week, A consistent Netional advertising campaign 
alternating or direct current. starts with October “Saturday Evening Post.” 


Other — ee in — pee $50 oat GET READY — order immediately through your 
$203, including tank and curb station. jobber or direct. Abundant, real selling co-operation, 


Send For Literature. RETAIL PRICE, $1.50 
THE — se pore sca G.CO. TRI- CONTINENTAL CORPORATION, -- -- Buffalo, N. Y. 


Baltimore, Md., U. S. A. 























“Stops the rattle—eaves 
your top’’ 
Neatest — Quickest — Strongest 


y HE wy) | eos 


° hi 


Dealers everywhere will find a 
ready sale for this best of all Top 
Holders. An ornament to any car. 
’ ; Go * | ‘ No unsightly projecting arms, nor 
Here are the advantages of rolling al eng Mg be installed 
t Z +. in two minutes, and operates 

door hangers for garages—easy to op- y . . 
erate, fit any style of door or any diffi- TENG wo sizes—% in. holes for small 


cult position. Doors cannot sag and Koryep °*"*: % in. for large ones. 
slamming is impossible. a fs Price, $2.00 per pair 
vi Write for discounts to dealers. 


ROCK ISLAND MFG. CO., Dept. B, Rock Island, Ill. 





But of course 
you want to sell 
the most satis- 


factor ie Ie | Bringing Them Back 
satires line— It will pay you to sell Dixon’s, the mene ae 
the original pect Seay ie cen to your customers and increase their 
round trough ° 

system of rolling : 5xO N S 

hangers and enapenre 

gs Automobile 


in phon | LU B i ICANTS 


log. are making new friends for Dixon’s and more custom- 
ers for you through Dixon _—e 
Write today for Dixon’s Dealer’s Deal No. 40-G. 


Made in JERSEY CITY, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 


eS 
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Is 
Never In 


—— The Way 
Ne ay 


GRIFFIN Garage Door Holder 


S as 
it shut. T 
glance its great value. 


The Goauge door swing- 
ing to and fro in the wind 
is annoying and trouble- 
some, expensive and dan- 
gereus. The old way of 

locking or hooking the 
door open is not satisfac- 
tory or practical. 

The automobile owner 
or buyer nowadays wants 


to hold the door open as the bolt to hold 
mere sight of it enables one to see at a 


the new and modern im- 
provements on his car— 
and he gets them. So it 
is when he builds his gar- 
age. He wants the latest 
improvements that add 
materially to his comfort 
and convenience—and he 
gets them. 


Made in U. S. A. 


THE GRIFFIN MANUFACTURING CO. 


30 W: St. ° 17 E. Lake St. 
New York Erie, Penna. Chicago 















































The Shelby Garage Door Holders 


wH mar IT WILL DO—It will automatically cateh the 


door gy pe GR HA le position or beyend, 
oe hold it Grmly until released by a ht pull on the chain. 
will also lock the door as it é closed “hor rae -—_- head of 
latch entering the strike on top of = 
Cee Teen ae oa steel, Ro 
s frail parts Size a _- or jamb 
i te, 3% x 2x 3/16 Bi. By door plate with lock , 
38% x 2x % inches; rod, % in. round x 33 . long; 
strike, % x Py xzx1%x% inches; chain No. 13, 86 long. 
All parts are hea Japanned. 
INSTALLATION—Can be applied quickly; does not require 
&@ mechanic to do the work. 
OPERATION—A child can rate it. All that is required 
to release it is a slight pull on the chain. 
PRICE—The retail price, $3.00 per pair, will « te the 
consumer and the goed margin of profit will surely interest yeu. 
Send your order TODAY. 


The Shelby Spring Hinge Co. 
SHELBY, OHIO 


PATENT PENDING 


HE need for tire conservation is 

greater now than ever before. 
Spare shoes must be protected to obtain 
greatest mileage when finally used. The 
perfect protection for spare shoes is the 
Famous Allen Tire Case. Three styles, 
all colors, all sizes. All dealers should 


handle this money maker. Address: 


The ’Allen Auto Specialty Co. 


Manufacturers 


16-24 West 61st St. 
2007 Michigan Ave., Chicago 


GheALLEN 


TIRE CASE 
TUT LSS LLD Lb 


New York 














Certainly! 
Keep right on selling 


widens 


GOGGLES 


REG. U.S PAT OFF. 


Autumn dust and wind are here. Winter sleet 
and snow glare are coming. Autoisfs, gunners, and 
other outdoor people are looking for your Willson 
Display Case. Keep it in your window or on your 
front counter. But first see that you show a full 
Willson assortment. Look now, and order refill 
stock for any style from your jobber. Literature 
sent upon request. 


Pat. Aug. 7, 1917 


This beautiful mahogany finish glass top display case given 
with 40 goggles at $16.00; stock sells for $30.50. The goggles 
are demonstrated good sellers the year ’round and are nation- 
ally advertised in the Saturday Evening Post and other publi- 
cations, Please order from your jobber. 


T. A. WILLSON & CO., INC., Reading, Pa. 


Chicago London 
Mallers Bldg. 9 Hatton Garden 


Toronto 
23 Scott St. 


San Francisco 
Head Bidg. 
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Getting Two Birds With One Stone? 


Or, to be more explicit, are you getting two profits 
from one store? 


Other Hardware Dealers are doing this by selling a line of 
automobile accessories. You can do likewise by putting in the 


HALLADAY LINE of automobile necessities. 


HALLADAY ACCESSORIES 


THE PROFIT BEARING LINE 


HALLADAY BUMPERS are justly famous the HALLADAY DOUBLE ARM SHOCK ABSORB- 
country over for their giant strength, beautiful ERS are the most inexpensive, really efficient 
and lasting finish and refined appearance. You shock absorbers on the market for Fords. 

can fit any car on the road with one of these 

nationally known Bumpers with a generous THE HALLADAY line also includes a Tilting 
profit to yourself. Steering Wheel for Fords, The Halladay Can 


HALLADAY FLEXLEVERS are the first and Tipper—a “‘sells on sight’’ garage convenience— 
best of the lever type of shock absorbers, Heavy Running Board Luggage Carriers, Side and Rear 
car type and a size for Fords. Tire Holders, Valve Lifters, Jacks, Etc. 


L. P. HALLADAY CO., Streator, IIl. 


DISTRIBUTORS: 
o> & Co., 16- r: W. 6ist St., New York City. Sanford Brothers, Chattanooga, Tenn.. Southern Distributors. 
L. Thompson Co., 817 Boy Iston St., Boston, Mass. Hughson & Merton, Inc., San Francisco, Los Angeles, Port- 
BN -Heath Co., 1440 Michigan Ave., Chicago, Tilinois. land and Seattle, Pacific Coast Distributors. 














Ty Fa ,. once Ons anal 


sent only a 
part of our 
Marine De Laxe Invisible SPFing Comp. Fine, 


¥ 299 Leather Packed Short Pat. Pat. Marine! Ratchet 


"BOWEN MFG. ote Write for full 


Spring Lock CATALOGUE ON APPLICATION informat i 











$e i. Ask for 


Styl i 
“N'OC. “LOO, “Bae, «Gite, «AK, wing top! Catalogue L. 























qj pin Ty te es ~ r 
ee 75 cents 


Every Ford 
\ 


er 
Needs It—Buys 
On Sight 
THE 
Jobbers! Dealers! 
Here is a little article—easy to handle, small forte 
discount—BIG SALE needed by every FORD owner in the la 
The HANDY push button makes it “ightte for the FORD oves 


HANDY 
to have his born push button where } tfully ig —allaa 


of the steering column In the CENTER on “0 steerin 
Don’t wait! Write us to-day! 


Manufactured by 
Cleveland THE FRANCIS-RAND CO. Ohio 
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MOTORHORNS 


“Clear the Road” from Danger to All. 

Approved by Engineers of 42 Leading Automobile 
Manufacturers. 

Bring Profitable Business Relations to All Dealers. 


The Sparks-Withington Co. 


HARDWARE AGE 





























TYLER SAFETY STEP PLATE 
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A real non-skid surface for the running-board of your 
ear. Prevents slipping. Keeps the car immaculate. 
Adds to your comfort. If your jobber cannot supply 
you, write us and mention his name. 


TYLER MFG. CO., 64 Pearl St., Boston, Mass. 











Imperial Auto 
Folding Stee] Chair 


No. 211 


The frame is made of the very best 
oval steel and finished in rich black 
pan. 


The seat and back rest are padded 
with felt and upholstered in black 
waterproof art leather. 

Built for strength and safety as well 
as convenience and comfort, and 
when folded occupies less space than 
any other seat. 

Adult size, seat 16” high. 

Child size, seat 12” high. 


Manufactured by 


IMPERIAL BIT & SNAP COMPANY 
RACINE, WIS. 
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“Give all them boys 
that’s snitching autos 
my kindest regards, and 
tell ’em they’ll be in stir 
like me every time they 
starts monkeyin’ ’round 
Fords that’s equipped 
with the Goodrich 
Lockswitch. I thought 
it was jest a ordinary 
ignition lock but it must 
have a secret catch—it 


cought ma, an? hese I $3.50 Complete 


am.” $4.50 


In Canada 


Every Ford owner whose car has disappeared as if 
swallowed up by Mother Earth will enjoy this Medi- 
tation of the Ford Crook Who Got Caught—and 
appreciate the wisdom of it. That is why the 


wire Lock 
OFFERS REAL PROTECTION 


It is the fastest selling thief protection device on the 
market today. ° 


Your customers know that scores of Fords are being 
stolen every day—they are on the lookout for a lock 
that really does the work. 


The Goodrich Lockswitch is always dependable, can- 
not be unscrewed, picked or bridged—one turn of the 
key shuts off the ignition, closing up the screw heads 
with impenetrable metal shutters. 


The Goodrich Lockswitch offers to the dealer who 
handles it a clean, generous profit, and sales are as- 
sured by the Goodrich advertising. 


With every dozen locks we send you the Goodrich 
Lockswitch Cop—an ever present salesman for your 
counter or window in the shape of a heavy cardboard 
cutout in four colors holding a demonstration lock in 
working order (one of the dozen). 


Write today for our literature 


Goodrich-Lenhart Mfg. Co. 


423 Widener Building $2 Philadelphia 
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To All 


Manufacturers’ 
Agents 


For the mutual benefit of manufacturers of hard- 
ware and of manufacturers’ agents HARDWARE 
AGE is compiling a list of responsible agents, the territories 
they cover, the lines they prefer to handle and any other desir- 
able information about them. 











We want every manufacturers’ agent to write us, 
giving us the above information. We want to know 
a little bit about what experience each agent has had, what 
territory he is most familiar with, what lines he is capable of 
representing and any other information he wants to give us. 


We will undertake to compile a list of such agents, 


and when we are requested by manufacturers for 
the information regarding them will turn these lists over to 
them for their use. Your co-operation with us, therefore, 
will not only help us co-operate with manufacturers, but be a 
direct means of securing accounts for yourselves. 





Hardware Age 


239 West 39th Street 
New York 
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Broadness 
of 
Vision 


The days of sitting in the 
office continually and simply 
relying upon one’s self for 
merchandising ideas _ has 
gone—gone forever. 


The successful merchant is 
the man who keeps his 
fingers on the pulse of the 
merchandising world. 


In all quarters of the world 
merchants are doing this 
through the medium of the 
HARDWARE AGE. Its 
pages are constantly present- 
ing the news of what other 
men are doing, and suggest- 
ing live ideas for improve- 
ment. 


Acquire broadness of vision. 
Adopt the policy of studying 
the HARDWARE AGE and 
encourage your workers to 
do likewise. You'll find a 
big jump in the efficiency of 
your organization. 











Facts On Galvanoid 


GALVANOID is heavily 
electro-zinc coated after weaving 
by our superior galvanizing 
process. 


GALVANOID then receives 
a covering of transparent var- 
nish, which protects the pleas- 
ing, dull gray finish, and adds to 
the firmness and life of the 
cloth. 


GALVANOID is firm, dura- 
ble and attractive. It is quality 
goods and looks it. 


GALVANOID has “made 
good’ with the trade, having 
justified our claims that it is the 
best Galvanized cloth at any 
price. 


“ITS POPULARITY 
GROWS.”’ 


Order from your jobber. If 
he does not handle Galvanoid 
write us and we will see that you 
are supplied. 


AMERICAN BRAND 
QUALITY-SERVICE 
SCREEN WIRE CLOTH 


We also manufacture 
PAINTED— 


GALVANOID ENAMELED—GALVANIZED 


COPPER— 


AMERICAN BRONZE-—SPECIALS 


AMERICAN WIRE FABRICS 
COMPANY, Chicago 


Factories : 


Clinton, Ia, Mt. Wolf, Pa., Niles, Mich. 
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Two of 
Hammer’s 
Best Sellers 


Hammer patented malleable iron hand 
lamps represent the best value on the mar- 
ket. They will prove a profitable item in 
your store. 

The Clamp is strong—built like an I- 
beam. Quick-action screw, universal- 
jointed face plate. Great seller. 

Hammer goods include many Specialties 
of Malleable Iron, including: Adjustable 
Clamps, Hand Lamps, Hanging Lamps, 
Engine Torches, Oilers, etc. 

Write. 


Hammer & Co., Branford, Conn. 
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THE MATERIAL 


used in the manufacture of 
our wrenches is the best that 
can be obtained. All steel 
parts with the exception of 
the springs are forged in our 
own plant, every piece pass- 
ing a rigid inspection before 
advancing to the next opera- 
tion. 


F. E. WELLS & SON CO. 
Greenfield, 


Mass., U. S. A. 
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Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 





you sell 


Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and adapta- 
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HAYES PUMP & PLANTER CO. 


CALVA ,ILL. 











Here Are the Four 


Biggest-Selling Cobbler 


Outfits in the World 


: Mis a 


want THE MARK 
FirEsipE cosaLeR 
one TE OVTI tT POR GENERA 


Home No. 1 Home No. 2 


Why buy imitations when you can buy the genuine 


at the same price? 
WRITE FOR CATALOG. 


THE ROOT-HEATH MFG. CO. 


PLYMOUTH, OHIO 
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PRODUCTS 


City Mail Boxes 


“CITY GEM” 


This attractive mail box for the home is 
easily the most popular of our large line. 










It is an imitation of the U. S. Street Box, 
made in six different finishes of special refined 
steel. No solder is used—all joints being 
riveted. The words “Letters” and “Mail” are embossed in the metal. 
Door is equipped with plate glass window and opens in a convenient 
manner for removal of mail. 

For years the trade names of “Gem” and “Jewel” have been 
GEM and JEWE synonymous with superiority in city mail boxes. The 
complete line includes many attractive styles, in fact—‘‘a pattern and price for every whim and ; 


purse.” ; 
Write for complete catalog. 


METAL FORMING CORPORATION, Elkhart, Indiana 


NOTE: We have taken over the entire Gem and Jewel line formerly 
manufactured by the Peck Hardware Mfg. Co., Berlin, Wisconsin. 
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New One 


from Beacon 


THE POCKET EDITION 
SEARCHLIGHT 


An entirely new idea in 
flashlight design that is 
especially welcome at 
this time when dealers 
everywhere are desirous 
of stocking the articles 
that attract and appeal 
to vacationists. 








PARKER 
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Reinforced Slide Vises 


Here’s a vise that we know to be 
superior to any other vise made. A 
patented reinforced sliding jaw con- 
sisting of a solid steel bar inserted 
the entire length of the slide and 
thoroughly welded into the casting, 
renders the slide or movable jaw un 
breakable. 


In addition to this our vises are 
made of a mixture of cast iron and 
Bessemer steel, so that we guarantee 
them to be the strongest, most dur 
able vises on the market. 


























Stock early. Order by number 
5868, from your jobber or write us 
direct for folder 5016. 


BEACON ELECTRIC WORKS 
of NATIONAL CARBON CO., Inc. 


NEW YORK CHICAGO 
132 King Street 11 South Desplaines St. 


Are you handing that kind of a 
vise? 
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A SPECIAL SIZE— 
250 Watt Lux Nitro 
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Pee AS 1 The Housewife’s Recommendation 


is the Strongest Advertising You Can Have 


10-CentFlySwatter | | oe 


“Swat the Fly” crusades are spreading. The 
coming season will see the greatest demand for Fly 
Swatters ever known. Be prepared. Stock Atlas 
Fly Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 10 cts. Both are 
made of the best wire cloth 
with a copper finished handle. 

The 1o-ct. Swatter shown 
has an extra long handle— 
10 ins. It is very neatly and 
securely bound, with soft green 
felt cannot mar the finest fur- 
niture. Especially adapted for 
parlor or drawing-room use. 
We have made it extra strong 
and flexible—will outlast any 
now on the market. 

The 5-ct. Swatter, the best 





Li 


T 


“ASK THE WOMAN WHO USES ONE” 


Li 


ever made to sell at a Nickel, 

‘ . The dasher oscillates on top of the clothes; when the dasher 
has a triangular fold permit- lifts out of the water, the vacuum chambers fill with air, 
. . . a . and as it goes down into the water the air compresses and 
ting insertion of your ad if $ forces the water through the clothes. 
desired—a clever idea. Delicate fabrics are unharmed; a heavy week’s wash can 

: . P be done quickly, with little effort and no danger to the 
Now is the time to place 


operator. 
stock orders. We'll gladly And the woman's praise of its work-saving construction and 
quote Prices and Terms. 
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easy operation will bring her friends to you one after another. 


An exclusive agency in your territory for the Oscillator 
Vacuum Washers will assist materially in accomplishing your 
success. Why not write for it? 


a | : Slike lasek esicet sie 
Atlas Mfg. Co. : KIEL MANUFACTURING CO. 
New Haven Conn. : ALBERT LEA, MINN. 
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HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 

Send for Catalog No. 24. 
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DISPLAY ALWAYS IN SIGHT 


W. C. HELLER & CO., Montpelier, Ohio 
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big sellers. Write for catalog. 


Elastic Tip Co. 








Tips For Hardwood And Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts as a cushion. This line is only one of our 


370 Atlantic Ave., Boston, Mass. 








HORSE SHOE BRAND 
Good Luck 


Universal Wringers 


For Universal Use 
Give Universal Satisfaction 
Will fit on Round or Square Tubs, 


Reversible Drain Board, Enclosed 
Cog Wheels, Steel Ball Bearings. 
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Two of the Popular Sellers 


No. 360E Rolls 10 x 1 % inches. 
No. 361E Rolls 11 x 1 % inches. 


The American Wringer Co. 


99 Chambers Street, Dep’t “‘A’”’ New York City 
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ALASKA 


“‘The freezer with the open spoon dasher”’ 


You not only can get better profits selling the 
ALASKA Freezer, but with every sale we guar- 
antee a pleased customer. We want only the 
best dealers who are willing to get good profits. 
If you are one and want the best in quality for 
your trade, write us at once for 


NEW PRICES 


effective Aug. 1, 1917. Big cash discounts obtain 
on early settlements in November. 


The ALASKA Freezer is made on honor. Sold 
on quality. No other freezer quite equals it. 


Freezes cream in the smoothest manner, and 
takes only 3 to 4 minutes’ time. 


THE ALASKA FREEZER CO. 
WINCHENDON MASS. 
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big profit producers. 





Made in three sizes, 
10, 14 and 22 Qts. 


and the Acme of Perfection. 





Manufacturers 








All of our products are built of high grade material, and are 
guaranteed against all defects and imperfect workmanship. 
creasing demand for these goods is conclusive evidence that they are 
the Standard of Comparison, the Highest point of Mechanical Skill 


The Eagle Woodenware Manufacturing Company 
HAMILTON, OHIO, U. S. A. 


QUALITY plus SERVICE equals SATISFACTION 


In offering you our line of goods, we are offering you QUALITY and SERVICE, and 
complete Satisfaction comes only in the selection of goods that have stood the test of time. 
In stocking our goods, you get this SATISFACTION. 

EAGLE MOP WRINGERS and BUCKETS COMBINED and 
SUPERIOR FOLDING WASH BENCHES have the reputation of 
never failing to satisfy. You will find these lines quick sellers and 


The in- 





Will Hold a 10, 11 or 12 
inch clothes wringer 
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Highest Quality 
REASONABLE PRICES 


SATISFIED CUSTOMERS 
PROFITABLE SALES 


UNION 
TOOL ee PANY 


es as 
iS 1 S.A: 


oO 
RANGE. MASS 


Every Tool 
Guaranteed 





Deliveries 
Successors to 


Union |Caliper,Co. 
Bates Mfg. Co. 
Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS A 
CAL ay ee _ DEV IDERS, P WRENCHES, 
SET CENTER. PUNCHES, 
TE MPE RED STREL RULES, 
COMBINATION SQUARES, 
HACK SAW FRAMES, KEY SEAT RULE et a 
THREAD GAUGES, THICKNESS GAUGE 
Complete Line of Tool Holders for 
Turning, Planing, Boring, Shaping, Slotting, Cutting-Off, Side 
Cutting Threading, Key Seating, Lathe Dogs, Drill Holders, 
Machine Vises and Screw Machine Products. 


Selling a FeO ON Dunn & Co,., 74-76 Murray St., 
Y. City; 34 N. Clinton 8t., Chicago, Ill, 





OPAL 
Wire Screen Cloth 


Heavy Zinc Coated After Weaving 


Made in 12, 14 and 16 Mesh 
13 Mesh Extra Heavy 


There are much wider variations of 
quality in the class of Galvanized After 
Weaving wire screen cloth than in 
any other grade. 

For many years OPAL has been the 
standard by which all others are 
judged. 


PROCESS PATENTED SEPT. 19, 1911 


WHITE 
SATIN 
FINISH 





Manufactured by 


New York Wire Cloth Co. 


233 Broadway, New York. Works: York, Pa. 























No Complaints 


as to short widths, short lengths, 
uneven meshes, or inaccurate wires 
with our “Per- 
fect” Galva- 
nized _ Hard- 
ware Cloth. 
We put the 
quality that 
makes and 
holds custom- 
ers into all our 
wire products. 
Isn’t that a 
good, common 
sense reason for 
selling them? 
Keep sup- 
plied through 
your Jobber. 





Ludlow - Saylor 
Wire Company 


St. Louis, Missouri 











ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas- 
ing spring power, 
preventing unequal 
wear of the barrels. 
and giving practically 
unlimited durability. 


| 
R 


Bommer Floor Surface Spring Hinge 


Has Release and Holdback Features and 
Ball Bearing and Alignment Device 


Suitable for either double-acting or single-acting doors 


Ihe most durable hinge of its ype: holds the door 
open when swung to 90 degrees. The spring-action can 
be entirely released so door will swing free, with- 
out spring-action, by inserting a wire nail ‘(when 
the door is open) into a hole provided in the side 
plates. The spring- 
action can be restored 
by withdrawing the 
nail. 
















No. 18 Type 


BOMMER BROTHERS, Mfrs., Brooklyn, N. Y. 
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Bright Wire Goods 
Brass Cup Hooks 
Cotter Pins 
“Hicks Belt Hooks 


Coat and Hat 
Hooks 


Wire Hardware 
Wire Mill Goods 


Special Wire 
Forming 


E. Jenckes Manufacturing Co. 








WORCESTER MASSACHUSETTS 
Selling Agents 
JOHN H. GRAHAM & COMPANY 
113 Chambers Street New York City 









































You Have to 
Start Sometime 


Why not now? 





Sandpaper may not be an important 
factor in your business to-day, but that 
does not prove that it cannot be. 












And don’t forget that the particular 
sandpaper you handle will govern the 
quality of the sandpaper sales you make. 












Better start early and right by selling 
U. S. Sandpaper—best glue, best paper, 
best flint, best everything; sales in- 
cluded! 














United States Sandpaper Co. 
Williamsport, Pa. 














Sivan 
NUT CRACKER 


O simple any child can operate it 
rapidly. Cracks any size nut with- 


out crushing the meat. Fitted with 
three cups for various sized nuts. A 
slight pressure cracks the nut perfectly. 
Equipped with hook on which to hang 
receiver for nuts after cracking. Nothing 
to get out of order or wear. 


Each white nickel finished Cracker packed 
in neat box. There’s big profit in selling 
this perfected Nut Cracker. Write today 
for list prices. 


E. C. STEARNS & CO. 


134 Oneida Street Syracuse, N. Y. 
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many of which are suitable for 
5, 10 and 25c. counters. 


Here are some of the.articles 
listed in the catalog: 





. 
| You Need This 
New Catalog 
Our new catalog No. 0-17 is 
ready for the trade. 
It contains ‘112 pages of quick 
selling hardware specialties, 
Fireplace Fixtures Foot Scrapers 
Stove Trimmings Chést Handles 
Mop Handles Pulls 
Waffle and Wafer Soldering Sets 
Irons Lamp Brackets 
Dampers and Clips Ice Picks and 
Pulleys (all kinds) Shaves 
Saw Vises Latches 
And a big line of miscellaneous items. 


We also make Wind Mills, Feed Mills, 
Ensilage Cutters and Gasoline Engines. 


SEND COUPON TODAY 


Stover Mfg. & EngineCo. 
710 East Street, Freeport, Ill. 












Stover Mfg. & Engine Co., 710 East St., Freeport, Il. 
Send us one of your new catalogs No. 0-17. 
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Inseparable 


W. ROSE 


Tools Since 1798 


For a hundred and nineteen years the 
W.ROSE Trowel has been esteemed. 
Catalog H on application to The W.ROSE Brick Hammer needs 


Wm. Rose & Bros. no introduction. 
Sharon Hill, Pa. situs Wiebusch & Hilger, Ltd. 1% 








Chains—All Kinds 


STEEL, BRASS, COPPER 


Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE SMITH & EGGE MFG. CO. 
CABLE CHAINS BRIDGEPORT, CONN., U. S. A. 








SCREW AND DROP FORGED WRENCHES 


ALL KINDS—PROMPT DELIVERIES 


- 


THE WHITMAN & BARNES MANUFACTURING CO. 


ESTABLISHED 63 YEARS 


General Offices: AKRON, OHIO New York Store: 64 Reade Street 
Factories: Akron, O., Chicago, Ill., St. Catharines, Ont. 














SAND PAPER FLINT PAPER EMERY CLOTH 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 
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CnicacQD 
SPRING HINGES 
REPUTATION 


The Chicago “Triplex” Spring Hinges have characteristic features of 
recognized merit, handsome in appearance and dependable for the most severe 


requirements. 
This article has a reputation and selling force which commands the trade, 


and your stock should be complete. 
Chicago Spring Butt Company. 


CHICAGO NEW YORK 
Send for Catalogue H 32 





Don’t Overlook No. 161 


This ADJUSTABLE GRINDSTONE TRUER is not a big 
seller but a dependable one, and at a mighty good margin of profit. 

At practically no trouble or expense, it keeps grindstones in 
the best condition with the absolutely true, even and gritty surface 
so essential for speedy, effective work. 


Prices and full particulars will be found in Catalog No. 31. 








ATHOL MACHINE CoO., Athol, Mass. 











CRESCENT Saw Blades 


Crescent Small Tools and other Hardware Specialties are giving 
unfailing service and satisfaction. We are sure you will find them 
a very profitable line to handle. 

When anything goes wrong that bears our name, we are always 
ready and willing to right that wrong and authorize every dealer 
to take back and replace any article that is found defective in any 
particular. 

With Crescent quality and Crescent service to back you up, 
you are sure to make customers and hold them. 

Send for our latest Catalog. 


The Crescent Company, Inc. 
Meriden, Conn., U. S. A. 























LOOK FOR THE LABEL 


“ALLEN-IZED LEATHER— 


Defies wear and weather” 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 Puy wARy 
Twelve Medals of INCORPORATED 1895 


Award at Special Grand Prise 
INTERNATIONAL GOLD MEDAL 


2 Atlanta, 189g 
Expositions 





Copy ef Catalegue will be semt free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, F Pa. 


Owned and Operated by Nicholson File Ce. 


“YANKEE” \ 


Plain Screw Drivers 


Standard Style No. 90 


Saves time at Every Turn 

They cannot loosen \ 
in the handle, in 
use or abuse. 

















The Best The 
Market Affords In 


| 


UU 








Billets, Slabs, 
Sheet Bars, Blue 
Annealed Sheets, 
Black and Galvan- 
ized Sheets and 
Formed Roofings. 


Address all communi- 
cations to our Wheeling 
Sales Office. 


They 

are dur- 

able as the 

high grade 

steel that 
composesthem, 

and will render 
faithful service for 
generations. The 
comfortable handle 


and various lengths of 
blade make them suitable 
for all classes of work. 


You have our 
unqualified 
guarantee. 














WHITAKER - GLESSNER 
COMPANY 
WHEELING - - W.VA. 


Your Jobber can supply you. 


North Bros. Mfg. Co. 


Philadelphia, Pa. 
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RIVETS 


. 


BIFURCATED RIVETS , 77% ie intent - oa TUBULAR RIVETS 


Established wipe : Me | 08-=—CEighteen Eighty-Four 


Main Office and Factory 
nin ~. JUDSON L. THOMSON ‘MFG. CoO. | ‘a ry 
Waltham, Massachusetts 
Bifurcated and Tubular Rivets, Metal Specialties and Rivet Setting Machines 


ORNAMENTAL SPOTS Write for Catalog and Prices OUTSIDE PRONG RIVETS 
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THE STANLEY WORKS MBE, GON: 




















35 Years 
of Butterfields 


We have gained at least two things from 
our long experience in manufacturing taps. 
One is the ability to make keen cutting, accu- 
rate taps that retain their qualities thru long 
service. The other is a knowledge of the needs 
of the trade. 

Stock Butterfield’s and you will be equipped 
to meet the needs of the most exacting cus- 
tomer, in taps, dies, reamers, screw plates and 
allied tools. 

Get our catalog today. 


Butterfield & Co., Inc. 


Derby Line 
Branch Stores: 


62 Reade St.. New York Ci 
aa Caditiac 8t., Potratt, ich 











IF YOU DO NOT 


wittingly stock inferior tools 


WHY DO YOU NOT 


knowingly stock superior tools 
and carry a line of 


“MORSE” 
TOOLS 


M.TO.&M.CO. 


Drills, Reamers, Taps, Cutters—all 
of a quality most satisfying to the 
user and consequently entirely ade- 
quate as holders of trade. 


Catalog on requzst. 


Morse Twist Drill & Mch. Co. 
New Bedford, Mass. 























PL 


Zu 


SOU Ue 


So. Clinton St., Chicago, 11 
om 


<ZeMt>This is the trademark to look for 
our BOX STRAPPING 


It stands for the BEST QUALITY OF GOODS back of the label. 
ACME BOX STRAPPING means more business and more money to you be- 


cause it’s the kind of strapping men want. It's strong to begin with—has smooth, 
round edges—neat and handy-to use on patent coil holders containing 300 feet. 


ACME BOX STRAPPING is the kind you want to sell. Order a 20-coil case today. 


ACME STEEL GOODS CO., Manufacturers 


MAIN OFFICE AND WORKS: 2834-40 ARCHER AVENUE, CHICAGO 
eC soten Branch: 10-14 Tift Street, Atlanta, Ga. 
rancisco: alitornia Street 


ACME STEEL GOODS OF CANADA, Ltd., Montreal, Quebec 


in buying y 


Eastern Branch: 151 Lafayette Street, New York Cit 
M. E. CANFIELD CO., Los Angeles, Cal. 
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Keystone Boiler Handles 





The clips of these handles are made from heavy sheet steel, 
brightly tinned, best quality and finest finish. Four different 
styles for boliers and four different styles for covers. 
Write for prices and samples 
Made by 


Berger Bros. Co., 229-231 Arch St., Philadelphia 


TAPLIN 


Double Dasher Beaters. 
Dover Egg Beaters. 


The latest and most im- 
roved types of egg 
aters. A full variety of 

styles, sizes and prices, to 

meet every requirement. 


THE TAPLIN MFG. CO. 
New Britain, Conn. 
New York Office: 
143 Chambers Street 








SANITARY TOOTH 
BRUSH HOLDER 


An article of real utility 
that will eventually find 
a place in every Hard- 
ware Dealers’ stock. Fin- 
ished in either Satin 
White or Gloss White 
enamel. 

Fast sellers—good profit. 

Ask Your Jobber for Them 


The Safety Wire 
Gas Globe Co. 


Patent Applied For Columbus Ohio 


The Worcester Lawn Mower Co. 
Worcester, Mass. 

Have their NEW CATALOG 

in COLORS ready for mailing. 

Ask for it. 


« 


SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 








McKinnon 


All-Steel Hose Reels 


Being made throughout of STEBL, elec- 
trically welded, they are lighter yet 
stronger than other reels. Handsome- 
ly finished in japan, 
carefully baked on. 
They sell at a 


Low Price 


Leading jobbers carry 
them. 














Congested traffic conditions make it imperative that 
you order them to-day. 


McKinnon Dash Company 
Buffalo, N. Y. 


St. Catharines, Ont. 


BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 


Send for catalog giv- 
ing full description 
and prices. 


The Bicycle Step 

Ladder Company 

62 West Randolph St. 
CHICAGO, ILL. 














Never Break— 


Never Mar 


“@eme’’ Ball Bear- 

ing Furniture Cas- 

ters are made from 

er —, ob- 

tainable — bearings, 
A Ball—Not a Wheel balls, everything. 

The balls are standard alloy steel, the race is chrome 
steel. They never break nor rar furniture, nor 
scratch floors, nor tear rugs or carpets. 

Never bind or rust—all bearing parts are electro 
galvanized. Their large hardened steel ball moves in 
any direction at the slightest touch. None please cus- 
tomers better. Steady sellers. 

Write for prices. 


THE SCHATZ MFG. CO.., Poughkeepsie,N. Y. 


Agents: J.C. McCarty & Co., 29 Murray St., New York City 




















Fresh Air and Protection! 


The Ives Window 
Ventilating Lock 


A Safeguard for Ventilating 
Rooms, allowing windows to be 
left open at the top, the bottom, 
or both top and bottom, with en- 
tire security against intrusion. 


Descriptive circular mailed 
on application. 


THE H. B. IVES CO. 


Sole Manufacturers NEW HAVEN, CONN. 
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CARY’S SUPERIOR 
‘METAL JOINT FASTENERS 


Warranted satisfactory in every respect. They are given the 
preference for their uniform high grade quality and finish. 
Made in many widths aol with any number of 
corrugations desired. 


Divergent 
and 
Parallel 
Corrugations 


SAW EDGE PLAIN EDGE 


Packed in cartons of 500 and 1000 and in bulk. Also put up 
in coils, wound right-hand and left, and with straight corrugations 
for use in Automatic Driving Machines, 


Largest Stocks Always on Hand—Immediate Shipment 


Cary Mfg. Co., 


No. 130 Manhattan Bridge Plaza 
BROOKLYN, N. Y. 


The BestEver- 


No 


Ashton Mfg. Co., Newark, N.J., U.S. A. 


Ix the decision of the mechanics who have 
Red-Hot Fire Pots rorches, 


from the best material, 


sod and 


They are made 
thoroughly tested and Inspected and guar- 
The No. 
most popular numbers 
of heavy 


inteed to give the best results 
54 is one of the 
The 
drawn stee 


tank is made seamless 
with swiveled burner, en 
abling the operator to raise or lower the 
burner as desired It will heat a pot of 
metal and a pair of coppers at the same 
Try the No. 54 and be convinced 


will 


time 


Jobbers supply at factory prices 


54 Kea-rsoe rire Pot Send for free catalog 








Quick-Set Steel 


Drive Posts 





These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing, wire 
strung easily and quickly. 


It will pay you to han- 
dle these posts. They 
appeal to farmers and all 


The Robertson 
“Horse Shoe Magnet” Hammers 


Silver Medal Panama-Pacific Exposition 





THE HAMMER 
HOLDS 
THE TACK 








The Best Magnet Hammers on the Market 


property owners. Send 
for our catalog. It is free. 


Buffalo Steel Co., Tonawanda, N. Y. 


Strong, Permanent Magnets—— 


Arthur R. Robertson, Sole Mfr., Boston, Mass. 


Owner of the “Horseshoe Magnet” Trade Marks 

















° 


DIETZGEN 
MEASURING 
TAPES 


are a guaranteed product— 
backed by a quality firm. 
Your trade will value the 
Simplified-Reading Feature. 
Send for Tape Catalog “ H"”’ 
Eugene Dietzgen Co. 


Manufaeturers 


Chieage New Orleanms 
i 7 () 20 | eee 


Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Trimmers 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 

















RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 


a 


Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 
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GREEN’S HARDWARE 


SHELF BOXES 


Price list sent on request 


THE A. H. GREEN CO. 
101 WARREN STREET NEW YORK 

















THE ORSE NAIL CO. 
Wad s. —" * CHICAGO, ILL. 














Rothweiler Pump 





Empties a Barrel or Drum 
Completely. 


No Waste. No Drip. 
Good for Oil, Gasoline, Tur- 
pentine, Light Paint, etc. 
Works Easily, Quickly and 
Efficiently. 


A Great Trouble Saver. 


ROTHWEILER & CO. 
SEATTLE, WASH. 










































BALE TIES 
GRISWOLD PERFECT 


(Standard and half gauge) 
STRONGEST and BEST PACKED tie on the 


market, made from selected wire. 
QUICK SHIPMENTS 


NORTHWESTERN BARB WIRE CO. 
Wire Products Mill Street, Sterling, Ul. 














Made of Cast Brass 


4 special composition metal. That's 
why ‘‘Yerdon’s’’ Hose Bands out- 
last all others—they never rust 
out Much stronger than common 
bands—they withstand any pres 
sure. They make the tightest kind 
of connections, All sizes for hose 
%” O.D. up to largest suction 
hose. 


Also having large sale for Auto 
Hose Connections. 


Pliable, quickly and easily ap 
plied and most serviceable hose 
bands made. Made in Fort Plain, 
U. 8 Used everywhere. 





We solicit your stock orders. If you don’t know them write 
for samples Both Home and Foreign trade supplied. 


WILLIAM YERDON 


BOX 102 FORT PLAIN, N. Y. 


















Genuine NEY Haying Tools 


grespARD FOR FORTY YE 
THE COMPLETE LIN 


THE NEY,MFG. CO. 


WRITE FOR CATALOGUB 
Canton, Ohio 




















Protect Your Own Reputation 


1 @& & B' 


Galvanized Poultry Netting 


} 


always gives satisfaction, which is a guar 


re 08) mn ce) aate dealer that he will have no 


ss } ps ] 
come backs if ate handle wire netting 


of our manutacture 


The Gilbert & Bennett Manufacturing Co. 





Edward Darby & Sons Company 


INCORPORATED 
—- MANUFACTURERS: 


Brass, Copper, Steel, lron and 

nized Wire Cloth @ Bronze, Galvanized 
and Painted Window Screen Wire 
Cloth. @ Galvanized Farm Fencing and 
Gates and Poultry Netting. @ Wire 
Work, Iron Railing and Window Guards 
@ Wire and Iron Goods of every descriptior 


Send for Catalogues 
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American Wire and 
Peerless 


Tacks 


combine all the essential features of good tacks, 
and are sold under our guarantee, of full weight 
and full count. Furnished in either carpet, up- 
holsterer, bill-poster or railroad styles; in finish 
—polished or blued, tinned, coppered or galva- 
nized; packed in bulk, kegs or boxes, count 
papers, colored cartons or toy barrels. 
fhiustrated catalogue and prices furnished. 






American Steel & Wire Company 
Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U. &. Stee! Products Co., New York 
Pacific Coast Representative: U. 5. Steel Products Co. 

San Francisco Los Angeles Portland Seattle 





















Sell This One 


An “8S” wrench for use in 
corners and tight places 
where a common wrench 

won't work well. The thumf 
adjusts the jaws instantly 
The name B. & C. sells it. 
Nothing better. Prices and 
details sent for the asking 


Bemis & Call Hdw. & Tool Co. 


Springfield, Mass. 
















































to 8 in. Have greatest 
strength and ease of 
. Cutter accurately 
and absolutely 
ean not slip. 


CLARK 


Mxpanrive Bits. Small 


Manufactured by 
The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 


























Stepping Stones to the Pillars of Success— 


“Red Devil” Mechanics’ Tools 


Glass Cutters, Pliers, 
Screwdrivers, Suips, 
Hack Saw Frames, 
Mitre Boxes, 
Wrenches, 
Pincers 
Saw Vises, Water Motors 
Cold Chisels, Nail Sets, 
Star Drilis, Pliers, 
lee Tongs, Bits, 
Slater’s Tools, 
Ete., ete. 




































Stocked by progressive Dealers and Jobbers 
everywhere. Manufactured by 





















Smith & Hemenway Co., Inc. 
a 98 Coit Street, Irvington, N. J. 


















Cc. E. JENNINGS ARROW HEAD 
at EXPANSIVE BIT Pat ovr. 


WOTE CURVE ON CUTTER; 
PREVENTS HOGGING - IN. 


NOTE CLEARANCE ON FACE OF BIT; PREVENTS DOLLING OF CUTTER, 
OTE STRENGTH OF CAP. 









bse MICROMETER SCREW ADJUSTMENT. 
SEE THOSE TLETH: CUTTER CANNOT CREEP! 


WOTE BEVELS ON CAP AND CUTTER AND 
7/6” BEARING OF CAP ON CUTTER: mero 
CUTTER CANNOT SLIP! Va \iiivvisoiniad Same 

NOTE TWO BEVELS ON SPUR,TO PREVENT CUTTER BREAKING. 


C. E. JENNINGS & CO., 73 Murray St., New York 











Perfect Clinching Hose Couplings 


Patented finger con- 
struction prevents cutting of 
hose. The same applies to all W 
Perfect Clinching Hose Menders. 


Lawn Sprinklers 


For * sprinkling large areas 
Our goods make steady custom- 
ers. Get our Catalog on these 
profitable lines. 


Sold through Hardware Jobbers. 
STUBER & KUCK CO. 


New York Office: 154 Chambers &t., M. Sherwood, Mer. 






:- Peoria, Ill. 





J. 
San Francisco Office: Rialto Bidg., Wm. FP. Horn, Mgr. 














Steel Stamps, Burning Brands, 
Steel Letters, 
Figures, 
Metal Checks 
THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 











Be Up-to-date on Tire 
rriers 





The strap kinds are obsolete and unsightly. 
The Sly Interchangeable—Pord or Chevrolet 
quickly—neatly does the trick—take any cas- 






f New Era Spring & Specialty Co. 


856 Woedward Ave., Detroit, Mich. 














Cae 


+h , ‘ ft. Ina Ae nar Ran cA 












W-X Shock Absorbers 


For Ford Cars, Four Cush- 
ions of Comfort for each cor- 
ner. Easy to attach. Fast 
Sellers. Money Makers. 









227-233 W. Erie St., Chicago 




















a 
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No Substitute “STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
Can be had for the genuine STANDARD THE WORLD OVER 


a 
—— : eae 
Wrought Brass, No Sand Holes or Flaws; Hence Saves 
Half the Claims for Leaky Hose. 
Full Waterway. Deep Corrugations. Double Knurled 
Nut. Finished Inside and Out. 








Look for the Name “Sherman” on the Nut. ~—= Screw “= a ye 7 
MADE ONLY BY Bat 
H. B. SHERMAN MFG. CO., Battle Creek, Mich. STAR EXPANSION BOLT COMPANY. 


20 W. Lake St., CHICAGO 147-149 Cedar St., NEW YORK 


























LEBANON 













A ei Beta Genuine Stock and Dies 


Com Our dies can be adjusted to the variations in the size 

L pany = gee ol ban 4 can ae ee = a — one 
EBA : the desired result accomplished in less time than with 
Ss + sen N.H. other dies. They are interchangeable in the stock, 
end for Catalog sharpened without drawing the temper, easily adjusted 


and kept in condition. Sent on request. 


THE ARMSTRONG MFG. CO. 
290 Knowlton Street BRIDGEPORT, CONN. 


AUGER BITS 























If i's DROP FORGED 
WRENCHES you're 
after, remember that 
P-S Quality is 


. Guaranteed. PROMPT SHIPMENT ON RECEIPT OF 


YOUR ORDER 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Oop- 
per; Conductor Pipe, Copper ; ‘Crimped ‘Sheet, Copper ; = 
‘Trough, Copper; Bibows, oper Gaskets, Corrugated Co 
Hammers, y th, Mitres, pper; Nails, r; Rivets, 
r; Roli Copper; Shoes, Copper; Sheets, pper ; Soldering, 
r; Spikes, Copper; Washers, Copper. 
your selling needs are listed above, write us at once. 


Pittsburgh Copper and Brass red age 
sburgh, a. 
Page-Storms Drop Forge Co. CG. HUSSEY CO. A 


CHICOPEE, MASS. 
































Snell’s Star Bits bore quickly and satisfy every user. 
They sell best, because best known—over 120 years on the market. Guaranteed 
right in every way. Get our terms and catalog. 
All sizes, kinds and styles of augers and bits. 
SNELL MANUFACTURING CO. Fiskdale, Mass. 
Selling Agents—JOHN H. GRAHAM & CO., 113 Chambers Street, New York 


APO DLLOS== es = 
aac ULVERTS, TANKS, ROOF ING 
fmt ogee Utne ts Hav dee’ Secreta 








— SHEET T AND vis PLATE a Frick Building, 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF ' SASH CORD, CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES ETC. 210 Aa AALS 


SOSTON MASS. 





OF ALL DESIGNS AND 
FOR ALL PURPOSES 
Factory Fence a Specialty 
Lawn Vases, Settees and 


IRON FENCE and ENTRANCE GATE 





































































































4 THE STEWART IRON 
a. WORKS CO. 

765 Stewart Bleck 
CINCINNATI, OHIO 


























ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in position by 
any carpenter. 


Send for Catalog No. 24 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 





N SOMMERS PEERLESS FAUCETS 


o—y BEST BLOCK TIN KEY 
we Tr MAPLE WOOD BODY HIGHLY POLISHED 


' ONLY THE GENUINE ARE STAMPED In TRE WOOD WITH 
TRADE MARK MALTESE CROSS (a8 Pee cur) 
me 


an 
SSS BEWARE OF IMMITATIONS 
aed _ SUCH AS FAUCETS SIMMAR IN SHAPE WITH KEY 
MADE OF LEAD, /ROW. OR OTHER INFERIOR METALS, TINNED OR HICKELED. 


j 
JOHN SOMMER FAUCET CO. 555 Cenrea: Ave Newarn NI, 





















ICE TOOLS béscairtion 


Used by large harvesters, 
dairymen, butchers, cream- 
eries, etc.; also for peddling 
and in hotels, restaurants 
and wherever ice is used 

Write for Catalog and prices. 


Works: HUDSON, N. Y. 


Giff W C New York Rochester. N. Y. 
ifford-Wood Co., “®z22,, Sain, fa,. 





SHOE R. RPH SLOYD 
KITCHEN MU ¥ OYSTER 
PRUNING RUBBER 
PAPER PATTERN 
HANGERS’ MAKERS’ 


ate eed 


New Haven Oyster Knife 


ROBERT MURPHY’S SONS CO., = Ayer, Mass. 











PORTER’S ‘“‘NEW EASY”’ BOLT CLIPPERS 


All sizes. All parts a Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 


H. K. PORTER Everett, Mass. 





Cleveland Grindstones 


Best Abrasives in the World. All 
farmers and carpenters insist upon 


CLEVELAND GRINDSTONES 


The Cleveland Stone Co. 
Cleveland, Ohio 















Send for new catalogue No. 10 
WILMINGTON, OHIO 


STEVENS LINE LEVEL 
for mechanics, farm- 

ers, masons, ete. f 
Made of aluminum, 

weighs % oz., accur- 

ate and_ reliable. 

Write for further de- 

tails, : 


Frank B. Hall 


Newton Falls, Ohio 



















































PREPARE 
There will be a heavy demand for the famous 
“STORM KING” LANTERN 
Extensively advertised. We help you sell. 
BIG PROFIT. Get Particulars and Prices NOW. 


National Stamping & Electric Works 
410-424 S. Clinton St., Dept. 2, Chicago. 


f. 


’ . 
: j 
‘= 
3 ae 


350 C.P. 





Sunk => Peeing a ae ou > > HI Ss 
$ JOHN HASSALL.uc. i LL 
Q RIVETS. F Famous Clothes 
Q ESCUTCHEON PINS. a Dryers Order Now 
g SPEGIAL Wing Hans f Hill Clothes Dryer Co. 
a) ane A anli . Wiesenetes Mass. 
<< — > ty Mfr'rsef Hustier Ash Sifters > 4 
JOBBERS—DEALERS MORRILL PRODUCTS 


Saw Sets Liquid Seap Dispenser s 
Bench Spike Sesl Presses Pullers 
Stops Lead NaiiPullers 


Bex Openers Hand Punches 


ri 


The apex of quality resting upon sound advertisi 
satisfactory service, good construction and m 
CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORE 








KEEP 
POSTED 


U. P. C. BOOK COMPANY, Inc. 
241-249 W. 39th St., New York 


You can get the latest prices from 
Hardware Age Standard Lists and 
Directory of Manufacturers. Send 
for circular and specimen pages. 











“VICTOR” BOLT CLIPPER 
Bend for Catalog 





ROBERTS MFG. CO., SomervilleStation, BOSTON, MASS, 
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Send for complete catalog, Tapes and Rules 


properly under au conditions. 
folding hook, just the thing for taking measurements out of arm’s reach. 


THE LUFKIN fpuLe C0 
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grain wood. Joints smooth working, yet 
rigid or firm, as required to hold rule up 
Ask about our Spring Joint Rules with 


) [UFAIN SPRING JOINT WOOD RULES 


SAGINAW, MICH. 


New York Windsor, Can. 





PLIERS 
NIPPERS 
PUNCHES 


Send for Catalog 






ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osdorne & Co. 
Newark, N. J. 





THE NEY MFG. CO., Canton, Ohio 









- AMERICAN 


Sickle Edge Hay Knife. 
The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 











“‘Morton’s” Cable Chains 


I warrant these chains to be equal in 
strength, durability and finish to any similar 
chains made. Many users—all satisfied. Get 
my prices and catalog. 


THOS. MORTON, 245 Center St., New York 





PRIEST’S 
Clippers 


The world’s standard ‘‘back- 
pe = shaver deserves 
corres, lavestiontice as 


2 profitable ttem item 


American Shearer Mfg. 
Com 








Nashua, N. H., U.S. A. 











BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 


oo 
12-Inch 





ar sa 

evels No. 102 

Senuiie tines THE CHAPIN STEPHENS (0. 
Ask Your Jobber PINE MEADOW, CONN., U.S.A. 








“ANSONIA” NAIL CLIP—10c. 


Made by the makers of the “‘Gem”’ nail clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 


Big Profit. 
Write 


H. C. COOK CO. 
Ansonia, Conn. 





ROPE 


MANILA and SISAL 


LATHYARN, HAY and HIDE 
ROPE and SPECIALTIES 
Manufactured by 


E. T. RUGG & CO., Newark, Ohio 














TheNEW MODEL PEERLESS HANDCUFF 


The new model PEERLESS 
is equipped with two short 
links in place of the one 
elongated link. 





PEERLESS HANDCUFF COMPANY 
Dept. H, Springfield, Mass. 








140 Years’ Continuous Business 





LARGEST ASSORTED STOCK IN THE WORLD 


Highest Grade Only 


JOB T. PUGH Philadelphia, U. S. A. 








TACKS *a; NAILS 


COBBLERS’ NAILS, GLAZIER POINTS, ETC. 





DOUBLE POINTED TACKS AND STAPLES 


Send for Illustrated Catalogue, most convenient 
and comprehensive 


THE SHELTON TACK CO. Smt? 








SHELTON, CONN. NEW YORK OFFICE: 96 2: wanna ST. 








GRAY IRON CASTINGS 


LIGHT AND MEDIUM WEIGHT 


Three Complete Foundries Merit Your 
Consideration 
Which We are Bound You Will Receive 


S. CHENEY & SON, MANLIUS, N. Y. 
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TUBULAR AND CLINCH RIVETS 


HA 2 


} 


Mee 


HARDWARE 


AGE 119 


—_ “= 
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Se en UTE 
Berra } 


‘ 


A 


TUBULAR RIVET AND STUD CO., BOSTON MASSACHUSETTS, U.S.A. 













Copper 
Milk Can 
Letters and 
Figures 
13g” High 
Tinned 
on Back 


Cuts Actua! Size 


Made of very thin copper and used for soldering onto 
milk cans or other tinned surfaces. Can be soldered 
on securely by placing the tinned side on any clean, 
tinned surface and passing a hot iron over the face. 





Sample and Catalog 25H on Request. 


Niagara Falis Metal Stamping Works 


Niagara Falis, N. Y., U. S. A. S-80 





LIKE IMMORTAL JANUS 


Double Faced 


See their teeth fore and aft, and 
remember 










THEIR JAWS REVERSE 


Hand made machine tested 
chains insure safety in operation. 











When you want 


efficient help or results remember that one 
dollar w Il pay for a fifty word advertise- 
ment in “The Opportunity Exchange Col- 
umns” of HARDWARE AGE. They are 


results producers. 


HARDWARE AGE 
239 West 39th Street New York City 















The Improved 


“VULCAN” 


Chain Pipe Wrench 























Drop 


Send 









Opened and Closed Wire Rope Sockets & : 


There is not a rope made strong 
enough to break these Opened 
and Closed Wire Rope Sockets 
We have tried it 
sizes from 
inches diameter of rope 


showing over 
Marine Hardware, etc 


forged and _ weldless 


Made in many 
1% inches to 2% 








for illustrated catalog 
1500 articles of 


Thos. 
Laughlin 
Co. 


Portland, Me. 
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Original letters of reference should 
mot be inclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequetly mislaid 
and lost. A copy of the reference 
will serve the purpose. 

Wanted — Experienced hardware 
salesman with reference. Apply im- 
mediately, stating age, experience 
and salary required. Clark Witbeck 
Co., Schenectady, N. Y. 

Well established tool manufac- 
turer desires salesman with high 
standing among Southern hardware 
jobbers and a record of successful 
sales achievement. Must be young 
man of highest integrity and not 
afraid to work. Splendid future for 
the right man who will not put 
salary above opportunity. In answer 
give full information regarding age, 
road experience and minimum salary 
to start; also send picture. Man 
now employed preferred. Applica- 
tion will be regarded in confidence. 
Address Box A-276, care Harpware 
Ace, New York. 





Wanted—Manager in a hardware 
store in a western New England 
town, center of about 20,000 popu- 
lation. Man with family preferred. 
Good opening to a dependable party 
with share of profits after first year. 
Address Box A-318, care HARDWARE 
Ace. New York. 





Wanted—Hardware man in a New 
England town of 10,000 inhabitants 
to look after stock and to price same 
to conform to market fluctuations 
and to wait on trade when necessity 


demands. Married man with family 
preferred. Good open.ng to right 
man. Address Box A-319, care 


Harpware Ace, New York. 





WANTED—Experienced lady book- 
keeper and stenographer; permanent 
position and right salary to one that 
can do line hardware and furniture. 
Address Box A-330, care HarpwarE 





sat tne generat 


Ace, New York. 
SALESMAN—Experienced | hard- 
ware traveling salesman to covet 


good territory in New York State. 
Advise age, experience, and give ref- 
erences. Wholesale Department, 
Weed & Company, 95 E. Swan St., 
Buffalo, N. Y. 





Salesman wanted who is calling 
on hardware stores, general stores 
and department stores to handle, as 
a side line, a high-grade line of 
metal ware, such as_ galvanized 
buckets, tubs, dairy pails, etc., on 
commission. Great opportunity for 
right man to make ig money 
handling a side line. Address Box 
A-322, care Harpware Ace, New 
York. 





Wanted—An experienced hardware 
clerk, one that can do tinwork and 
hot air furnace work; must be re- 
liable, honest, steady, and a good 
stockkeeper. This is a steady posi 
tion for the right man. One that 
can a the German language pre- 
ferred. Give reference and salary 
expected in first letter. Address 
C. F. Wittmayer, Tripp, So. Dak. 


Help Wanted 


Situations Wanted 





DISTRICT SALES MANAGER 


WANTED. 

LARGE WESTERN MANUFAC. 
TURER OF WIRE GOODS IS 
ABOUT TO OPEN A NEW YORK 
OFFICE TO TAKE CARE OF 
NEW ENGLAND, NEW YORK, 
PENNSYLVANIA, NEW JERSEY 
AND PART OF MARYLAND. 
ALSO TO HELP OUT ON THEIR 
EXPORT BUSINESS. 

IF YOU ARE A YOUNG MAN, 
WILLING TO BE TAUGHT OUR 
METHODS, KNOW EITHER 
WIRE GOODS OR THE HARD. 
WARE TRADE AND WILLING 
TO TIE UP WITH A COMPANY 
THAT WILL GIVE YOU THE 
OPPORTUNITY OF YOUR LIFE, 
ADDRESS BOX A-331, CARE 
HARDWARE AGE, NEW YORK. 








Experienced hardware salesman 
wanted, married man preferred, fa- 
miliar with kitchen furnishings, 
aints, stoves and general line of 
ardware. Address Box A-339, care 
Harpware Ace, New York. 








HERE !S THE PLACE FOR 
YOUR MESSAGE, FOR IT 
WILL BE SEEN AND READ 
BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 











Wanted—Position as manager or 
buyer for large retail hardware store. 
Five years’ experience as buyer and 
general manager. Employed, but de- 
sire a change. References furnished. 
Address Box A-296, care HarpWware 
Ace, New York. 





A resident of, and with a good 
connection among the Hardware and 
Furniture Trade in Montreal, is 
open to consider handling, on a com- 
mission basis, any line carried by 
above dealers. Cheracter, ability to 
pct business and financial responsi- 
) 


ility, open to investigation. Ad- 
dress RESIDENT, care John A. 
Fulton, Superintendent, The Brad- 


street Co., Montreal, Canada. 





YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE TO 
OBTAIN A POSITION; BUT 
IF YOU WANT TO GO AFTER 
IT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 





Young man possessing a thorough 
hardware and sporting goods experi- 
ence desires a position as traveling 
salesman. Address Box A-335, care 
Harpware Acs, New York. 





Situations Wanted 





SALESMAN, not an order taker, 
wishes to connect with a hardware 
or manufacturer; 6 years’ hardware 
experience, 29 years old, married, at 
present manager of company store. 
Address Box A-314, care Harpware 
Ace, New York. 





SITUATION WANTED—Hard- 
ware man, 42, experienced in build- 
ers’ hardware, tools, factory and 
contractors’ supplies, sporting goods, 
etc. Address Box A-324, care Tine. 
ware Ace, New York. 





1F YOU WANT A _ POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC. 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 


CREDIT MANAGER and CASH- 
IER, 20 years with prominent manu- 
facturing concern in New York 
State, desires position in like ca- 
pacity in or around New York City. 
Good accountant, correspondent and 
general office detail man, capable of 
fitting in anywhere. Available for 
position where ability and efficiency 
will be appreciated. Married, age 40, 
and well recommended. Address Box 
A-312, care Harpware Ace, New 
York. 




















Young man exempt from draft 
wants position as manager or sales- 
man in retail hardware store; best 
of references furnished; six years’ 
experience; state salary paid. Ad- 
dress Box A-334, care Harpware 
Ace, New York. 





Capable Executive, with 10 years’ 
jobbing experience in hardware, mill 
supplies and machinery, wants a 
good position in which a good man 
is essential. Investigation invited. 
Addyess Box A-249, care Harpware 
Ace, New York. 





Married man, 31 years of age, 
with strictly sober habits, wishes po- 
sition with live retail hardware store. 
Twelve years’ experience, six years 
as assistant buyer with stock invoic- 
ing $50,000. Address Box A-340, 
care Harpware Ace, New York. 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU'LL FIND 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 


























Business Opportunities 


For Sale—An up-to-date hardware 
store with modern fixtures, with a 
full line of general hardware, in- 
cluding stoves, furnaces, paints and 
household supplies, and a _ good 
plumbing and tinning shop in con- 
nection. Stock will invoice $17,000 
to $18,000. Located in a live town 
of 5500 in the best farming section 
in western New -York. Location 
ideal for residence and business. Ex. 
cellent schools and churches. Ad- 
gress O’Connell, Caledonia, 


aN. 





OPPORTUNITY 


to secure an up-to-date, well estab- 
lished hardware and dry goods store 
in town 40 miles from New York. 
Excellent chance for one with mod- 
erate capital to secure a well paying 
business. Price $3,200. Addven 
Box A-325, care Harpware Ace, 
New York. 





FOR SALE—About 150 dozen 
Doublebitt second-quality handmade, 
inlaid-bitted axes. Blades excellent; 
flaws in eye, etc., only; these are 
seconds of Warranted Axes. Ad- 
dress L. J. Eddy, 52 Vanderbilt 
Ave., New York City, care W. Hoyt 
Weber & Co. 





Live and experienced man wilt 
handle good line in Maryland and 
District of Columbia, either com- 
mission or salary. Address 506 Law 
Building, Baltimore, Md. 





Hardware store in one‘of Chi- 
cago’s growing suburbs, population 
3500. Clean, up-to-date stock and 
fixtures, inventory $5,000, based on 
old price. Best location in town 
with low rental. Am inexperienced 
in hardware. Good opportunity for 
experienced hardware man. Might 
exchange for farm. Address Box 
er 9 care Harpware Ace, New 

ork, 





For Sale—Here is your chance. 
Oldest hardware business; doing well. 
City 6,000 in good farming country. 
Best location. Must be sold or sell 
an interest. Has done $45,000 busi- 
ness. Stock about $12,000. Price 
right. Address Box A-321, care 
Harpware Ace, New York. 





Man with ability, progressive, thor- 
oughly qualified, trained to the minute 
in present-day business methods. 
Twenty years’ successful record as 
executive in sales, business produc- 
tion, service and purchasing depart- 
ments. Desires to make a change 
and connect himself in similar ca- 
pacity. Large personal acquaintance 
among the trade. Address Box 
Sot care Harpware Ace, New 

ork. 





An established Hardware Specialty 
concern of Chicago desires to secure 
the direct manufacturer’s representa- 
tion of a good staple hardware arti- 
cle. Article must be staple and of 
merit to receive cons‘deration. Ad- 
dress Box 436-A, care Harpware 
Ace, Otis Bldg., Chicago. 








HELP WANTED! ** 
AND BUSINESS} 4» 
OPPORTUNITY 
RATES 


J 








solid, minimum 50 words 
Each additional word 2¢ 


capitals, minimum 50 words.......$2.00 


Each additional word 4c 


All “ee, leaded, minimum 50 words.§3.00 


eh additional word 6c 


eoccce - + -$1.00 





SITUATIONS 
WANTED 
RATES 





DISPLAY ADVERTISING RATES GIVEN ON REQUEST 


Count Seven Words for Keyed Address 


Auction >: 





De not send origina) letters of recommendation in replying to adverti 


Forms close seven days before date of issue. 


ADDRESS MAIL CAREFULLY IN ORDER TO AVOID DELAY IN FORWARDING 
Cash must accompany all advertisements. 


Set solid, minimum 25 words..........§ .30 
Ea Be 


All capitals, minimum 25 words.......§1.60 
Bach additional werd é4e 


All capitals, leaded minimum 25 words. $1.50 
Each additional word 6 


will answer the purpose. Letters forwarded without eharge. 


ch additional word 
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Business Opportunities | Business Opportunities Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware, we can be of great 
service to you on account of our 
intumate knowledge of these matters 
in every section of the United 
States. Address “R, S. W.,” care 
Harpware AGE, New York. 

PROSPEROUS STORE in up-to- 
date Middle West town of 1000, in 
heart of tine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 

int, stoves, furniture. Undertak 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. a care Harp- 
ware AcE, New York. 


Partnership interest for pang in a 
well established hardware store, lo- 
cated in central New Hampshire, 
doing a good business. Reasons for 
selling, want to go West for health 
of family. Address Box A-166, care 
HARDWARE AGE, New York. 

For Sale or Saleh ood abso- 
lutely clean stock of hardware and 
stoves located in a good county seat 
town of 8000 inhabitants in central 
Indiana corn belt; stock will invoice 
$8,000. Will trade for good farm of 
equal value. Address Box A-207, 
care HARDWARE AcE, New York. 

y. E. BEAUCHAMP & O., 
MANUFACTURERS’ AGENTS. 
AND ‘CANADIAN DISTRIBU- 
TORS FOR AM PRICAR GOODS, 
20 ST. NICHOLAS ST., MON 
i UE.,* ARE OPEN FOR 
NEW LINES, HAVING | mead 
MEN ALL OVER CANAD 





Manager and Investor Wanted— 
Want capable hardware man invest 
about $10,000 and manage one of 
the finest equipped and best estab- 
lished retail hardware stores in the 
country. Clean stock. Excellent lo- 
cation, prosperous city central Mis- 
souri. ine opportunity for hustler. 
No trades. p< in Box A-338, care 
Harpware Ace, New York. 


For Sale—On account of age of 
owner, a large hardware, pa'nt and 
oil, machinery, seeds and fertilizer 
business, situated about thirty miles 
from New York, in a large town and 
farming community. Business over 
seventy- Pe ears old; sales over 
$100,000, could be made larger 
with a wena active man; about 
$40,000 of stock, Easy terms could 
be given. Address Box A-337, care 
Harpware Ace, New York. 





Largest exclusive sieniainenes 
of a “different” line of razor strops 
are ready to engage several hustling 
side line salesmen. Line includes 
the “U. S. Service Strops,” made 
for field use. Samples weigh about 
5 pounds, and commissions average 
20 per cent. Choice territories open. 
If you are now calling on the retail 
hardware and kindred trades, get 
in touch with us. Advise in first 
letter what lines of merchandi ise you 
handle. Address Box A-336, care 
Harpware Ace, New York. 




















FOR SALE—Hardware 
$25,000. Growing city of 14,000 
opulation. Located in central New 

fork. Best location in city. Clean 
stock. Good farming country. Fine 
mill trade. Long established loca 
tion. Handling some exclusive lines 
Doing a good business. Best reasons 
for selling. Will sell at good price. 

Address Box A-277, care Harpware 
Aan, New York. 


stock of 


Notice to Manufacturers—Manu- 
facturers’ agent, calling on the hard- 
ware, department store and house 
furnishing goods trade in Iowa, Ne- 
braska and Kansas, including Kansas 
City and St. Joseph, Mo., can handle 
one more good line for this trade. 
Address anufacturers’ Agent, 
Mason Apartment 10, Omaha, Neb. 


Hardware Store For Sale—Located 
in New London, Henry County, 
Iowa, a splendid business town of 
1200 inhabitants, situated in a splen 
did farming district. Established 
bus'ness. Inventory about $10,000 
Terms made known on application. 

eason for selling, death of owner. 
Address Mrs. Flossie Peterson, New 
London, lowa. 


THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE YOU 

AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 

FOR SALE—About 600 ft. 5% Re- 
public Ist grade new Manilla rope, 
also 1000 ft. 13/16—29C3. 
Dayton, Ohio. W. FE. Banker, 
E. Third St., Dayton, Ohio. 





INVENTIONS. 
Successful inventions must he 
patented to assure protection while 
being perfected. Write for a free 
opinion as to the patentab'lity of 


vour idea Beale & Park, 1422 
F. Street, Washington, D. C. 
FOR SALE—In Massachusetts, 


stock of hardware, plumbing, paints, 
oils, etc. Excellent location within 
five miles of State House. Will in- 
voice $9,500. Annual business over 
$20,000. Selling price only $8,000. 


son for selling must retire. 
lid opportunity for a live party. Ad- 
dress Box A-341, care Harpware 
Ace, New York. 





FOR SALE—Owing to ill health 
we desire to dispose of our hard- 
ware business. A good clean up-to- 
date stock, bought principally at old 
prices, and the business in a most 
prosperous condition, our turn-over 
of capital last year being nearly four 
times. Our stock will inventory in 
the neighborhood of $15,000. The 
opportunity for the future in this 
section is good owing to the location 
of Government Cantonment Camp 
LEE. For further information ap- 
ply or address Petersburg Hardware 
Company, 15 N. Sycamore Street, 
Petersburg, Virginia. 


Broaden 
Your Vision 


The days of sitting in 
the office continually 
and simply relying 
upon one’s self for 
merchandising ideas 
have gone—gone for- 
ever. 


The successful hard- 
ware man is the one 
who keeps his fingers 
on the pulse of the 
merchandising world. 


In all quarters of the | 


country hardware men 
are doing this through 
the medium of Hard- 
ware Age. Its pages 
are constantly present- 
ing the news of what 
other men are doing, 
and suggesting live 


ideas for improvement. 


Established over thirty years. Rea- | 
A splen- | 


Acquire broadness of 
vision. Adopt the 
policy of studying 
Hardware Age and en- 
courage your workers 
to do likewise. You'll 
find a big jump in the 
eficiency of your or- 
ganization. 











| HELP WANTED 


OPPORTUNITY 
RATES 








Set solid, minimum 
50 words 


Each additional word 4c 
All capitals. 

minimum 50 words.$3.00 
Each additional word 6¢ 


purpose. 


. $2.00 


WANTED 
RATES 


leaded, 


DISPLAY ADVERTISING RATES GIV! GIVEN ON REQUEST 
Count Seven Words for Keyed Address 


Do not send original letters of recommendation in replying to advertisements—duplicates will answer the 
Letters forwarded without charge 


ADDRESS MAIL CAREFULLY IN ORDER TO AVOID DELAY IN FORWAR DING 
Forms close seven days before date of issue. 


tisements. 


.$1.00 
AND BUSINESS] «iii atat® SITUATIONS 


Cash must accompany all adver- 


Set ane. minimum 
25 wo 
Each additional ‘word 2c 
All capitals, mini- 
mum 25 words 
Each additional word 4c 
All capitals, leaded. 
minimum 25 words.$1.50 
Each additional word 6c 
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Talk 


No.102 
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Are Doing 
For YOU 


We know of no surer 
way to help you sell 
DELTA FILES than 
to advertise just what 
they will do before the 
different trades that 
use them. 


So we get right down 
to file facts in these 
ads and show by pic- 
tures the length of 
stroke of an “EX- 
PERT’S CHOICE” 
FILE and the length 
of stroke of a common 
six-inch file. The com- 
parison is mighty con- 
vincing. 


Curiosity likes to be 


satisfied. Result: The 
file user goes to his 
Hardware dealer and 
hands him 25 cents 
for an “EXPERT'S 
CHOICE” FILE. He 
tries it—finds it cuts 
exactly as our ad 
said it would — uses 


“DELTA FILES” reg- 
ularly now. Same is 
true of our CARPEN- 
TER'’S SPECIAL 
which retails at 15 
cents and of our 
MECHANIC'S FA- 
VORITE which is a 
steady seller at 20 
cents. 


We send YOU a sign 
to hang up in your 
window or in your 
store that shows each 
of these files. It gets 
instant attention and 
makes quick sales. 


Have you one of 
these signs? 


THE 


DELTA 
FILE WORKS 


Philadelphia, U.S.A. 
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A 
Acme Steel Goods Co..........111 
Alaska Freezer Co..... 105 
Allen Auto Specialty Co........ 97 
Alien’s Sons, N. R.....-..0s00. 109 
Allith Prouty Co........-- a 
American Ever Ready Co....... 9 
American Screw Co. ......--..-. 33 
American Shearer Mfg. Co...... 118 


American Sheet & Tin Plate Co.116 


American Steel & Wire Co...... 115 
American Wire Fabrics Co......101 
American Wringer Co. ......... 105 
Armstrong Mfg. Co........+.++- 116 
Pabiets Bld. CO. oo cesvcecvsecs 113 
Athol Mch. Co.....-..ccccesces 109 
Riles We, Cee. sveccescccseves 104 
B 
Baeder, Adamson & Co......... 108 
Barnett Co., G. & H............110 
Beacon Electric Works......... 103 


Bemis & Call Hdwe. & Tool Co. .115 


Berger Bros. Co......--.+-s004+ 112 
Bicycle Step Ladder Co........112 
Black Silk Stove Polish Wks.... 26 
Black & Decker............. -- 96 
BDomemter Troe. 0 cccccscccccane 106 
Deets: SE Sti sa9 64004560005 ee 
Bridgeport Screw Co........... 33 
Brooks & Sons, M. S...........118 
Brown & Sharpe Mfg. Co....... 7 
Buffalo Steel Co......scccccses 113 
BetterGelS B CO..cs ccvevevcsses 111 
Cc 

Cary Mie, Co. vcsccccsvecccsece 113 
Champion Spark Plug Co....... 94 
Chapin-Stephens Co. ........... 118 
Chatillon & Sons, John........ 23 
Chaser &: Bet, Biicc. cs sscsexe tt 
Chicago Flexible Shaft Co...... 
Chicago Spring Butt Co....... 109 
Cleveland Stone Co............ 11 
Coburn Trolley Track Mfg. Co.. 96 
Coes Wrench Co. ..c.cssccce a 


Connecticut Valley Mfg. Co....115 


EN TRS creeds tc cetewne 35 
Converse Rubber Shoe Co...... 99 
Geet Giks Be Ge cvccscessotees 118 
Cremment Co, ccoccdccccsccenccs 109 
Crew LOVE Ce. ccccccsivctvuns 95 
D 
Le Laval Separator Co......... 15 
Delta File Works.............. 121 
Dem GO. vive vec cccsssesdecs 31 
Dietzgen Co., Eugene........... 113 
Dixon Crucible Co., Joseph...... 96 


The Classified Directory appears in the first issue of each month 





E 
Eagle Woodenware Mfg. Co... ..105 
Eclipse Mfg. Co.......-.--+++- 91 
Economy Seat Co...........+++ 25 
Elastic Tip Co.... eg oe 
Energy Elevator Co. orp on ee 
F 
Pia ee 6d oo + Kou tevices 85 
Francis-Rand Co. saber s oe aka 
G 
Gerferd Mig. Co. ....sscsicsess 
Gifford-Weod Co. 253 0006600ce8l7 
Gilbert & Bennett Mfg. Co..... 114 
Goodrich-Lenhart Mfg. Co...... 99 
Goedticd: Ce. B, Fe iseseveccnas 79 
Goodyear Tire & Rubber Co.... 83 
Goulds Mfg. Co....... shake canara a 
oe ee | rrr 114 
Greenfield Tap & Die Corpn... 12 
Griffin Mfg. Co.. epee 
H 
Halladay Co., L. P.. ; . 98 
Hall, Frank B.... .117 
Hammer & Co..... .102 
Haney & Co., J. H... . 24 
Hassall, Inc., John. . re 
Hawthorne Mfg. Co... .115 
Hayes Pump & Planter Co......102 
Heller & Co., W. C........ .104 
Hill Clothes Dryer Co..... .117 
Hussey & Ce., GC Gewese cnesan 116 
I 
Imperial Bit & Snap Co........ 99 
Inland Steel Co... ccccsecscess 24 
International Silver Co....... 2 
Ironton Incandescent Co........ 26 
Irwin Auger Bit Co............117 
> ee er ree 112 
J 
Jenckes Mfg. Co., E............ 107 
Jennings Co., C. Bu... .ccrsesecs 115 
Jennings Mfg. Co., Russell......113 
Johnson’s Arms & Cycle Wks., 
OE niceties eedndseners oeb eh 22 
K 
iat MORI i ucts, of Uawed 104 
i 
Laenebin Cb. Tees. sc ccvasies 119 
Leween Mig: Coes. os cosscccins 32 
Lebanon Mch. Co.............. 116 
ROS BER Cis oss s owscevivsss 25 
Ludlow Saylor Wire Co........ 106 
Leticia Rule Css. scccccscsoes 118 
CA TE oss con ceuees .104 








M 
McKinney Mfg. Co............. 
McKinnon Dash Co............ 112 
Metal Forming Corp............ 103 
Miller Rubber Co.............. 123 
Milwaukee Corrugating Co...... 28 
eee errr er 117 
Morse Twist Drill & Mch. Co...111 
Benet, TRG 5 o5s06sr season 118 
Murphy’s Sons Co., R.......... 117 
megenn @ Bee. FB. iss ceetesi 30 
N 
National Cash Register Co...... 19 
a eee reer 36 
National Stpg. & Elec. Wks..... 117 
New Era Spring & Spec. Co....115 
New Jersey Wire Cloth Co..... 113 
New York Wire Cloth Co...... 10€ 
ee Gini pevibcv nents 114, 118 
Niagara Falls Metal Stpg. Wks. .11¢ 
Nicholson File Co.............- 11 
Northwestern Barb Wire Co....114 
North Bros. Mfg. Co........... 110 
oO 
Oneida Community, Ltd...... 88, 89 
Opportunity Exchange...... 120, 121 
Gubornd 8 Con G. Bice vicveess 118 
Page-Storms Drop Forge Co....116 
Parker Cis CONE Sv cecvanonys 103 
Parker Wire Goods Co......... 21 
Peck, Stow & Wilcox Co....... 31 
Peerless Handcuff Co.......... 118 
Pennsylvania Wire Works...... 114 
ee a ee pe 117 
Pratt & Lambert............... 20 
Progressive Mfg. Co........... 32 
PU FO Bich i pcteticcvioe 118 
R 
Rajah Auto Supply Co..... ; 93 
Es eee rer re ere re 81 
Richards-Wilcox Co. ........... 75 
Roberts Mfg. Co...... Wey pee 
Robertson, Arthur R........... 113 
Rock Island Mfg. Co.......... 96 
Root-Heath Mfg. Co............ 162 
Rose & Bros., Wm............. 108 
Rothweiler & Co............... 114 
ate Se Gbiciis bsicck ovina tices 87 
ee ee ee 14 
eS reer eee 118 





Ss 
Safety Wire Gas Glove Co. 112 
Samson Cordage Works..... 127 
Schatz Mfg. Co.......... 112 
Schenck, M. B........... 13 
Schwerdtle Stamp Co...... 115 
Shelby Spring Hinge Co... 97 
Shelton Tack Co.......... 118 
Sherman Mfg. Co., H. B... 116 
Smith & Egge Mfg. Co........108 
Smith & Hemenway...... o2s4 se 
Gs bea susceas aos ee 
Sommer Faucet Co., John....... 11: 
Sparks-Withington Co...... ++. 99 
Stanley Rule & Level Co.......29 
Stanley Works ............. 73,111 
Star Expansion Bolt Co......... 116 
Star Specialty Mfg. Co......., 115 
a i a ae 34 
ER eo eee 107 
Stewart Iron Works Co........ 117 
Stover Mfg. & Engine Co....... 107 
Stromberg Motor Devices Corp.. 83 
Stuber & Kuck Co... .ccicscoss 115 
z 
WON EOE, COs csedestcesncced 112 
Thomson Mfg. Co., Judson L....110 
Townsend & Co., S. P...... oosnne 
Tri-Continental Corp, .......... 96. 
renee Te: Gbinésccacbicsen & 
Tubular Rivet & Stud Co....... 119 
pe gS = A eee 99 
U 
Union Hardware Co........... 18 
Union Horse Nail Co.......... 114 
Union Tool Co..,.........+06- 106 
Universal Caster & Fdry. Co.... 10 
RE Be Gy os tcvcecvesent 1 
U. S. Sandpaper Co. ....csccoes 107 
Vv 
PN. Aivaceediadebscer es 27 
w 
Walworth Mfg. Co.......... om 
Wrerten Bs, Ce Bieciccces ss 27 
Wells Sons Co., F. E...........102 


Whitaker-Glessner Co., 


Wheeling Corrugating Dept... 29 
Whitaker-Glessner Co..... ‘ase 
Whitman & Barnes Mfg. Co. 108 
Wickwire Bros., Inc...... 17 
Wilhelm Co., A.......... 124 
Williams Co., J. H....... 119 
MPEG Bs: Bi scetsavcisees 97 
Worcester Lawn Mower Co....112 
Wright Wire Co........ 16 
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start the Re-Tread Business Your Way! 


hese are days of economy. Hundreds of motor- 


ts in your territory are looking for the repair man who 
an do a good re-tread job. You can get and hold this 


softable business because re-treading is not a makeshift but 





, legitimate way of getting thousands of miles out of old tires. 











<> — The name “Miller” and 
\ aaa s the famous Geared-to-the- 
Road Tread are instantly 


recognized by motorists 
as a guarantee of quality and 
service. Use them and build 
your re-treading business on a 





Put A 
"FY GEARED-TO-THE-ROAD 


°° RETREAD BAND 


on Any OLD Trre/ 


he Miller Rubber Co. 








secure foundation. 


Miller 
Re-Tread 
Band 


A semi - cured, 
endless band 
with breaker strip 
built into tread. 


It vulcanizes per- 
fectly and there is 
no danger of injur- 
ing the old carcass 
by over - curing. 
Miller Re - Tread 
Bands are made in 
all sizes. 


Miller 
Ad-On-A- 
Tread 


Made like a tire, 
with several plies 
of fabric, breaker 
strip and side 
walls. It is al- 
ready vulcanized 
and only requires 
sewing on. Can be 
used to redeem old 
casings that are 
worn down to the 
last layer. 


Miller Air Bags — no metal 
parts—cost no more than 
others but last much longer. 


Write for Miller price lists. 


Akron, U. S. A. 
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\e- Tread Bands and Ad-On-A-Treads 
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round magnetic force that will attract 

trade for you——every month in the year 
all the while—a continuous selling punch that 
makes your paint stock fast-moving instead of 
seasonal ‘‘Shelf goods.”’ 


EVERY MONTH in the year will have a dif- re y 
ferent local advertising campaign on a different mM 

Royal product—fresh in its interest to your 
prospective customers, and every month's cam- 
paign linked up to every other month through 
the similarity of labels, newspaper ads, mailing 
folders, and window displays, this general re- 
lation meaning strong accumulative effect for 
you, 


EVERY MONTH a new set of resultful news- 
paper ads inserted free in your local newspaper, 
over your name—all working hard for Royal 
sales—right at home—for you. 


R ‘rouna advertising is a steady all-year- 




























EVERY MONTH a different selling message 
(unique folders, forceful letters, etc.), sent by 
mail to your prospective customers. 


EVERY MONTH a new Royal Window Display, 
something attractive in Window Trims, Window 
Cut-outs, Window Cards, to keep up the inter- 
est of the Passers-by. 











EVERY MONTH a new feature for your movie 
advertising, some months a 50-foot cartoon film 
reel with your ad on a 10-foot trailer; other 
months colored ad slides. 








Consider well the force of this all-year-round local 
advertising linked up to your store. Now isn’t it just 
the kind of a proposition you have been looking for? 







Why not just credit yourself with one big opportunity 
and send for the Royal Advertising Portfolio. 












“PROFITS VS. COBWEBS” 


A Wathein Company 
Boston READING, PENN New YorK 
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